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FROM ONE PIECE OF CORRUGATED BOARD... 








COMES THIS..CARTON— COMPLETE WITH SEPARATOR PADS! 


MR. STRONGBOX 


LOCALIZED SERVICE FROM: 


Atlanta, Ga. 
Aurora, Ind. 
Bradford, Pa. 
Bristol, Pa. 
Chicago, Ill. 
Dallas, Texas 
Detroit, Mich. 
Flint, Mich 


Jacksonville, Fla. 


Kansas City, Mo 


Long Island City, N. Y. 
Los Angeles, Calif. 
Madison, Ill. 
Memphis, Tenn. 

Me r¢ ede S Te Xas 
Miami, Fla. 

Milwaukee, Wi 
Minneapolis, Minn. 
New: k, N J 

Oakland, Calif.* 


Salisbury, N. C. 
*These plants are operated by 
National Container Corporation of 


California, subsidiary of Owens-Illinois. 


ANOTHER REASON FOR CHOOSING 
OWENS-ILLINOIS CORRUGATED BOXES 












How Owens-Illinois corrugated boxes 
cut handling costs *50,000 


Design engineers at Owens-Illinois have developed a new corrugated box 
which saved $50,000 in handling costs the first vear for a manufacturer of 
electrical equipment. The entire box—separator pads included—is made from 


one piece ol corrugated board. 


This customer formerly used a multi-piece box. Our single-piece construc- 
tion simplified inventory, speeded up box assembly and packing which 


resulted in the above savings. We mav be able to do the same for you. 


PAPER PRODUCTS DIVISION 
FORMERLY NATIONAL 


Owens-ILLINOIS 


GENERAL OFFICES + TOLEDO 1, OHIO 


CONTAINER 




































CENTURY MOTORS 
ARE RIGHT FOR 
ANY PUMPING JOB 


There is a service-proved Century motor for almost 
every industrial pump application—for centrifugal 
pumps, condensate pumps, chilled water pumps, recip- 
rocating pumps and many more. Dependable Century 
motors have been performing outstanding pumping 
service for years in industrial plants, on farms, in power 
plants, in heating and air-conditioning units, and on 
hundreds of other demanding pumping applications. 

Century motors have the precise speed regulation 
important in pumping. And they are exceptionally well 
protected against dirt, dust, and the severe moisture 
conditions frequently found in most pump applications. 

Century standard squirrel cage motors are shown on 
this page on typical pump applications at Exchange 
Park, Dallas, Texas’ completely air-conditioned ‘‘ City 
within a City”’. 


1. Duplex condensate pumps driven by two Century 
squirrel-cage 5-horsepower motors. Pumps are in a pit 
where dust and dirt make motor ruggedness important, 


. Century 75-horsepower squirrel-cage motor drives a 
condensate water pump. 


. Six chilled water pumps driven by a series of two 
Century 5-horsepower motors, two 15-horsepower 
motors and two 20-horsepower motors are in the 
power plant of this large commercial development site. 


Century motors on these three pump applications 
have been operating for years without service or main- 
tenance problems— proof of Century motor depend- 
ability. 

Century Electric application engineers have years of 
experience in applying the right motor to your job. 
Contact your nearest Century Electric sales office or 
authorized distributor for more information about de- 
pendable Century motors. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


Que 


60-11 
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...new from Kimberly-Clark 





and guaranteed fo cut your 





costs or your money back! 


Your towel costs must come down or your money back! 


Kimberly-Clark’s 1-month guaranteed cost-cutting plan will 
prove to you that KIMTOWELS can reduce wiping costs. Here’s 
how the plan works: you order a month's supply of Kimtowels. Use 
them in your entire plant (or in a single department) just as you 
would cloth wipers. At the end of one month, if your wiping costs 
haven't gone down, we will gladly refund the cost of the Kimtowels. 
Fair enough? Send coupon today. 


Kimberly:Clark Department No. P-91, Neenah, Wisconsin 


At no obligation to me, please rush information on thg “GUARANTEED COST-CUTTING PLAN.’ 
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@ Look, feel, perform like cloth! 

@ Re-usable—like cloth ! 

@ Far more economical than cloth ! 
@ Strong, rugged—wet or dry ! 


plus—no rental; no collecting; no sorting; 
no storage; no records; no pilferage ! 
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Include the Graybar man in your elec- 
trical planning. 

The recommendation he makes comes 
from experience with countless kinds of 
power distribution equipment, motors, 
controls, wiring and lighting supplies. 

Call Graybar for impartial recommen- 
dations . . . and able, in-the-plant help. 
We'll work with you or your electrical 
contractor. 


420 LEXINGTON AVENUE, NEW YORK 17, 


For More Facts Write No 





Now we're set for a big 


future! Thanks for insisting! 


GraybaR 


ELECTRIC COMPANY, INC. 


N.Y. @ OFFICES IN OVER 130 PRINCIPAL CITIES 
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Cost-per-Order With a Stop Watch 
Using detailed time studies of every step in the buyin 
cycle, a P.A. has developed a yardstick for measurin 
purchasing productivity and cost-per-order. 

This Business Can’t Wait for Purchasing 
How a purchasing organization and special buying pro- 
cedures were developed to meet the unusual demands of a 
company entering the missile field. 

What Does Purchasing Think About Imports? 
Hundreds of purchasing agents air their views on foreign 
buying in our latest Purchasing Opinion Poll. 

Why Operate Your Own Truck Fleet? 
Truck ownership can be a boon—and a headache 
you’re not careful. Here are the pros and cons. 

What Kind of Purchasing Education? 


The fully rounfed purchasing executive should have some 
training in at least 12 basic management subjects. 


Purchasing’s Part in Capital Goods Buying 


How and why the P.A 
in the procurement of capital equipment. 


. is becoming increasingly important 


Can the Vendor Refuse to Sell? 
The supplier doesn’t have as much freedom to run his own 
business as you may think. If he refuses to sell he may 
be open to a charge of conspiracy. 

When an Engineer Runs Purchasing 
Ordinarily it might seem that when an engineer is put in 
charge of both purchasing and engineering it’s a black 
mark against purchasing. But in this case the move was 
part of bold new plan to strengthen purchasing. 


Business News Analysis 
Pulse of Business 

Straws in the Trade Wind 

The Trend of Prices 
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Purchasing Follow Up ... 
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Hot cement piped aboard barge 


Fast handling of bulk cement gets big assist from B.F. Goodrich hose 


T’s down the hatch—at a 10-barrel- 

a-minute clip—as dry cement roars 
through that hose and pours into an 
Ohio River barge. Works like a charm 
now, but at first there was a hitch. 

The cement is still about 200 degrees 
hot from processing. And the friction 
of the sharp, gritty particles whooshing 
through the hose creates a sand-blast- 
ing action. This heat and abrasion 
were enough to ruin a special wire- 
reinforced hose in only two months 

When a B.F.Goodrich distributor 
heard about the problem, he recom- 
mended a BFG hose made with a 


6 


special lining of the toughest wear- 
resisting rubber known. This rubber is 
soft enough so the abrasive stuff simply 
bounces off the rubber instead of 
digging in and cutting it to shreds. 
Hose with this lining has even been 
used in some places to carry broken 
glass. 

The B.F.Goodrich hose was put to 
work on the dock, and is still on the 
job after 15 months and a half-million 
barrels of cement. It works so well that 
the company is also using it to unload 
the barge at distribution terminals 
along the river. 


Your B.F.Goodrich distributor has 
full information on the hose described 
here. And, asa factory-trained specialist 
in rubber products, he can answer 
your questions about the many pro- 


ducts B.F.Goodrich makes for industry. 
B.F. Goodrich Industrial Products Co., 
Dept. M-194, Akron 18, Ohio. 


B.EGoodrich 
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Pulse of Business 


Short-Term Outlook W HAT’S THE current short-range business outlook? Pretty 
good, acording to most government and industry leaders. They 
don’t see any really big booms developing, however—just a con- 
tinuation of the recovery trend that developed six months ago. 
Since February, business statistics indicate that we’ve regained 
virtually all the ground that was lost during the 1960 recession. 
Inventory liquidation—one of the major causes of the 1960 slump 
has stopped. The ratio of sales to inventories has continued to 
go up (remember this ratio can go up either if sales rise or in- 
ventories decline). This time the ratio is rising because sales are 
rising. If this trend continues, manufacturers will soon get addi- 
tional incentive to boost inventories. When we start getting inven- 
tory accumulation on top of increased sales we have the making of 
a boom, 
But There Are Still But so far, two leading barometers have failed to signal a boom. 
They are installment credit and capital expenditures spending. The 
Some Weak Spots National Industrial Conference Board anaes out chat in moto 
recessions installment buying picked up sharply about six months 
after the slump hit bottom. If this pattern had repeated itself, we'd 
be getting an upsurge of installment buying right now. There’s no 
sign of one yet. 

Nor has business responded as yet to the improved outlook by 
boosting capital expenditures substantially. Traditionally, business 
capital spending starts rising shortly after profits start rising. 
Profits have already recovered but there has been no marked pick- 
up in capital spending. One reason is that most businesses still have 
a lot more capacity than they need. This should change if the up- 
turn continues; in addition wage hikes will give business added in- 
centive to invest in automated equipment. 

Conversely, one of the roadblocks to greater capital expansion 
is the lack of a tax relief incentive. The House of Representatives’ 
Ways and Means Committee has formally shelved the proposal for 
an 8‘~ tax credit against capital outlays. The measure won’t come 
up again until 1962. (Turn Page) 


Is Promising 


Business Confidence Index 
How P.A.’s feel about the short-term economic outlook 


“g 88 2 B9%4 &7 
13g 4 lg f sper 7a 
4 331% 3 24% Vg Cooper F 

rt 

Purchasing Magazine’s Business 

Confidence Index advanced two 

points in September to 111 

(1958—100). A total of 79% of 

the P.A.’s surveyed expect busi- 

ness conditions to be better in 

the next three months. 


75 3 <BPorctiasing Magazine 198ts 
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V-Belt Drive 


Super HC High Capacity 


How Gates Super HC Drives can save space, 
weight, money on machines in your plant 


Ask your local Gates Man to design a drive for your ma- 
chine two ways: A conventional V-belt drive and a Gates 
Super HC High Capacity Drive. A quick comparison will 
show you that the new Gates Drive costs up to 20% less 
than a conventional V-belt drive, weighs about 20% less and 
can handle your power requirement in 4% to 4 the space. 

These advantages are possible because of exclusive, basic 
changes in V-belt shape and construction that permit this 
drive to transmit up to 3 times the horsepower of a conven- 
tional V-belt drive in the same space. 

Manufacturers everywhere have standardized on the Gates 
Super HC Drive—the first and most advanced High Capacity 
Drive. It is your best assurance that your power transmission 
unit will remain up-to-date for many years to come. 

The Gates Man, located near you, has had long, intensive 
training and experience in drive design. Ask your nearby 
Gates Distributor for his help when you have a drive problem. 


The Gates Rubber Company, Denver, Colorado 


BPS4H 


Gates Super HC Drive 
Gives you these benefits: 


Saves up to 50% in drive space. 
Reduces drive weight 20% and 
more. 

Cuts drive costs as much as 20%. 
Reduces bearing load, increasing 
bearing life. 

Guards can be smaller, 

lighter weight. 

Beit speed up to 6000 ft/min possi- 
ble without dynamic balancing. 
Less costly, higher speed motors 
can often be used. 

Jackshafts and outboard bearings 
can sometimes be eliminated. 


Exclusive design features 
include: A Precisely Engi- 
neered Arched Top, Concave 
Sides, Flex-Weave Cover, super 
strength tensile construction. 


Building the future on 
50 years of progress 


» V-Belt Drives 
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Pulse of Business 


PRODUCTION 


In the consumer area, housing demand has 
not recovered sufficiently to justify predic- 
tions of a return to the peak homebuilding 
rate reached in the summer of 1959 (see 
Special Commodity Report, p. 27). The latest 
Department of Commerce estimate puts the 
total for 1961 housing starts at 1,275,000. 

Multiple dwellings have made a much 
faster recovery than one-family houses. 
At present, housing starts in structures for 
three or more families represent about 20% of 
the total—compared with 10% only five years 
ago. 

All housing starts, however, are bound to 
be stimulated by the recent easing of Fed- 
eral Housing Authority mortgage terms. These 
include a lengthening of the maximum matur- 
ity of FHA-insured mortgages and a reduc- 
tion of down payments on one-family homes. 














Consumer buying, in general, has not kept 
pace with the rise in consumer income. This 
is especially true in durable goods. Total per- 
sonal goods expenditures rose 0.7°% in the sec- 
ond quarter of 1961 over the similar period of 
1960. But at the same time, durable goods out- 
lays were off 6% 

Latest figures on personal income show that 
the total is now $421.8 billion. Average weekly 
earnings in manufacturing are $94. 

It appears that part of the increased defense Ail.$ 
spending triggered by the Berlin crisis will ay Machine Tools 
eventually show up in workers’ paychecks. This tha 
could increase consumer spending later on in 
the year. It seems likely that a substantial 
portion of any increase in consumer outlays 
will go for auto purchases. 

The automotive industry’s expectation of a 
fourth-quarter sales pickup has led it to boost 
its steel orders. Steel users in other industries, 
therefore, are finding they cannot obtain steel 
as quickly as they did earlier in the summer. 

(Turn Page) 
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This Accopac gasket 
installs easier 


and seals at less cost 


a sign of quality in 
materials « workmanship ¢ service 


a 
Armstrong 
~ APPROVED 
FABRICATOR 


These gaskets are shown in relative scale. Yet despite the difference 
in size, they were designed for the identical sealing job. The smaller 
one—cut from Armstrong asbestos Accopac—does the best sealing 
job by far... costs 27% less. . . and is easier to install. 

The larger gasket had to be fitted around 16 bolts. It did not pro- 
vide a permanent seal against water at 400F under 400 psi internal 
pressure. 

The Accopac gasket fits inside the bolt circle. This simplifies instal- 
lation and reduces the cost. But more important, it gives a reliable 
seal on this high-temperature flange. 

These Accopac gaskets were sold by an Armstrong Approved Fab- 
ricator, one of a nationwide group of independent businesses that offer 
you convenient, local contact, and prompt handling of all orders. 
Write to us for a list of these Approved Fabricators. There’s one near 
you, and we believe you'll find him a good man to do business with. 
Armstrong Cork Company, 7109 Dague Street, Lancaster, Pa. 


ACCOPAC IS A REGISTERED TRADE-MARK OF ARMSTRONG CORK COMPANY. 
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Pulse of Business 


If the steelmakers feel, however, that order- 
ing will increase further, they have plenty of 
unused capacity to put into operation. 


I NpusrRIAL PURCHASING AGENTS are 
more optimistic about the short-term business 
outlook than they have been at any time since 


Dept. of Commerce 
last May. (adjusted for seasonal variation) 


PURCHASING Magazine’s Business Confidence . +t a Dea ea 
Index—based on a survey of 1000 P.A.’s—ad- ee ee ay — 
vanced two points this month to 111 (1958=— ate 
100). This indicates that buyers are generally 
optimistic about economic conditions in their 
industries for the months of September, Oc- 
tober, and November. 


More than three-quarters of those surveyed 
anticipate better business in the next three 
months. Twenty-seven percent say that busi- 
ness will be “much better,” while 52‘: expect 
business to be “slightly better.” Sixteen per- 
cent of the purchasing agents contacted said 
they feel business conditions will be the 
“same,” while only 5% anticipate “slightly 
worse” business in the upcoming months. 


Here are some typical comments from P.A.’s 
who took part in the survey: The purchasing 
agent for a Chicago foundry notes “An increase 
in business started approximately one month 
ago. All indications are for a_ three-to-five- 
month increased rate of production within our 
plants.” And a director of purchases in Cali- 
fornia says, ‘Our inventories have been used 
up and our supplies—both raw and basic ma- PPTTTLULULID TTT Eee ae 
terials—are getting on the move again.” An 
eastern P.A. reports: “We are really busy now 
and expect our business to improve.” 


FINANCE 
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how one 

simple change 
jumped 
production 105% 


Look at the long slot that runs the length 
of this typewriter adapter shaft. It was giving 
Standard Register Co. a costly production 
headache. Tubing used could only be milled 
at 7%” per minute. Finish was poor. Warping 
and twisting ran rejects to 25%. 


Then Ryerson studied the situation and 
suggested a change in material—to Ledloy® 
170 tubing. Using the same tooling, Standard 
now mills 15%” per minute—more than dou- 
ble former production. And rejects dropped 
to zero—the slot is smooth and straight as a 
die. See for yourself. 





How about you? Shouldn’t you invite this 
kind of close look at the material in your 
products, equipment and plant? A Ryerson 
specialist may well help you boost production 
and cut costs in some ways you never thought 
of. Metalogics is like that. 


RYERSON 


JOSEPH T. RYERSON 4 SON, INC., MEMBER OF THE g, STEEL FAMILY 


METALOGICS PLUS VALUES IN STEEL « ALUMINUM + PLASTICS + MACHINERY 
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Straws in the 


Trade Wind 


> FEWER FREIGHT CAR DELIVERIES — 
Deliveries of new freight cars to railroads and 
private car lines amounted to 1229 in July— 
compared with 3142 in June and 3893 in July 
1960. New orders for freight cars were 2452 
during the month, compared with 1214 in June 
and 1306 in July 1960, says the Association of 
American Railroads and the American Railway 
Car Institute. 


> HIGHER PRICED WOOL —Frigid East- 
West relations have helped make for a hot wool 
market. Futures prices are up sharply in the 
last two months. Partly as a result of the Ber- 
lin crisis, the Defense Department has stepped 
up purchases of uniforms, thereby creating de- 
mand for 414 million yards of wool cloth. The 
current price for wool tops of $1.68 for October 
delivery may be near the high water mark. 
Some observers expect cutbacks in wool de- 


mand from two big world importers: Japan and 
Red China. 


> US. RUBBER CONSUMPTION OFF — 
Consumption of new rubber in the U.S. totaled 
110,215 tons in July, 14% less than the 128,- 
588 tons used in the previous month. Synthe- 
tic consumption amounted to 79,580 tons and 
natural consumption was 30,635 tons. Re- 


claimed rubber use during the month was 17,- 
130 tons. 





For the P.A.’s Hot File .. . 


A trend is developing in many com- 
panies toward explaining salary programs 
to supervisors and other salaried per- 
sonnel. The National Industrial Confer- 
ence Board asked 55 pace-setting com- 
panies what they told employees about 
salaries. Practically all outline the opera- 
tion of their programs and more than 
70% tell the employee the maximum 
salary payable on his job. Even more com- 
panies tell these employees when they 
reach or approach that maximum. 
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> STABILIZING FUEL COSTS—A number 
of utilities are making long-term coal supply 
contracts to stabilize future fuel costs. Penn- 
sylvania Power & Light Co. signed a 10-year 
contract for soft-coal, with an option for an- 
other 10 years. Public Service Co. of New 
Mexico is acquiring coal land leases covering 
about 35 million tons. And Arizona Public Ser- 
vice Co. has 50 million tons under contract. 


& ORDERS FOR SMALL BUSINESS—Latest 
monthly figures on government prime contracts 
awarded to small business show a 27% hike 
over the similar month last year. A total of 
7395 prime contracts valued at more than $219 
million were awarded to small firms. During 
the 1961 fiscal year, 34,272 prime contracts 
valued at $1.2 billion were awarded under the 
Small Business Administration’s set-aside pro- 
gram—a record year. 


®&> THINNER TINPLATE OFFERED — Thin- 
ner grades of tinplate are now being offered 
by two major steel firms in their running battle 
with aluminum companies for the lucrative can 
market. U.S. Steel Corp. and National Steel 
Corp.’s Weirton Steel division have started sell- 
ing tinplate with a coating of only one-tenth 
pound of tin per “base box” (217.78 sq. ft. of 
metal.) Prices on the new products are 15 


cents a base box below those on existing thin 
tin plates. 


&> COOPERATION WITH GOVERNMENT? 
—Attorney General Robert Kennedy says that 
the Justice Department is having a harder time 
getting businessmen to help it find antitrust 
law violations. He has endorsed a proposal by 
Representative Emanuel Celler that would force 
corporations to open up their records in civil 
investigations. At present, Justice Department 
investigators can gain access to business docu- 
ments only in criminal cases by setting up a 
grand jury and using subpoena power. 


® RECENT PRICE REDUCTIONS—Among 
the recent price reductions announced by sup- 
pliers were these: a 10% price cut for wet 
anode tantalum capacitors by Fansteel Metal- 
lurgical Corp., reductions of 17 cents per hun- 
dred pounds on certain chemicals used in the 
detergent industry by Monsanto Chemical Co., 
and three cents a pound reductions for Buton 
100 resin by Enjay Chemical Company. 
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Rome Cable Division supplies 
ALUMINUM WIRE AND CABLE 
COPPER WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 
ALUMINUM CONDUIT 
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If you buy bus conductor... 
One minute of your time now 
can mean *3000 to your company . 


One minute is all it takes to read this message. 

And $3000 is how much one P.A. saved in direct material costs alone when h 
selected aluminum bus conductor for a new 13,000-sq-ft plant. 

The reason for this saving: Alcoa® aluminum bus costs only one-third to one 
half as much as copper bus of the same current-carrying capacity. 

If you bought the same amount of bus conductor as this P.A. did, initial cos 
savings could be worth $3000 to your firm! 
Other savings, too. Lightweight Alcoa aluminum bus installs quickly. It is easy 
form, punch, drill and join. 

Your Alcoa distributor can give you 


the facts on sizes, shapes and availa- ys L. Cc fa 
bility. Or write to Rome Cable Divi- 
ROME CABLE 


sion of Alcoa, Department 14-91, 
Rome, New York. b1Vvt Beto 
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Pulse of Business 


Straws in the Trade Wind 


> SYNTHETIC RUBBER EXPORTS OFF— 
Exports of synthetic rubber from the United 
States are sliding as new foreign plants go into 
production. Exports in 1961 are expected to 
drop to about 320,000 tons, down from the re- 
cord 340,000 tons set last year. Much of the 
new foreign capacity is owned by American 
companies. 


&> BUSINESS CHARTERS INCH UP—The 
number of new business incorporations (sea- 
sonally adjusted) inched up 0.9% to 15,633 in 
July for an 11-month high. In the first seven 
months of 1961, new business charters totaled 
108,467, off 3.8% from the corresponding 
period a year earlier. 


&> PRODUCTIVITY GAIN DROPS — Produc- 
tivity in the private economy—the measure of 
production per man-hour of work—increased 
by about 2.5‘ last year. This was less than 
the annual average gain of 3°. since the end 
of World War II or 1959’s productivity advance 
of 4°, says the Labor Department. Since 1909, 
the average yearly gain has been 2.4%. 


& STEEL PRODUCTION DROPS—Steel out- 
put in July fell to 8,090,000 tons, compared 
with 8,551,856 tons in the previous month. For 
the first seven months of 1961, it amounted to 
52,948,660 tons—off from 67,105,019 tons in 
the same period a year ago. The seven-month 
index of steel production (1957-59—100) pre- 
pared by the American Iron and Steel Institute 
is 93.8, compared with 118.4 in the January- 
July period of 1960. 


Quote! 


> RECOVERY FACTORS SLACKEN—Some 
economic forces which lent extra zip to the 
business recovery this spring “have lessened in 
their intensity,” says the Commmerce Depart- 
ment. These include the switch from inven- 
tory cutting to accumulation and the pickup in 
auto sales. However, stepped-up government 
spending, a faster pace of home building, and a 
firming of business outlays for new plant and 
equipment may offset the slackening in other 
areas. 


> PAPER OUTLOOK BETTER—The outlook 
for the paper industry is improving, says 
Standard & Poor’s business reporting service. 
Paperboard production responded quickly to 
the recovery in the general economy. Recent 
record production set the stage for a price ad- 
vance for corrugating medium. Higher prices 
are also likely for liner-board, but any signifi- 
cant recovery in white paper prices may be de- 
layed until the spring of 1962. 


» A LEASE IS A LEASE IS A LEASE— 
Many P.A.’s have been plagued with the ques- 
tion of whether a lease for machinery, indus- 
trial equipment, cars, and trucks containing an 
option to buy will be considered a conditional 
sale by tax authorities. In a recent case, a ma- 
chine tool manufacturer obtained a ruling 
from a U.S. District Court that the lease in 
question was not a subterfuge for a conditional 
sale. The key point was that the option to buy 
was at a substantial and reasonable price— 
close to the actual market value of the used 
equipment. 


“| have been a buyer for many years 
now and have seen new ideas come 
and go with confusing rapidity. Never 


in my whole career have | met one idea which has had 
as dynamic an effect on buying as value analysis.” So 
says W. |. Shaw, chief buyer and director of Joseph Lucas 
(Electrical) Ltd. in the British Purchasing Journal. He notes 
that “Before we tackled value analysis, our buying was 
efficient but we lacked any convincing source of improve- 
ment. No department can flourish without a sense of 
progress, and this is what value analysis has given... 
Before it, the buying department was effectively a mere 
appendage of the factory. Value analysis has brought new 
dignity to the department and its members and has given 
them a wealth of technical knowledge which they could 
hardly have acquired in other circumstances.” 
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SCIENTIFIC PACKAGE SMASHING 


tS 


CTRAPPING 


Container Laboratories, Inc., New York, recog- 
nized expert in package research, reports 
Avistrap® Cord Strapping can match or better the 
performance of steel strapping in comparable 
applications. Behind this statement is a carefully- 
observed series of independent tests, comparing 
performance of Avistrap in % in. and % in. widths 
with performance of .015 steel strapping in the 
same widths, in package reinforcement, bundling, 
and palletizing. A comparison in terms of tensile 
strength, elongation, and energy required to 
break was also made. This showed Avistrap’s 
amazing ability to keep on absorbing energy with- 
out breaking, long after comparable steel strap- 
ping has failed. Container Laboratories, Inc. 





AVISTRAP GORD STRAPPING | 


AVISTRAP GAN MAIGH 


a 


At 


4. 
fs 


ff , 
il 


designed the tests to duplicate actual shipping 
situations. Packages were dropped on corners and 
edges, subjected to an incline impact test, and 
vibrated for hours with a force equal to their own 
weight. The test program was carried out without 
any guidance or instructions from American 
Viscose Corporation. 


cy 


A summary of test results, as approved 
by Container Laboratories, Inc., is avail- 
able on request. Write to Dept. T. Ask 
for ‘‘Evaluation Booklet.” 


AVISTRAP 


CORD STRAPPING* 


Evaluation 
of Strapping 


| 








“) 





“Patents pending. 


AMERICAN VISCOSE CORPORATION, !NDUSTRIAL PACKAGING DEPT. E, 1617 PENNSYLVANIA BLVD., PHILA. 3, PA. 


District Offices: Atlanta, Ga. © Boston, Mass. * Charlotte,N.C. © 


Chicago, Ill.’ * Columbus, Ohio © Dallas, Tex. * Los Angeles, Calif. © New Orleans, La. * New York, N. Y. 
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® Buying Is Steady in 
Nonferrous Metal Markets 


@® Lead, Zinc, and Nickel 
Sales Slated to Rise 


T HE NONFERROUS metal markets have 
been relatively steady in recent weeks. Few 
purchasing agents, however, appear ready to 
make any substantial additions to inventory. 

Here’s how the picture shapes up for cop- 
per, tin, lead, zinc, aluminum, and nickel: 


Lead: The lead market has been moderately 
active in the last few weeks. An increasing 
number of purchasing agents are placing their 
business on the flat price basis. This indicates 
that they expect the price to go up in the fu- 
ture and are protecting themselves according- 
ly. 

In London, lead buying has been at general- 
ly higher levels. Additional barter deals are 
largely responsible for the increased activity. 
Recent values on the Metal Exchange are up 
slightly. 


Nickel: Following a slow start this year, 
nickel consumption is heading toward a record. 
It looks like Free World usage will exceed the 
estimated 515 million pounds consumed in 1960. 


Copper: The tone of the copper market has 
been generally firm. Deliveries of copper to 
fabricators fell 26,269 tons in July to 113,431 
tons. Refined production also fell 12,693 tons 
to 128,447 tons. The net result was a 6150- 
ton drop in refined stocks which stand at 82.- 
856 tons. 

In addition, the amount of copper used in 
products shipped during the month from wire 
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Pulse of Business 
The Trend of Prices 


METALS AND METAL PRODUCTS 


NONMETALLIC MINERAL PRODUCTS 
ALL COMMODITIES 


FARM PRODUCTS 
























































CREATIVE ANALYSIS PAYS OFF! 


Rudd-Melikian, Inc., one of the recognized leaders in the vending machine 
manufacturing industry, needed substantial increases in production efficiency 
to keep pace with the market requirements on their new ““Brew-a-cup”’ coffee 
maker. A study, conducted jointly by R-M and AMP engineers, indicated 
AMP-lok multiple wire connectors as the solution. 





ADVANTAGES: AMP-lok snap-assembly connectors . . . 


e replace bulky solder-type connectors 
e permit use of modular construction techniques 
e facilitate final assembly and in-service maintenance 


THE “PAY-OFF’: 


with no increase in production facilities. 


Twice the previous production volume of electrical control harnesses 


You can start your creative analysis to better wiring with a request for AMP-lok information, today. 


AMP INCORPORATED 


GENERAL OFFICES: HARRISBURG, PENNSYLVANIA 
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Pulse of Business 


More on Price Trends 


mills, brass mills, and foundries fell 25,093 tons 
from the previous month to 97,334 tons. Buyers 
placed orders during the month for 111,347 
tons with mills and foundries—down 10,688 
tons from the month before. In the same 
period, stocks of refined copper held by these 
suppliers rose 16,057 tons to 472,488 tons. 


Zinc: In the next few months, shipments of 
zinc should show a pronounced improvement. 
Demand for prime western grade is expected to 
rise because of its broadened use in the auto- 
motive and building industries. 

Overall zinc sales should pick up when P.A.’s 
begin to boost their inventories. Stocks were 
cut by 32,000 tons last year and by an addi- 
tional 10,000 tons thus far in 1961. 


Tin: Tin prices in London and New York re- 
cently advanced to the highest levels since the 
Suez crisis late in 1956. Since the beginning 
of 1961, the tin price in the United States has 
increased around 20. During the same time, 
aluminum and plastics have been providing 
stiff competition for tinplaters in the battle for 
the canning market. 

Speculative tin buying is still going on in 
many areas. Even though production boosts 
have been promised by suppliers, no immediate 
increase in output is anticipated. 


Aluminum: Demand for aluminum is grow- 
ing brisker and production is now running 
around 80‘: of capacity, up from 70% in April. 
However, inventories at mills and warehouses 
are so heavy that most prices have remained 
steady. 

Domestic producers still have about 495.000 
tons of idle capacity, including marginal facil- 
ities. Facilities containing another 172,000 tons 
of capacity still remain to be completed. 
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asp Why not buy hose 


Pi * 


YOU GET THE RIGHT HOSE 

(With the world’s largest, most diversified 
line of industrial hose to choose from, it’s 
easy with Goodyear! ) 


a Mis > 
YOU GET FAST DELIVERIES 


(With a big, nationwide network of stock- 
ing distributors to serve your needs, it’s 
easy with Goodyear!) 


For the right hose...at the right place... at 
your Goodyear Distributor... first in service 


Lots of good things 
come from 


PURCHASING 





the easy, 


YOU GET UNMATCHED QUALITY 
(With more than 50 years of pioneering 
research and development backing hose 
quality, it’s easy with Goodyear!) 


Goodyear way? 


x 


PRODUCT \ 
BULLETIN 


+ Vecnvieum and Ch 


nplet »f 
j ‘uly 


~yproere Tube and Cote — 
STYLE GH-400 § 


sat eo lima 
ee Rael tum mag 


YOU GET EXPERT ADVICE 


(With a trained hose expert like the G.TM. 
— Goodyear Technical Man —always on call, 
it’s easy with Goodyear!) 


the right time... at the right price... call 


with all industrial rubber product 


EAR 
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Or write Goodyear, 
Industrial Products 
Division, 


Akron 16, Ohio 


INDUSTRIAL 
PRODUCTS 
























309 
3095 
309SCb 
310 
314 


Only Carison produces — 316 


















all plate thicknesses : a 


in all these superior grades 3171 





of stainless steel 0319 


N addition to the more usual grades, Carlson regu- 17 PH* 
larly produces stainless steel plate and plate products 4 
in this wide range of superior analyses in any thickness. 1 PH* 
Many of these grades are included in our mill inventory; sy 7- 7 


the others can be rolled to your order. : PH 15- 7 Mo* 
These chromium-nickel analyses were developed to : 


more closely match the exact requirements of process, 
nuclear, and space equipment. Each has one or more 
of the following advantages: increased corrosion and /or 
heat resistance, good machinability, ease of fabrica 


tion, and exceptionally high physical properties with low 1h i\\} | 
temperature heat treatment. By selecting the grade that C. 





gives you the combination of advantages you want, 9 4 St C loins Cheech 


your costs can be reduced and the trouble-free life of 

your equipment extended. 130 Marshalton Road 
Write today for details on these superior grades and THORNDALE, PENNSYLVANIA 

for inventory information on all types of stainless steel District Sales Offices in Principal Cities 

plates and heads. 


*Trade marks of Armco Stee! Corporation Plates « Plate Products + Heads « Rings + Circles » Flanges « Forgings + Bars and Sheets (No. 1 Finish) 
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Commerce Dept. Pushing Harder 


For Industry Cooperation 


W une the regulatory gov- 
ernment agencies seem to have 
taken a stern and what has been 
interpreted as an_ unfriendly 
stance toward business, the De- 
partment of Commerce has been 
holding out the olive branch— 
promising greater service and 
more cooperation with industry. 

Since the tiff several months 
ago between Secretary of Com- 
merce Luther Hodges and the 
Business Advisory Council — 
which led to the virtual dissolu- 
tion of the BAC—Hodges has 
been making many speeches ex- 
tolling the role of American 
business. 

Among the projects that Sec- 
retary Hodges has originated is 
a Business Ethics Advisory 
Council, made up of 24 leading 
businessmen, educators, and 
philosophers. The council is en- 
gaged in drafting statements of 
management philosophy, crite- 
ria for the development of indi- 
vidual codes, and a series of 
ethical questions that business 
groups can ask themselves as an 
exercise in self-examination. 

The Secretary of Commerce 
has launched several special 
campaigns, including one called 
“Boost the Economy.” This is 
aimed at accelerating all major 
private and public community 
capital expenditures which are 
now under consideration. 

He has also launched a “Now 
Is The Time To Get Growing” 
program, with the cooperation 
of the Advertising Council. This 
program tells businessmen how 
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Despite his tiff a few months ago with 
the Business Advisory Council which 
led to dissolution of the BAC, Sec- 
retary of Commerce Luther Hodges 
has launched several projects with 
the aid of business groups to spur 
industrial expansion. 


they can expand export and do- 
mestic business through serv- 
ices offered by the Department 
of Commerce. 

Another program is the stim- 
ulation of Commerce employees 
to actively offer their ideas and 
services to the business com- 
munity, rather than to wait for 
inquiries. 

Among the 


new techniques 


being used is a letter by the 
Secretary of Commerce to every 
newly appointed president of a 
substantial company offering 
the services of the department. 
The department has also started 
a weekly radio series known as 
“Everyone’s Business.” The 
series is now carried by 24 radio 
stations and is designed to help 
the businessman with “how-to” 
material. 

List Future Projects 

Other Commerce projects for 
the future call for: 

(1) A nation-wide program 
sponsored by the President giv- 
ing recognition to outstanding 
performance by businessmen, 
communities, and trade associa- 
tions in developing increased 
exports. 

(2) The establishment of a 
“service center” for business- 
men in the Department of Com- 
merce. 

(3) A businessman’s direc- 
tory that will publish names, 
business specialty, hometown 
origin, and present job title of 
all businessmen now serving 
with the government in a full- 
time, consultant, or advisory 
board capacity. 

In addition, the Department 
of Commerce has launched a 
new quarterly report which will 
attempt to interpret the inven- 
tory plans of manufacturers. 

For the last five years, the de- 
partment has been experiment- 
ing with the collection of in- 
ventory data, seeking to supple- 
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T-MARK ENGINEERED SPECIALS 


TIME SAVING was the benefit when ‘ 
this Tinnerman Harness Clamp was 

used to fasten wire bundles to an air- 

craft structure. Inset shows safe, 

interlocking tongue and slot that 

can't spring open accidentally, yet 

opens readily for servicing without 

removing clamp from bulkhead. 


LLL CLTCLOSTCCCCC OTRO — OO 
ar. ae 
mae CT? 
ot rs oo) = | oe Ba . | 


Le 


A T-Marked SPEED NuT Brand Fastener... ASSEMBLY SIMPLIFICATION resulted 


from a switch to Tinnerman Hose 


g Clamps in this oil changer. One-piece 
SPEED CLAMPS'go on fast, Sy Cura ay tommy 
Savings in time and labor are sub- 


trim weight and parts handling “ae 


Attachment of tubing is fast and simple with vibration-proof 
Tinnerman SPEED CLAMPS. They are available in a wide range 
of sizes and types, with or without attached SPEED NUTs or 
neoprene flame-resistant cushions. They make firm, secure 
attachments and allow substantial savings in weight, assembly 
time and costs. 


The complete line of Tinnerman SPEED CLAMPs includes 
hose clamps, tube clamps, harness clamps, and an assortment 
of special types to meet various requirements. 


When buying clamps or spring-steel fasteners, look for the 
T-mark...your assurance that you’re putting Tinnerman quality GREATER RELIABILITY is attained by 
and total reliability into your products. For samples, litera- television manufacturers with Tinner- 


, , : : man Deflection Yoke Clamps. They 
ture, prices call your local Tinnerman Sales Office . . . listed in eliminate the problem of misalign- 


the “Yellow Pages” under “Fasteners.” Or write to: Tinnerman ment and broken connectionsresulting 
. : from rough handling, cushion the tube 
Products, Inc., Department 12, Box 6688, Cleveland 1, Ohio. assembly under live spring tension. 


i i fi i & i A A N CANADA: Dominion Fasteners Ltd., Hamilton, Ontario. 
GREAT BRITAIN: Simmonds Aerocessories Ltd., Tre- 
< Re, ® forest, Wales. FRANCE: Simmonds S.A., 3 rue Salomon 
CSyy?2 201 jjiy de Rothschild, Suresnes (Seine). GERMANY: Mecano 

: Simmonds GMBH, Heidelberg. 
Look for the Tinnerman "T” 
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Washington Report continued 
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ment its monthly report on the 
level of current inventories. The 
purpose is to project what in- 
dustry is likely to do in the pe- 
riod immediately ahead. 


Estimating Inventories 


The government found that 
businessmen have been very 
poor estimators of future inven- 
tories. They have usually pro- 
jected either a faster rate of in- 
ventory accumulation or a slow- 
er rate of liquidation than the 
actual change. 

This tendency is ascribed by 
Department of Commerce ana- 
lysts to “built-in biases” 
part of the business community. 
They also cite the plant and 
equipment industry forecasts as 
evidence that business consist- 
ently underestimates its fourth 
quarter plant and equipment ex- 
penditures and overestimates its 
second quarter expenditures. 

To correct for such biases, the 
Department of Commerce—in 
addition to asking manufactur- 
ers to estimate their inventory 
plans for the quarter ahead—is 
also asking them to comment on 
whether their current levels are 
high, normal, or low. By an in- 
tricate corrective procedure, it 
has developed a formula which 
seems to yield a fairly satisfac- 
tory inventory forecasting me- 
thod. 

Roughly 1400 large and me- 
dium -sized manufacturers are 
surveyed. The first announce- 
ment of results under the new 
formula reports that the survey 
conducted in May shows a $1 
billion rise in the book value of 
inventories held by manufactur- 
ing companies is expected dur- 
ing the third quarter of this 
year. 


@ Democratic Senators 
Fight Steel Price Hike 


Any attempts by large seg- 
ments of industry to raise prices 
will get a quick reaction from 
government. The suggestion that 
steel prices might be adjusted 
upward to accommodate the au- 
tomatic increase in steelwork- 
ers’ wages effective October 1, 
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on the 


for example, has drawn a vio- 
lent reaction from a group of 
Democratic Senators. 

The legislators — including 
Senators Estes Kefauver and 
Albert Gore of Tennessee, Paul 
H. Douglas of Illinois, Maurine 
B. Neuberger of Oregon, Ste- 
phen M. Young of Ohio, Joseph 
S. Clark of Pennsylvania, and 
Eugene J. McCarthy of Minne- 
sota—made it plain on the Sen- 
ate floor that they would contest 
any move by the steel industry 
to increase prices. 


Pressure from Washington 


The implication was clear that 
an industry-wide increase would 
likely lead to a Senate probe. 

Steel industry leaders say 
that they won’t be intimidated 
by pressure from Washington. 
They indicate that any action 
on prices will be determined by 
the normal market forces, such 
as competition from imports 
and other materials and supply 
and demand. Price hikes, if they 
come, will probably be selective. 

Threat of investigation is one 
tack that will be taken to hold 
prices in line. In general, the 
Senate threats are part of a 
larger plan to prevent price 
hikes by the “jawbone” tech- 
nique—talking prices into line. 

Presumably all levels of gov- 
ernment will participate in the 
talkathon to keep prices down. 
President Kennedy will continue 
to decry price increases in pub- 
lic statements. He will also fil- 
ter down his opposition to 
higher prices through the labor- 
management council — a 21- 
member group of labor, indus- 
try, and public members ap- 
pointed to advise the President. 

—A.N. Wecksler 
Correction 

Two typographical errors ap- 
peared in the August 28 Wash- 
ington Report. The estimated 
price increase during next year 
should read 1‘ instead of 10% 
The portion of the workforce 
represented by 315 million un- 
employed should read 5“ rather 
than 2% 








Style “eu 
Master Collets and Pads 


The only Master Cellet with No Work 
Pressure on the Screw. 


Available for: Cleveland, Cone, Green- 
lee, Gridley, Acme-Gridley, Natioral 
Acme, New Britain and Warner & 
Swasey. 


Style same 


Master Feed Fingers and Pads 


Pads cannot work loose. No screws — 
No Pins 


Available for: Brown & Sharpe, Cleve- 
land, Cone, Davenport, Gr 
Gridley, Acme-Gridley, National Acme, 
New Britain and Warner & Swasey. 





One Source of Supply for all 
your collet, feed finger and 
pad requirements, means 
pur g economy. 


oo =- 
“. 


apt 


HARDINGE ry veg rag INC. 
ELMIRA, N, 


Immediate Delivery from Conveniently Located 
Stocks in: 

Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, New York, Philadelphia, Seattle, Portland, 
Los Angeles, Minneapolis, Oakland, Springfield, N.J. 
St. Levis, and Toronto. 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 

POR FEXKALNPLE: 


They voted 
LYON 


TO 


PARTS AND 


PRODUCTS - 
MADE TO YOUR “If your company were in the market for 


SPECIFICATIONS steel equipment such as steel shelving, 
lockers, work benches, shop boxes, etc., 
what manufacturers would you consider?” 


That was the question an independent 
survey organization put to key men in 
companies throughout the country back in 
1955. They gave Lyon 5 times more first 
choice votes than any other manufacturer. 

Inacomparable survey made in 1960, Lyon’s 
first choice margin increased to 7 to 1—and 
Lyon received more exclusive mentions than 
the next twenty-two companies combined! 

Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General O/fices 933 Monroe Ave., Aurora, Illir 
Factories in Aurora, lIil.—York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 





THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
IT’S FREE! 
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Lumber Supply Adequate; 


Demand, Prices Rising 


R ELATIVE stability and the 
prospect of gradually rising 
prices now characterize a lum- 
ber market that has been 
through some wide fluctuations 
since last year. Recovery from 
the severe winter slump has 
been somewhat erratic since 
March, but the market is sett- 
ling down and should be firm 
for the balance of the year. 
These are the factors that 
have put strength in the lumber 
market: 
—The industry is not faced with 
the severe weather that hobbled 
production and sent demand 
plunging last winter. 
—The outlook for residential 
housing — where most of the 
lumber output goes—is relative- 
ly good. Previous forecasts of a 
5% increase in housing starts 
over 1960’s total of more than 
1.2 million have not been borne 
out during the first three quar- 
ters, and in fact are a little 
behind last year. But contracts 
for residential building showed 
a good rise in July (10% over 
last year) and should hold up 
for the balance of the year. 
—The gradual increase in prices 
in the past few months has a 
more realistic basis than the 
sudden jump that took place in 
March. Prices soared at that 
time as builders rushed into the 
market to rebuild inventories 
after a miserable winter. As 
new orders hit unprecedented 
heights an abnormal price situ- 
ation developed temporarily. 
Prices skidded badly in the 
months immediately following. 
Prospects for mill owners in 
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the South are less encouraging 
in the face of the new minimum 
wage regulations that went into 
effect last week. Many small 
manufacturers have said they 
will have to close down unless 
there is a big improvement in 
prices and profits in the next 
few months. Estimates of how 
much new minimum wages will 
boost costs on yellow pine, for 
example, range up to $6 a thous- 
and board feet. 

A decline in the use of indus- 
trial lumber by basic steel and 
coal mining cperations, and by 
the railroads, ‘as also hit many 
small units i the South. This 
fallin deman according to one 
producer, will :emove a consid- 
erable volume of low-grade, low 
priced stocks from the market. 

This is the outlook for two 
widely used types: 

Fir—The steady slide in prices 
that followed the two-year peak 
reached in March appears to 
have been reversed. After acon- 
tradictory situation in which 
new orders kept increasing while 
prices remained weak, prices 
rose last week by $1 to about 
$62 a thousand board feet. Ob- 
viously, buyers had held off un- 
til they believed the bottom had 
been reached. Demand is ex- 
pected to continue, so that 
prices will be subject to some 
upward pressure. But there is 
very little likelihood of any 
runaway increase, or even a re- 
turn to the $70 figure reached 
in March. 

Pine—Demand is below nor- 
mal for this time of the year, 
but this may be due in great 


part to new inventory policies 
now quite familiar to industrial 
purchasing agents. Improve- 
ments in transportation have 
brought producer and_ user 
much closer together, and have 
made it unnecessary for yards 
to resort to heavy seasonal buy- 
ing. This trend away from peak- 
and-valley buying has also tend- 
ed to keep prices fairly stable. 
lt appears now that Southern 
pine prices have nowhere to go 
but up in the coming months. 
As noted above, costs will rise 
sharply as the new minimum 
wage law goes into effect. Some 
producers are left with two al- 
ternatives: to raise prices or to 
go out of business. In either 
event, pine buyers will ultimate- 
ly pay more for the product. 
Price increases should be 
modest, however, as the more 
efficient mills improve their op- 
erations. Southern producers 
report that more attention is be- 
ing given in many mills to mul- 
tiple shift operations and me- 
chanization in an effort to cut 
overhead and the cost of pro- 
duction. 
Ponderosa Idaho 


pine and 
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Many of the above products courtesy of R. H. Macy and Company 


RE A EXPRESS is on the move—cuts shipping 
charges on 2,096 commodities—more coming! 


(Is your product here?) 


Now REA EXPRESS rates are lower on more ... Single receipt handling wherever you ship... 
than 2,000 commodities (and more to come) convenience of nationwide coverage...exclu- 
—even lower than motor carrier in certain sive door to door delivery at no extra cost 
preferred weight ranges. Your commod- PF A EXPRESS ’ (within published limits in the United 
ity may well be among them. And you get States). Call your local REA EXPRESS 
these other R E A EXPRESS advantages: faster TRAIN representative today. He’ll be glad to give 


service... one carrier responsibility all the way you the information on these new, low rates. 
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Special Commodity Report continued 





Photo cou:tesy American Forest Products Industries 


One of the major markets for Southern yellow pine is the utility 
industry where the wood is used for poles and crossarms. Part of 
the wood is treated with a preservative which extends its life 


by 500%. 


white pine prices are also ex- 
pected to firm up and rise grad- 
ually as demand picks up this 
fall. 


Value Analyzing Lumber 


Lumber is an important but 
not a major item with many in- 
dustrial purchasing depart- 
ments. As a result, it is often 
bought on a haphazard basis, in 
many cases by people who nei- 
ther understand the market nor 
have the time to study it. In 
recent years, however, P.A.’s 
have been applying to lumber 
the same buying techniques 
they use on high volume items 
—with the same degree of suc- 
cess. 
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Probably the best example is 
that of the lumber buying plan 
at the Westinghouse Steam Di- 
vision, Lester, Pa. (see p. 76, 
PURCHASING Magazine, March 
13, 1961.) Using a blanket order 
system and a stocking arrange- 
ment with one local supplier— 
and by value analyzing its use 
of lumber—Westinghouse pur- 
chasing was able to cut its lum- 
ber costs by 1244‘% ($25,000) a 
year. ‘ 

The simple question, “are we 
using the right grade of lumber 
to ship our products?” led to a 
substantial saving. Grade #3 
had been used for a number of 
years and nobody questioned it. 
Grade #4 appeared to be un- 


suitable. But after a careful 
study by purchasing and other 
departments, it was found that 
a combination of the two would 
do the job—for less. 

“We had been buying lumber 
around town from several yards 
for a number of years,” a Wor- 
cester P.A. said recently. “We 
were ‘too busy’ with more im- 
portant items to pay much at- 
tention to it as long as it was 
delivered on time, stored prop- 
erly on our property, and didn’t 
fall apart during shipment of 
our machines. One day, we took 
a good look at our lumber buy- 
ing—and found we were paying 
top prices to a number of peo- 
ple for merely mediocre service. 
One supplier offered us stocking 
privileges and a sizeable cut in 
price if we ordered all our lum- 
ber requirements from him. 
We’ve been saving money ever 
since—and he has suggested a 
number of substitutions that 
have given us equal perform- 
ance at lower cost.” 


Consumption Is Growing 


While value analysis can be 
applied to a low-volume item 
like lumber, long-range pur- 
chasing research is uneconomi- 
cal and pointless. But if a P.A. 
expects his purchases of lumber 
to continue and even grow in the 
years to come, he should be 
aware of these basic trends and 
their implications: 

@ Overall supply of timber is 
excellent, but not inexhaustible. 
Consumption is huge and grow- 
ing by leaps and bounds. In- 
creased use of pulp and paper 
will take huge chunks of the 
timber supply. 

@ Logging costs will undoubt- 
edly continue to rise, as _ will 
handling and distribution costs. 

e There will be a steady, if 
modest, increase in construction 
for a long time to come. 

In summary, the short-range 
lumber outlook can be summed 
up in these words: adequate 
supply, rising demand, gradual- 
ly rising prices. 
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KNOW YOUR 
SYMBOLS 


SAFETY SWITCH THAT CHALLENGES COMPARISON! 


» Minimum arcing—double-break 
This symbol stands switching 


for fusible switch 


is . , * Pressure contacts—Clampmatic® 
This symbol stands spring action 
aa Bull Dog’s pring 
* Positive switching—direct handle 


7 = ti 
heavy-duty __ cpzration 
* High short-circuit performance— 
safety innumerable applications 


switch! . . . Plus—all current-carrying parts are 


silvered. Available through 1200 amperes in 
NEMA 1 and NEMA 3R enclosures . 
competitively priced. Challenge our field 
representative to prove these switches are 
the finest . . . or write for details. 


* Arc control—Vacu-Break® principle 


PUSH ON 


MASTER 
Vi eatae Brmah 


SAFETY SWITCH 


4 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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Heller Predicts ‘Strong’ 
Economic Recovery 


Business is on its way to a 
“strong and buoyant recovery,” 
says Walter W. Heller, chairman 
of the President’s Council of Eco- 
nomic But President 
Kennedy’s top economic adviser 
warns that a credit clampdown or 
a substantial budget surplus next 
year might choke off the upcom- 
ing boom. 

Mr. Heller says that the Ken- 
nedy Administration will try to 
avoid a “violent” swing from a 
budget deficit in the current fiscal 


Advisers. 


Purchasing Follow-up 





year to a big surplus in the 1963 
fiscal year. “Rising expenditures 
within the framework of a bal- 
anced budget for fiscal 1963 will 
avoid excessive fiscal contrac- 
tion,” he notes. 

The chairman that infla- 
tionary pressures do not seem to 
be strong at the present time and 
that the nation’s balance of pay- 
ments deficit promises to be small- 
er than in 1960. He added that 
because of this the Administra- 
tion believes that at least for the 
present a relatively easy money 
policy should be continued. 

However, he declared that “If 


says 


recovery turns into boom, if in- 
flation threatens, if the payments 
balance worsens, central banking 
policy—as our most flexible in- 
strument—can be quickly revised 
to become an instrument of re- 
striction instead of 
expansion.” 


a generator ot 


U.S. Foreign Investments 
Up $5.5 Billion in °60 
Total foreign investments of 
private American businesses and 
individuals rose to $50.3 billion 
in 1960, up $5.5 billion from the 
level of the previous year. The 


investment rise was sparked by a 
record flow of private U.S. capi- 
tal abroad, says the Department 
of Commerce. 

The major forms of foreign in- 
vestments of U.S. firms and citi- 
zens are: 

(1) Direct investment by US. 
companies in overseas branches 
and subsidiaries. 

(2) Long-term investments in 
foreign stocks and bonds, along 
with long-term bank loans to for- 
eigners. 

(3) Short term investment in 
foreign government securities. 

Direct investments in operations 
abroad advanced $2.9 billion to 
$32.7 billion last year. The in- 
crease stemmed from almost $1.7 
billion in funds or goods moving 
from American parent firms and 
over $1.2 billion in retained earn- 
ings of foreign subsidiaries. 

Long-term investments and 
bank loans were up $1.2 billion to 
$12.6 billion. Some $850 million 
resulted from new American 
money going abroad, while the 
rest was due to higher market 
values of the foreign securities. 

Short-term capital movements 
rose by $1.3 billion to $4.9 billion 
at the end of the year. The Com- 
merce Department attributes this 
heavy outflow to higher short- 
term interest rates available over- 
seas, plus fears that the balance 
of payments deficit here would 
result in a devaluation of the 


dollar. 





When Labor Contracts Expire 


September 


Industry Company Union 


UAW 
UAW 


UAW 
UAW 


UAW 
UAW 
UAW 


MCBW 
Insurance 


USA 
UAW 


Seafarers 
UTWA 


UAW 
1AM 
UAW 


Aircraft Bendix Aviation Corp. 

- Curtiss-Wright Corp. 
American Motors Corp. 
Automotive Tool & Die Mfrs. Assn. 


Caterpillar Tractor Co. 
Deere & Co. 
International Harvester Co. 


John Morrell & Co. 
Prudential Insurance Co. 


Link-Belt Co. 
Torrington Co. 


Pacific Maritime Assn. 
North American Rayon Co. 


Kelsey-Hayes Co. 
Piper Aircraft Corp. 
White Motor Co. 


Automobile 


Farm Machinery 


Food 
Insurance 
Machinery 


Shipping 
Textiles 
Transportation Equip. 


October 


Industry Company Union 


OcAW 
IBEW 
UIU 


Glass & 
Ceramic 
Workers 

1AM 

UAW 

UAW 

UAW 


IUE 
IUE 
UAW 
UAW 


Chemicals 

Electrical Machinery 
Furniture 

Glass 


Union Carbide Corp. 
Wagner Electric Corp. 
Simmons Co. 
Libbey-Owens-Ford Glass Co. 


Machinery Brown & Sharpe Mfg. Co. 


Houdaille Industries, Inc. 
Oliver Corp. 
Pratt & Whitney Co., Inc. 


Scoville Mfg. Co. 

Anaconda Wire & Cable Co. 
Budd Co. 

Mack Trucks, Inc. 


” 


” 


Metal Fabricating 
Metals 

Motor Vehicles 
Transportation Equip. 
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TRANSUE «. WILLIAMS 


ALLIANCE, OHIO 
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Attention— International shippers! 


The TWA Jetstream Pak 


is sensational news in volume shipping! 


Now volume international shippers can fly their products 
(up to 2000 pounds) in aluminum-clad security without the 
costly weight of heavy packing. All these advantages of this 
fine container are yours: 





e Stays with TWA across the U.S.A. and to Europe. 
e Fastest ground handling in the business! Only TWA 
eliminates the need for unpacking and repacking 
between domestic and international flights. 
e You pack the container and seal it. 
e Greatly facilitates customs clearance. Ask your freight forwarder, 


e It’s loss-proof, weather-proof, pilfer-proof. CS aes oF Nees 
TWA Air Freight office 


@ On wheels—one man can roll it. for details today 


e Pieces leave and arrive together (this side up, too!). 


e Expedites loading and delivery. 


TWA Jetstream Cargo Express and the Jetstream Pak y WA 


deliver your goods where the business is . . . fast! AIR FREIGHT 


THE ONLY AIRLINE SERVING 70 THRIVING U.S. CITIES AND 23 WORLD CENTERS OVERSEAS 
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You get MORE THAN A MOTOR with General Electric’s Form G... for example... 


Expert Motor Application 














A phone call will bring in a General 
Electric engineer to help your designers 
solve unusual motor applications. You'll 
find him an expert on G-E Form G fhp 
motors and all phases of applying them. 
His years of motor experience and 
knowledge are yours for the asking. 
Your designers will also welcome the 
design freedom Form G motors give 
them—see the cutaway photo for good 
reasons why. 

All your operations gain from pur- 
chases of Form G motors. For instance: 
Your manufactering—Assembly time can 
be reduced. It takes just a few minutes 
to mount a Form G motor on your 
product, only seconds to connect leads. 
Your component inventory—Assurance of 
fast, on-time delivery from General Elec- 


tric means lower inventory requirements 
for your company. 

Your salesmen—Form G’s years-ahead 
design adds “sales appeal” to your prod- 
uct. Your customers know that G-E 
Form G motors are built for long life 
and reliable performance. 

Your product service—Your customers 
can get fast, local service from a nation- 
wide network of G-E Electric Motor 
Service Stations. 

You get these added values at no ex- 
tra cost. So why settle for less? 

Form G fhp motors are available in 
NEMA 48 and 56 frames. For more in- 
formation, call your G-E Sales Engineer 
or write to Section 721-02, General Elec- 


tric Co., Schenectady 5, N. Y 


THESE FORM G MOTOR VERSATILITY FEATURES 
MEAN GREATER DESIGN FREEDOM FOR YOU 


1. MOUNTING VERSATILITY—Both solid and resilent 


cradle bases permit rotation of Form G motors within 


base to meet design and space requirements 


3. FAST VOLTAGE CHANGE —Sliding plotes 
minal boards allow change from 115 to 230 v 


tion (or vice versa) in one-fifth the time 


5. ALL-ANGLE OPERATION—All-angle sleeve bearing 


and positive o retention system allow you to mount 


standard Form G motors in any position 


2. FAST ROTATION CHANGE—Just interchange two 


eads; reverse rotation in seconds. This eliminates 


duplicate stocks for just a change rotation 


4. EASY, DIRECT MOUNTING—Mount Form Gs without 
expensive machining or brackets. Close end shield 


tolerances allow mounting of motor with through-bolts 


6. COMPLETE LINE—Over 850 basic 


thousands of variations—mean there’s a standard 


models—and 


Form G motor for your product’s exact requirements 


Progress /s Our Most /mportant Product 


, GENERAL @@ ELECTRIC 





co 5 near aame 


eeere< Brown Trailer’s short cut to cost-saving 


insulation-urethane foamed with FREON 


Protecting perishable foods for long distar can be ex- 
pensive. But Brown Trailer Division of Clark Equipment 
Co. has chopped costs down to size. ‘‘Urethane blown 
with ‘Freon’ has proved to be an efficient 

terial,’’ claims C. R. DeVane, Research and [ 
Manager at Brown. ‘‘The process results 
50% reduction in heat-conducting ability 
with insulating materials more commonly 
trapped in tiny urethane cells produces a K-fact 

Brown trailers save on maintenar 

urethane bonds tightly to the surrounding n 
ing structural strength, preventing water 


re than a 
compared 
ised. The gas 
yr of .14!"" 
The rigid 
iterial, add- 
penetration, 
For More 
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corrosion and unpleasant odors. If a for 


a hole in the wall, repairs are easy. A 
can be cut to fit closely, then bonded 
ing mixture. 

Try urethanes foamed with Du Pont ‘‘Freon and 
‘‘Fiylene’’ isocyanates in your application. Get full tech- 
nical assistance by writing to: Du Pont Company, ‘‘Freon”’ 
Products Div., N-2420PC, Wilmington 98, Del. 


FREO GUPOND 


Better Things for Better Living... through Chemistry 


ft truck bangs 
< of urethane 
>ly with foam- 





blowing agents 
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FLEXIBLE METAL HOSE ... the practical solution to problems of 
vibration - misalignment - shock - thermal expansion - - limited space 





o 
Flexonics Flexible Connectors eliminate vibration and 
noise on compressors and pumps, minimize bearing wear. Go 


METAL HOSE CAN SAVE YOU MONEY, important money—by prolonging 

the life of your equipment reducing piping installation costs... mini- 

mizing down time-. . . eliminating noise. And for the broadest line of 

metal hose and fittings, the most advanced technical experience... and 

fine quality, depend on Flexonics—the most experienced name in metal 

hose. Your local Flexonics PMS tributor is a Pipe Motion Specialist. 

He carries a complete stock of hos« oand fittings, is equipped to fabricate 

complete assemblies to your specifications. Call him for fast, depend- 

able service. If you prefer, use the coupon for your FREE copy of the PIPE 
Flexonics Metal Hose Design Guide MOTION SPECIALIST 


% J ey) y oS a ¥ ¢ &. Flexonics 


CIiVIisStion OF CALUMET &6 HECLA, INC. 390 East Devon 
390 East Devon Avenue + Bartiett, tilinois Bartlett, Illinois 


Send free copy of 


pi Flexonics Metal Hose 
FLEXIBLE METAL and SYNTHETIC HOSE “J In CANADA Product and Design Guide. Also send 
EXPANSION JOINTS FLEXONICS CORPORATION OF CANADA, LTD , , 
BELLOWS « SPECIAL TUBULAR ASSEMBLIES BRAMPTON, ONTARIO the name of your local distributor. 


For More Facts Write No. 175 on Information Card—Last Page 
SEPTEMBER 11, 1961 





(A) High-impact hard rubber con- 
tainer—built to take rough electric 


truck use and withstand extreme 
temperatures. 


(B) Negative plate group scientifi- 
cally designed to match stepped-up 
capacity of Silconic ‘‘Diamond 2’’ 
positive plates. 


(C) Porous rubber separators main- 
tain their shape—channels in rib 
design carry electrolyte to all plate 
areas. 

(D) Plantainer—high porosity plas- 
tic envelopes give added protection 
to plates yet allow free flow of 
electrolyte. 


(E) Glass tape insulation wraps 


plates horizontally and vertically 
to retain active material and give 


complete insulation. 

(F) Silconic ‘‘Diamond Z’’ positive 
pilates accept charge easily, offer 
up to 25% tonger life. 

(G) Arched bridge allows sediment 
to spread across entire bottom of 


container—helps eliminate shorting 
failures. 


FROM GOULD 
POSITIVE POWER 


Extra strength for tough jobs is yours with 
the positive power of Gould electric truck 
batteries. They’re precision engineered to meet 
the most exacting requirements—provide sure, 
steady power in the hottest plant, or in the 
coldest yard. 


A complete line is stocked nationwide for fast 
delivery, and Gould field engineers are located 
in all parts of the country to assist you in 
battery application and maintenance proced- 
ures. For more information, write or call your 
local Gould representative. Sales offices and 


agents in continental United States and over- 
seas. 


A complete line of charging 
equipment available. 


Ask for free catalog. 


Moe Pons yo ow GOULD 


INDUSTRIAL BATTERY DIVISION 


GOULD-NATIONAL BATTERIES, INC. 


St. Paul 1, Minnesota 
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If you buy sheaves, here’s a sure way of Hubs with Two 
getting increased value—just buy the Golden Screws 
Worthington sheaves with the Two Golden are supplied with 
Screws ... they probably cost no more all Worthington 
than your present ones. sheaves, such as 
The Golden Screw on the left is anex- — thoseshownhere. 
clusive Worthington feature that locks the And you can buy Mult Multi-V Positive Drive 
hub securely on the shaft. It permits tight- the hubs alone or with special adapters for use 
ening the set screw without distorting the with any shaft-mounted part you manufacture. 
hub, And the two-piece hub-and-rim de- For information, call your Worthington Distrib- 
sign makes installation fast and easy. utor in the Yellow Pages. Or write Worthington 
The second Golden Screw is the one at Corporation, Section 79-39, Oil City, Pa. 
the right which is the set screw. See how it 
turns down to lock the key securely in 
place. This prevents potentially dangerous 
key drift. 
How important are the Golden Screws? 
Decide their value in light of the maximum 
ossible damage to equipment or per- 
peer caused ~ a heat . Then iin WORTHINGTON 
ber—you probably pay no more for the 
Golden Screws in a Worthington sheave. PRODUCTS THAT WORK FOR YOUR PROFIT 
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BEARINGS 


Form No. 343 describes and illustrates ball and 
roller bearing parts. Also gives nomenclature of 
standard and precision bearings. Includes ball 
installation, dimensions, loads, alignments, types, 
and functions of self-aligning, nonself-aligning, 
and thrust bearings. 

SKF Industries, Inc. 

Write No. 1 on Information Card—Last Page 


BRASS 


A handbook containing data on composition, 
specifications, and properties of brass. Covers 
wire, rod, and strip. Includes typical applications, 
melting points, and approximate relative machin- 
ability. 

Riverside-Alloy Metal 


Write No. 2 on Information Card—Last Page 


CONTROL VALVES 


Bulletin SRM 709.22 describes diaphragm-actuated 
V5 control valves. Cites application areas, lists 
available accessories, and provides detailed spe- 
cifications. 
Republic Flow Meters Company 
Write No. 3 on Information Card—La-t Page 


DRIVES AND COUPLINGS 


Bulletin No. 70 describes a method for selecting 
dry fluid drives and couplings for most industrial 
applications. The 20-page catalog lists eight stock 
drives and 11 stock couplings for fractional to 
1000 hp requirements, together with installation 
photographs, product pictures, and engineering 
drawings. Has a table of weights, dimensions, and 
prices. 


Dodge Manufacturing Corporation 
Write No. 4 on Information Card—Last Page 


ELECTRICAL CONDUIT 


An eight-page catalog on electrical conduit and 
fittings. Contains graphic and factual information, 
including data on ability to maintain resistance 
to shock, water, acids, alkalies, corrosion, and 
electrolytic action. Also has data on trade prac- 
tices, shipping, and mill locations. 


Brown Company 
Write No. 5 on Information Card—Last Page 


ENGINES 


Bulletin #1151 is a “power digest” of engines. The 
four-page catalog reviews 26 models of six basic 
engines with a choice of six or eight cylinders. 
Six models are for gas operation, while the others 
may be run on diesel fuel, dual-fuel, or gas. In- 
cludes a brief description and specifications of each 
engine. 


White Diesel Engine 
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GAS REGULATORS 


A 40-page catalog on regulators for the accurate 
control of industrial gases in all applications. Pro- 
vides quick-reference charts and an illustrated 
layout in which regulators are classified according 
to use. Also includes information on accessory 
equipment available. 

Air Reduction Sales Company 
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GEAR AND PINION COMBINATIONS 


Catalog No. 3001-C describes one-piece gear and 
pinion combinations. The ten-page bulletin in- 
cludes typical applications, such as appliance 
timers, clock works, business machines, and elec- 
tric shavers. Engineering drawings and _ tables 
show pitch, number of teeth, and pitch diameter. 
Covers over 200 combinations, 


Gries Reproducer Corporation 
Write No. 8 on Information Card—Last Page 


INDUSTRIAL CASTERS 


Form No. 7161 is a quick guide to industrial cast- 
ers. The four-page folder covers 17 series of truck 
casters ranging in load capacity from 125 lbs to 
15,000 lbs each. Includes illustrations and informa- 
tion on special application casters. 
Faultless Caster Corporation 
Write No. 9 on Information Card—Last Page 


LUBRICANTS 


Technical Bulletin No. 423 describes two anti- 
static lubricants. The booklet lists product prop- 
erties, comparative evaluations, and suggested 
methods of application. 
Emery Industries, Inc. 
Write No. 10 on Information Card—Last Page 


LUBRICATION EQUIPMENT 


Catalog 82 illustrates and describes a line of cen- 
tralized lubrication equipment. The 32-page bul- 
letin features automatic, semi-automatic, and 
manual lubrication application equipment. Covers 
high and low pressure lubricant injectors, timing 
and alarm controls, accessories, and filler pumps. 


Lincoln Engineering Company 
Write No. 11 on Information Card—Last Page 


MANIFOLDS 


A comprehensive 12-page catalog describing a 
line of industrial gas manifolds. Includes 21 sta- 
tionary and two portable manifolds. Has illustra- 
tions and dimensional layouts. 


Linde Company 
Write No. 12 on Information Card—Last Page 
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A TU RIVITOR 


on your production line 


means higher production rate.. 


T-J Rivitors and Clinchors are designed, engi- 
neered and manufactured to conform and 
operate efficiently on today’s high-speed pro- 
duction lines. For whatever your product... 
if it demands a fastening assembly procedure 

.a T-J riveting or clinching machine adds 
to its high quality standards by their ability 


. lower unit cost! 


in providing long, rugged service-free life. 

Many standard designs to choose from... 
or a T-J can be custom designed for your exact 
requirements. Write Tomkins-Johnson, 2425 
W. Michigan Ave., Jackson, Mich., today. Ask 
for Rivitor and Clinchor Bulletin No. 646 or 
Clinchor Bulletin No. 555. 


Tt a 


CLINCHORS 


| EXD 2ST -JOHNSON 


JACKSON, MICHIGAN 


RIVITORS CYLINDERS CUTTING TOOLS 
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COUNTERSUNK TOP THREADS MACHINED 
AND BOTTOM FOR TO UNIFORM CLASS 2 MOTORS 
EASY, HIGH-SPEED oes AND CLASS 2B = 00 oat eel 
ASSEMBLY. ‘ ae” TOLERANCES. Bulletin 1000AB describes a 


line of fractional-horsepower, 
explosion-proof ac motors. II- 
lustrates design features and 
lists NEMA frame ss assign- 
ments by horsepowers and 
speeds. Also includes outline 
drawings showing principal 
dimensions. 
Leland Ohio Electric Ce. 
Write No. 13 on Information Card—Last Page 


POTENTIOMETERS 
Brochure Number 7 covers ad- 
justment potentiometers. The 
four-page bulletin summarizes 


% re key information on 20 basic 
NO CUT OFF BURRS aes bie THREADS SQUARE 


models, including resistance, 
scone Vw Vintec)! wile ; WITH FACE OF z b a? : 
EQUIPMENT NUT FOR FULL terminal types, power ratings, 
: PURCHASE AT operating temperatures, di- 
CLEAN, SMOOTH Samat es 

SURFACES. mensions, and prices. Cutaway 
drawings illustrate internal 
construction and point out 

outstanding design features. 


Bourns, Inc. 
CORN E LL Write No. 14 on Information Card—Last Page 


POWER TRANSMISSION 


“Machined from the Sar" BRASS NUTS Bulletin 23103 covers mechan- 
ical power transmission equip- 


REDUCE ASSEMBLY COSTS ment. Describes V-belt, ul- 


tra-V, and FHP drives; timing 


7 belt drives; flat belt pulleys; 
‘ : a 7 and variable-speed drives. 
& ee Wachined from the Gar" brass nuts can save ane peed . aes 
nf you countless production dollars yearly by speeding T, B. Wood’s Sons Co. 
your assembly operations and reducing downtime Write No. 15 on Information Card—Last Page 
“ee . “ee eee to a minimum. These —teapee ~ SILICONE RUBBER 
hex nuts ; 4 handle easily, spin on smoothly, tighten secure Sa = ; 
ag sg sm y Publication CDS-191 is a 
and, once in place, stay in place. : 
guide to the use of room tem- 
perature vulcanizing liquid 
silicone rubber for model re- 
production and plastic tooling. 
The two-color, eight-page 


We are specialists in “Wackined from the Bar" 
brass nuts. This is our only product. Our method 
of manufacture assures that every nut is a preci- 
sion product held to close tolerances and checked 
with go and no-go gauges. This uniformity speeds bulletin is illustrated with 
hand operations and permits trouble-free per- 


f f abl ih : pictures and includes a section 
ormance of portable and hopper-fed, high-speed dealing with special tech- 
nut setters. 


niques. 
Remember, “Wachined from the Gar" brass General Electric 
nuts are available at no extra cost. Standards are Write No. 16 on Information Card—Last Page 
eee “off the shelf”, shipped the same day WORK GLOVES 
e order is received. 
Call, wire or write today: Gene Carroll, Yonkers Bulletin No. 1317-1 describes 
8-94,00. Teletype, Yonkers 4356. re work neg cages 
“es » ing a wide range of uses an 
Remeuter ..« Mackiued, form the Sax materials. The illustrated 
leaflet provides descriptive 
details on 12 types—including 
leather and leather palm in 
various styles, standard and 
reversible terry cloth, and 
double-palm flannel. Lists spe- 
cial features of individual 
MANUFACTURING COMPANY, INC. glove types. 
14 SAW MILL RIVER ROAD, YONKERS, NEW YORK _ Mine Safety Appliances Company 
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at no extra cost! 








NOW AVAILABLE FROM 
A NEW RESIN SYSTEM 


Made from an entirely new Richard 
son resin—-the new “cold” punch 
NEMA XXXPC material has the fol 
lowing exceptional feature 
e@ Good punching over a wide range 
of low temperatures 
e Punching characteristics ir 
ly unchanged after storage 
e@ Good reproducibility 
e Excellent solvent resistance 


e Excellent electrical character 
RICHARDSON HAS TWO COMPLETE 


FABRICATING PLANTS—NEW BRUNS “ T 755 
WICK, N.J., AND MELROSE PARK, ILL INSUROK “4 .. developed 


Call your nearby sales office or write 


for technical Annes ct for Fabricated Parts like these 


copper-clad or unclad) to The Rich 
ardson Company, Dept. 14, 2791 
Lake Street, Metrose Park, | 


RESOURCEFULNESS 


RESEARCH 


RESPONSIBILITY 
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TyniSwitch 


BASIC for 
Purchasing Agents 


Purchasing agents searching for a single 
source for a wide variety of products Here is a precision miniature snap 
ot find the valliiliesc switch available with a wide variety 
ae oe to nnd the ‘ea oo of actuators which will shave space, 
American-Standard Controls Division yet perform dependably hundreds of 


products. This is true of anyone who thousands of times. It makes and 
; i ia breaks positively without bounce! 
must control or indicate the pressure or , 

x ‘ Ratings up to 15 amperes. 
temperature of gases and fluids or 
electrical energy. 

American-Standard 


CONTROLS DIVISION 


Solenoid Valves 


ii, 






You can get detailed information on 
any of these products by writing 
American-Standard Controls Division, 


5900 Trumbull, Detroit 8, Michigan. 


_— 


eh 


Widely used in the appliance and vend- 
ing machine industry, these valves 
have the ability to provide a pre- 
determined liquid flow without regard 
to pressure. Brass, stainless steel or 
nylon bodies. Wide selection of mount- 


ing brackets, line connections and 
electrical specifications. 


Remote Reading 
Thermometers 


|American-Standard 


CONTROLS DIVISION 


There are practically no limits as to 
the specialized applications for Roches- 
ter thermometers. This remote reading 
thermometer is hermetically sealed, 
can be externally recalibrated, is 
available in a wide variety of ranges 


and capillary tube lengths. 
CONTROLS DIVISION 


|American-Standard 


CONTROLS DIVISION 


D. T. Williams Valves 


D. T. Williams value valves are bronze 
for superior corrosion resistance. For 
many years they have been called 
“‘Guardians of the Pipelines’’; available 
in gate, globe, hose, angle, check and 
quick-opening models, with a variety 
of seat types and materials. 


|American-Standard 


Pressure Gauges 


< 2000 3000 


*) 


“ 


Rochester pressure gauges have a 
multi-wound helical coil and are un- 
matched for extensive cycling and 
continued accuracy under extreme 
conditions. Friction and hysteresis is 
below readable limits. Available in 
2”, 3” and 5” dials. Ranges to 10,000 psi. 


Sa 


CONTROLS DIVISION 





AMERICAN -Standard 


CONTROLS DIVISION 
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Rochester bimetal industrial dial 
thermometers provide extreme ac- 
curacy, are hermetically sealed and 
can be externally calibrated. Available 
in standard dial sizes from 1” to 5”, 
and with scale ranges from minus 
150°F to 1000°F. 


ASCD makes a wide variety of heavy’ 
duty controls for either pressure or 
temperature applications. They are 
extraordinarily rugged, can be designed 
to meet almost any condition. 


American-Standard 


CONTROLS DIVISION 





Amenican-Standard 


CONTROLS DIVISION 








"WITH LUBRIPLATE 
LUBRICANTS —NO 
BEARING LOS¢ FoR 
AN ENTIRE SEACON” 


so states a well-known manufacturer 








of Cotton Gin and Oil Mill Machinery y 





“We have gone to great expense 

in checking lubricating greases 
out in the field and find the best to be 
LUBRIPLATE. Over a season’s test we 
found that out of all the greases tried 
LUBRIPLATE was the only one that did 
stand up under all operating conditions 
throughout a season’s run without loss 
of a single bearing.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS 


LUBRIPLATE is available 4 j 
in grease and fluid densi- 

ties for every purpose ... WBRIPLATE) 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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Letters To 


The Editor 





AN OPEN 
Dear Sir: 


INVITATION 


I would be very interested in 
hearing from companies who are 
practicing “centralized purchas- 
ing in decentralized organiza- 
tions.” I am specifically interested 
in relationships of the centralized 
buying department to the plant 
organizations, methods of procure- 
ment used, establishment of rec- 
ords, and methods of computing 
and reporting savings resulting 
from centralized procurement. 

Kenneth A. Charon 

Corporate Buying 
Department 

IBM Corporation 

Poughkeepsie, New York 


COMMENT ON INFORM-A-SHOW 
Dear Sir: 

I read with interest Paul Far- 
rell’s editorial in the July 3 issue 
of PuRCHASING Magazine (pg. 39 
“Inform or Entertain”) regarding 
the N.A.P.A. Inform-A-Show. 

While I could not agree more 
with the basic reason for criticism, 
such statements as “before the 
indifference of a few makes a grim 
joke of the whole show” and “now 
they should get behind efforts to 
put some vigor into the Inform- 
A-Show” lead me to believe he is 
looking at only one side of the 
coin or reads both sides the same. 

Actually, N.A.P.A. executives 
have been concerned with the 
quality of the show for a long 
time, but only recently have start- 
ed to take action for steady im- 
provement. With the formation of 
the Permanent Convention Com- 
mittee, this became one of their 
major projects and recommenda- 
tions for further study were put 
into the mill promptly. 

Not until a means was provided 
for financing additional help at 
headquarters office of N.A.P.A. 
were we in a position to take posi- 
tive action on a major scale. I 
can assure you, something is be- 
ing done and further considera- 
tion for forward planning is one 
of the projects being considered 
by the Organization Planning 


Committee right now. 

I sincerely appreciate the sig- 
nificance of the editorial remarks 
and hope they stir up members 
to come forward with ideas of 
their own, but I didn’t want to 
leave you or the members be- 
lieving that N.A.P.A. was doing 
nothing to correct the situation. 
I don’t believe it would serve any 
purpose in making statements of 
what we are going to do until 
some of the current thinking has 
been molded into a solid program 
for improvement. 

I trust that you will keep right 
on publishing constructive criti- 
cism and ideas furnished you from 
others. This keeps every one on 
the move and with enough move- 
ment, good ideas are bound to 
develop. 

Russell T. Stark 


President, N.A.P.A. 


LIKED HEINRITZ’ ARTICLE 


Dear Sir: 

I read with great interest the 
Stuart Heinritz article on Japan 
entitled “How Japanese Industry 
Buys.” I especially enjoyed read- 
ing the article because it explains 
the situation in words I could 
never say nor explain to people 
with whom I deal. 

Our firm has offices in Tokyo 
and Osaka through which we im- 
port and export merchandise on a 
bi-lateral basis with the United 
States. Our specialty in foreign 
trade is: Selling a program to 
manufacturing facilities through- 
out the Western states on having 
principal parts manufactured in 
Japan. Especially parts which 
have become prohibitive to make 
here, due to increasing costs of 
labor. 

Your article “hits the nail on 
the head”, so to speak, on our 
efforts to sell Japan to our clients. 
It certainly fills an informational 
vacuum on Japanese industry, so 
long needed in this country. 

Thank you for a most inform- 
ative and enjoyable article. 

George Y. Sumino 
A.S.L. Associates 
Portland, Oregon 
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TONS TO MOVE...SCHEDULES TO BEAT...BEARINGS MUST ROLL! 


When the push is on, plant equipment must move at top speed. maintenance to an absolute minimum. What’s more, the built- 
There’s no time for machinery to act up, require excessive in durability of Bower bearings helps keep machinery oper- 
maintenance. That’s why industry after industry relies on the ating at peak efficiency, even under the most rugged condi- 
bearing performance they’ve learned they can take for granted _ tions. For your bearing requirements—for new equipment or 
-Bower Roller Bearings for the heavy industrial machinery for replacement —choose from Bower's complete line of 
they make or operate. Bower-developed design advantages _ tapered, cylindrical or journal roller bearings. Bower Roller 
plus painstaking precision control reduce bearing failure and Bearing Division, Detroit 14, Michigan. 


| tapered DIVISION OF 
— cylindrical FEDERAL-MOGUL-BOWER 


ROLLER BEARINGS sane BEARINGS, INC. 











IMPROVED DESIGN INSURES TOP ROLLER BEARING PERFORMANCE 
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Carbon building up in your compressors? Here’s why one 
of the many Sun Solnus oils can be your answer. The valve on the 
left is from a three-stage Norwalk horizontal-type compressor 
after 3,000 hours operation with a well-known high grade oil. At 


the right is the same valve after being torn down and examined 
after a 3,000 hour run with a Sun Solnus oil. Note the difference 
in carbon deposits! Solnus oils form very little carbon . . . and what 
does form is so soft and fluffy it can be blown away. 


somewhere in your plant... 


A SUNOCO PRODUGT CAN 


STOP TROUBLE, GUT COST! 


The reason is as simple as this. There are over 400 
Sunoco petroleum products for industry. Each has 
the properties needed to do its job right. Each is 
job-fitted by men who know what they are doing. 
And each is backed by the service you have a right 
to expect. The examples on these pages will give 


you an idea of what we mean by Sunoco quality 
° ... and how quickly that quality can pay off in 
(Quality is your applications. Call your Sunoco representative 


THE BEST ECONOMY OF ALL 


today for a hand on any problem with any 


petroleum product you are using. Or write to: 


SUN OIL COMPANY, PHILADELPHIA 3, PA., DEPT. PG-9 
In Canada: Sun Oil Company Limited, Toronto and Montreal 
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Hydraulic oils chewing up your O-rings, packings? The 
O-ring on the left was soaked in a Sun Solnus oil for 70 hours at 
300F and is still as pliable as when new. The O-ring at the right 
was soaked in another hydraulic oil for equal time. It snapped 


Slip-stick table motion ruining fine work pieces? These are 
magnified oscillogram patterns of slip-stick table motion. The 
jagged pattern on the left resulted when regular way oil was used 
on the ways; the straight line on the right, when Sunoco Way 


. il Bee ee ae F ee 
Hydraulic li 

cleaned out in no time when a Sunvis 700 hydraulic oil was used 
in the system! These oils are especially made to keep contami- 
nants in suspension, flush them away to the filters while trans- 


“ ose 
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nes gunked up? The fouled up line at the left was 


ag e Sse Sade * ro * Pie a 
like a match stick when flexed, for many hydraulic oils extract 
plasticizers from seals turning them brittle, creating leakage, 
replacement problems. Besides keeping rings flexible, Solnus oil 
restores pliability to unbroken rings already in service. 


Lubricant was used under identical operating conditions. Here is 
graphic evidence of how effectively you can stop slip-stick table 
motion, protect the ways, get better surface finishes, and cut 
production losses with job-fitted Sunoco Way Lubricant. 


= an Ts . a a 


mitting power. They are so effective that a single charge of a 
Sunvis 700 oil can keep even a continuously contaminated system 
running smoothly for months, often years. Check your Sunoco 
representative for a job-fitted Sunvis oil for your systems. 
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FORMBRITE 


SUPERFINE-GRAIN DRAWING BRASS 


smooth 
and easy 
on the draw! 


Formbrite...an exclusive Anacond 


product, is springier, harder, more 
scratch resistant . .. provides better fin- 
ish before and after forming... than 
the usual drawing brasses in the same 
standard tempers. It has remarkable 
ductility for forming and drawing— even 
such deep-drawn products as pen barrels. 
Yet it costs no more than ordinary 

ing brass, despite its superiority. 

When you buy or specify Anac 
American Brass, you can choose 
nearly 300 different alloys . . . the s 
est range of sizes, shapes, tempers : 
characteristics in Copper and Copper 
Metals. Contact your Anaconda repre- 
sentative or write: Anaconda American 
Brass Company, Waterbury 20, Co 
In Canada: Anaconda American Brass 
Ltd., New Toronto, Ontario. 


FORMBRITE 


a product of 


ANACONDA 


AMERICAN BRASS COMPANY 
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SPECIFY DEPENDABLE Ever call for gaskets, diaphragms, condenser seals , valves 


_ or similar parts? You can be sure of peak performance 
DU PONT FAIRPRENE and maximum service if they're fabricated with Du Pont 
‘‘Fairprene’’*. ‘‘Fairprene’’ resists acids, gas solvents, 
temperature extremes and other hazards of operation. 
Du Pont research and quality control assure you that 
parts made with this basic material are long-lasting .. . 
economical... save replacement costs .. . reduce down- 
time. So play it safe . . . specify Du Pont ‘‘Fairprene’’ and 
know you've made the right choice. 


**Fairprene’’ is Du Pont's reg. trademark for its coated fabrics, sheet stocks and cements. 


RE6_u.s. pat OFF 


air-regulator diaphragm fuel-transfer control bearing seal molded jacket carburetor diaphragm 
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Purchasing People In The News 





L. A. Barkley has been appoint- 
ed purchasing agent of Bruns- 
wick Corporation’s Messler Street 
Plant in Muskegon, Mich. Asso- 
ciated with Chrysler Corporation 
for the past twelve years, Mr. 


whe 


L. A. Barkley 


Barkley 
agent for 
since 1957. 

He was born in Detroit and 
attended Detroit schools, includ- 
ing the University of Detroit and 
Wayne State University. Mr. 
Barkley now resides in Farming- 


ton, Mich. 


has been purchasing 
the engine division 


The Appleton Electric Com- 
pany, Chicago, Ill. has announced 
the promotion of Robert G. Ehret 
from the position of purchasing 
agent to that of director of pur- 
chases. He joined Appleton in 
January 1957 as assistant pur- 
chasing agent. In November 1959, 
he was promoted to purchasing 
agent. 

Mr. Ehret will be responsible 
for purchases at the main plant 
in Chicago, as well as the Foundry 
at South Milwaukee, Wisc. 

He attended Northwestern Uni- 
versity Evening School, and lives 
in Wheeling, II. 


The Berger Steel Company, Inc., 
Lafayette, Ind. has announced 
the election of Thomas J. Lang 
to the office of vice president in 
charge of production. He has 
been purchasing agent of the com- 
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pany for five years. 

Mr. Lang is a native of Elk- 
hart, Ind. and attended Indiana 
University. He is President of the 
Greater Lafayette Association of 
Purchasing Agents. 


Joseph A. Santangelo was re- 
cently promoted to the newly 
position of purchasing 
agent for the Eugene Kardon En- 
terprises, Philadelphia, Pa. He 
will be in charge of the cen- 
tralized purchasing department. 
Mr. Santangelo joined United 
Container Company in early 1960 
as purchasing agent following sev- 
eral years of purchasing experi- 
ence, the last four of which were 
with Continental-Diamond Fibre 
Company in Norristown, Pa. 


created 


Esso International Inc., inter- 
national marketing affiliate of 
Standard Oil Company (New 
Jersey), has announced an ex- 
pansion of operations of its pur- 
chasing department. It will now 
be responsible for all materials 
purchased within the United 
States and overseas for export to 
foreign affiliates of Jersey Stand- 
ard. In addition it will make all 
purchases for all offices of Jersey 
Standard and its affiliates in the 
New York area. 

Mr. Frank Rowley, a vice pres- 
ident of the company and gen- 
eral manager of the purchasing 
department, will continue to serv- 
ice in both Capacities. Mr. B. A. 
Warren, formerly general mana- 
ger of the purchasing department 
of Esso Standard, Eastern Re- 
Humble Oil & Refining 
Company, has been appointed as- 
sistant general manager. 


gion, 


Mr. Sol Elson, former chief 
counsel for the Stock Pile Branch, 
Defense Materials Service, GSA, 
was recently appointed director of 
the Small Business Administra- 
tion’s procurement and technical 
assistance liaison activities with 
Government purchasing agencies. 
He will work with key Govern- 
ment officials to increase small 


firms’ participation in Govern- 
ment purchasing and property 
disposal opportunities. 

Mr. Elson was born in St. 
Louis, Mo., and is a graduate of 
Washington University. He is a 
member of the St. Louis and Mis- 
souri Bar Associations, American 
and Federal Bar Associations and 
the American Judicature Society. 


I. J. Adams has been named 
supervisor of purchasing for Gulf 
Oil’s Eastern Region of Domestic 
Marketing, Philadelphia, Pa. His 
service with Gulf began in 1934 
and prior to his present assign- 
ment he was director of purchas- 
ing for Gulf’s Philadelphia Re- 
finery. 


A native of Oakdale, La., Mr. 


1. J. Adams 


Adams attended Northwest State 
College. He is a member of the 
Purchasing Agents Association 
of Philadelphia and the New 
York Petroleum Industry Buyers 
Group. 


Mr. Donald A. Aleckson has 
been named purchasing agent for 
General Magnetics, Inc., Min- 
neapolis, Minn. A resident of Cir- 
cle Pile, Minn., Mr. Aleckson was 
formerly assistant purchasing 
agent for Dahlberg Co. of Min- 


neapolis. 





SEE PAGE 200 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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~ Most Complete Line 


Here is a single complete source for all fitting and 
flange requirements. Each of the basic types (shown 
above) is available from stock in a wide choice of 
diameters, wall thicknesses and metals. From this 
unlimited fund of seamless and welded fittings and 
forged flanges, you'll find exactly what you need. 


Midwest also maintains facilities for the production of 
special fittings and flanges in any configuration, size, 
wall thickness and metal. 


Stock fittings are carried by distributors from coast 
to coast. Contact your local distributor for all your 
fitting and flange requirements. 


iD 


ES 


A Division of Crane Co. «+ 1450 South Second St. + St. Louis 4, Missouri fo t > 1] Nl G 
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Electrical Protection 
goes MODERN 
with BUSS Fuses... 


in Al-Hlectric Sch 


Electricity heats, lights, pumps water, 
cooks and operates all motor driven 
equipment in the West Utica and the 
Ewell Elementary Schools. No other 
utility service is used except the telephone. 


The complete use of electrical energy 
puts special emphasis on the need to use 
the safest, most modern protective de- 
vices throughout the electrical system. 


In each school, the main switchboard 
is protected by 3—1600 ampere BUSS 
Hi-Cap fuses having an interrupting 
rating of 200,000 amps. rms symmetrical. 
Thus, safe interruption of fault currents 
now available is assured,—and the fuses 
are adequately safe to allow for future 
system growth. 


Utica Michigan 


If a high fault current should occur, 
the fast opening characteristics of BUSS 
Hi-Cap fuses further protect the circuits 
and equipment against damage by re- 
stricting let-thru fault currents to safe 
value. 

Feeder and branch circuit protection 

To provide the safest short-circuit and 
overload protection...and to prevent 
needless outages,—FUSETRON dual- 
element fuses are used in the feeders and 
branch circuits of these schools. 


For modern, all-purpose protection of 
circuits up to 600 amps., FUSETRON 
fuses cannot be equalled. They have 
100,000 amp. interrupting capacity,— 
and sufficient time-lag to hold harmless 
overloads. 


For more information on 


FUSETRON dual-element fuses 
... write for bulletin FIS 


BUSS Hi-Cap fuses 
... write for bulletin HCS 


BUSSMANN MFG. DIVISION, McGraw-Edisor Co. St. Louis 7, Mo. 
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EWELL ELEMENTARY SCHOOL 


Architects— 
SMITH & SMITH /ASSOCIATES 
Roya ak. Michiga 

Consulting Engineers— 
B.A. KING & ASSOCIATES, INC. 


Electrical Contractors— 
SCHEPER’S ELECTRIC CO 
General Contractors— 
Ewell Elementary School 
GILBERT & KERNER 
Utica, Michigan 
West Utica School 
CHISSUS CONSTRUCTION CO, 
Birr ham. Mict 


B 5] igan 


Switchboards protected 
by BUSS Hi-Cap and 
FUSETRON dual-element fuses. 


fy wy" \\ ; * 
WEST UTICA SCHOOL “CTR lel. 
wih 54 
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PWERSATILITY... 4 
That's the Beauty of § St 


\ 


COLUMBIUM-TREATED CARBON STEEL 


CUTS DEAD WEIGHT 10% IN NEW 


+ 


Bringing important new economies to rail shipment of automobiles, this new tri-level auto 
carrier holds twelve standard cars or mixed loads of 14 standards and compacts. Capacity is 
increased up to 75%. A unique system of hydraulically positioning the vehicles on three levels 
gives a clearance of only 16 feet 8 inches, permits use in areas formerly limited to bi-level unit 
operation because of clearance requirements. @ Key feature of the Multi-Car Carrier is the 
movable decks on which the cars ride. Made of GLX-W columbium-treated steel, the decks are 
raised and lowered by built-in hydraulic lifts, actuated by a portable power unit. Here light 
weight was essential, in order to reduce the operating power requirements. Yet great strength 
was necessary, too, to support the payload. Finally, design of the decks called for eight bends 
in each section. So formability was also a must. « GLX-W met and exceeded all these require- 
ments. It gives 50-100% greater strength than mild carbon steel, so builder Whitehead and 
Kales could get the required strength with less weight. Deck operating units need less power, 


Great Lakes Steel is a Division of 
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Multi-Car Carrier built by Whitehead and Kales for Multi-Car Corporation, Detroit, Michigan 


~TRI-LEVEL AUTO CARRIER 


and total weight is reduced approximately 5,000 pounds or 10%. Production 
is more economical, too, because the ductility and formability of GLX-W 
permits four of the bends in the deck to be performed in one press operation. © 
The GLX-W series of high-strength steels consists of fine-grained, semi-killed 
mild carbon steels, treated with varying amounts of columbium. The high 
strength of GLX-W permits designers to reduce the amount of steel and effect 
considerable cost savings when replacing mild carbon steel. GLX-W steels have 
a low carbon content and are readily weldable and formable. GLX-W steels 
are available at four minimum yield strength levels: 45,000, 50,000, 55,000 and A PRODUCT OF 


60,000 p.s.i. and in sheets, plates and bars. For complete technical information, G Q E AT LA KE S ST FE L 
write Great Lakes Steel Corporation, Product Development, Dept. PM-9, 
P. O. Box 7310, Detroit 2, Michigan. Detroit 2, Michigan 


NATIONAL STEEL CORPORATION 
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RIEGELEASE 


Torta el-1-1 [ale fm ele] elie: 
for , 
Site 4I-t mmole lath 7-1: 


That slick paper you peel from pressure- 
sensitive labels, tapes, and other “peel 
and stick” products is a most unusual 
paper. Choosing a paper that'll keep the 
stick sticky and still peel easily requires 
careful study. Both the adhesive and the 
paper have technical and chemical vari- 
ables, and processors using high cost ma 
terials can’t afford to take chances with 
unproved release paper. 

For over 15 years, users of pressure sen 
sitive adhesives have found the best an- 
swers at Riegel. We have many releasing 
papers... not only for adhesives, but also 
for casting films and foams, container 
liners, and various interleaving jobs . . . 
typical of our 600 papers now serving 
industry in products, in production, in 
packaging. 
The most universal releasing papers are 
named “Riegelease.”” Our technical data 
folder is your best place to start. Write 
for it today. 


w= SEND FOR SAMPLES un = 
Riegel Paper Corporation 
P.O. Box 250, New York 16, N. Y. 


Please send samples and data on 


RIEGELEASE to: 
Mr. 

Co. 

Address 
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FOB-=“tilosofy of buying” 





ry 
I OPPING our list of appropri- 
ate names for this quarter is Mr. 
Joseph Price, who heads purchas- 
ing for the American Pulley Com- 
pany. 

s e 


H ERE’S AN IDEA for some- 
one to take up (or we'll even 
push it ourselves if many people 
indicate an  interest)—specially 
composed chapter songs for local 
N.A.P.A. associations to be sung 
at national conventions. We picked 
up the idea from the Bulletin of 
the American Institute of Bank- 
ing, which carried a collection of 
chapter and district lyrics on its 
covers recently. 
Here are a couple of samples: 
WATERBURY 
(Tune: Cheer for Old Notre 
Dame) 
Cheer, Cheer for all A.B. 
We are the group from Water- 
bury. 
We would like to say Hello, 
This gang of ours is ready to go. 
Although we’re not on our 
home ground, 
We sure are planning to get 
around. 
Watch our steam while we all 


scream 


For dear old A.I.B. 


The spirit even extends to the 
districts, as witness this one for 
District Two, to the tune of The 
Marine Hymm: 

From the Mohawk to the Dela- 

ware, 

From the ocean to the Fails. 

We will always work for A.LB. 

Wherever duty calls. 

Education, forums, seminars, , 

One for all and all for you. 

We are proud to serve the Insti- 

tute 

As the chapters of District Two. 

Surely purchasing agents are 
as lively and tuneful as bankers. 
Let’s see some lyrics! 


N EXT TIME you get a little 
impatient at what you consider 
the stubborness or indifference of 
people in other departments, stop 
and try to see things from their 
point of view. You may realize 
that you haven’t kept them in- 
formed on how purchasing op- 
erates and why it must do things 
in certain ways. 

A New Jersey P.A. who asked 


“We're notifying the unsuccessful bidders.” 
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a group of company foremen to 

list questions they had about pur- 

chasing had these eye-openers 
thrown back at him: 

(1) Why does it take so long to 
get material delivered? 

(2) Why do we bother getting 
quotations on items that don’t 
cost much? 

Why don’t we place more 
orders with local companies 
since they can make quicker 
deliveries? 
Why do we have to bother 
filling out receiving tickets? 
What’s the difference be- 
tween “routine”, “expedite”, 
and “emergency” orders? 
Can we get a copy of the 
purchase order so that we 
will know when the order 
was placed? 
How long after an order is 
placed does it take for de- 
livery? 
Why can’t foremen fill out 
a requisition instead of turn- 
ing in a requisition memo 
to the stock clerk? 

2 & 


- 
DP us BUSINESS of being a 
specialty supplier isn’t a matter 
of dreaming up a new product or 
process and then just relaxing 
and watching the orders pile in. 
No sir. It takes constant training 
and education, and a farsighted 
imagination to stay out in front 
in the competitive world. 

Take the case of New York 
City’s only espresso coffee ma- 
chine repairman—or should we 
say engineer. According to the 
local papers he’s leaving for Italy 
shortly for a postgraduate course 
in espresso coffee machine tech- 
nology. Seems the machines are 
getting more and more com- 


plicated as they get more and ° 


more popular here. So he wants 
to keep up on latest developments 
so that he can better satisfy the 
needs of the American public. 

This thing can go on and on. 
It wouldn’t be surprising to see 
plumbers, TV technicians, wash- 
ing machine specialists, and other 
benefactors of the American 
home jetting off to the great edu- 
cational center of Europe for 
more advanced work in their 
fields. And at their rates, why 
not? 
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We offer more than 1000 different 
wire cloths, with varying mesh, 
NEWARK wire diameter, metal and weave 
-..all with some fifty years ex- 
WIRE perience in back of our modern 
manufacturing methods. 
CLOTH In short, Newark is a reliable 
source of supply for your wire 
cloth requirements. 


NEWARK 
TESTING 
SIEVES 


Send for 
our new 
Bulletin F-S-61 
with the 
new 1961 
sieve standards... 


New testing sieve standards have been set by 
ASTM, NBS and ASA...and are in the planning 
stage for world-wide adoption. All of the specifi- 
cation data in our new bulletin, just off the 
press, conform to these new standards. This bul- 
letin will be a good one to have in your file any- 
way, but if you are in the market now for sieves 
and/or sieve shaker, you can get all the infor- 
mation you need for ordering. 


ire Gloth 


COMPANY 


351 Verona Avenue ¢ Newark 4, New Jersey 
Teletype: NK607 . Tel.: HUmboldt 3-7700 
Representatives in all principal industrial areas ~ 
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Custom Quali 


OHIO , COLD DRAWN 


features improved physicals, 
closer tolerances, better finish 
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Arrows indicate approximate center of weld line. After 
normalizing, cold drawing and annealing, the weld 
area cannot be detected even when the polished and 
acid-etched surface is magnified 100 diameters. This 
perfect microstructure makes Ohio Drawn-Welded, in 
every sense, weldiess — an ideal tubing for critical 
mechanical and pressure applications. In addition to 
cold drawing, a severe test in itself, non-destructive 
tests such as air, water, magnetic and eddy current, 
insure 100% acceptability. 











WELDED STEEL TUBING 


Now Available in Larger Sizes... 
Heavier Wall Thicknesses 


NEWS ITEM: 


Ohio Seamless is now cold drawing quality electric resistance welded steel tubing up 
to 7% inches with wall thicknesses to .344. Ohio Custom Made Drawn-Welded Tub- 
ing is here now — in greater range of sizes, wall thicknesses, finishes than ever before. 


TECHNICAL ITEM: 


Controlled normalizing assures desired microstructure... Precision cold drawing 


imparts special physical properties, assures uniform wall thickness, delivers closer 
dimensional tolerances and superior surface finish. 


ACTION ITEM: 


This all adds up to a new major-source capability that can help you design with new 
freedom, manufacture at lower costs. Mark your orders: Ohio Custom Made Tubing. 
Either welded or seamless, it’s your best buy whenever tubing is the best shape. 


OHIO SEAMLESS TUBE 


Division of Copperweld Steel Company - SHELBY, OHIO 
Seamless and Electric Resistance Welded Stee/ Tubing * Fabricating and Forging 
Representatives in principal cities. Check leading directories: 
THOMAS’, MacRAE’S, CONOVER-MAST, SWEET’S, FRASER’S. 
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your GAYLORD man is 


a corrugated connoisseur 


He has the knowledge and experience 
to give you sound advice about 

the type of corrugated or solid 

fibre board that bests suits your 
packaging situation. 

He probably can suggest several 
ready-made answers to the 

container question foremost in your 
mind right now. After you make 


your choice, Gaylord tailors your box 
from a practically unlimited 


range of board. 
Stop wondering if your packaging 


is practical. Call your nearby Gaylord 
Man now and find out! 





GS CROWN ZELLERBACH CORPORATION cata tear 
GAYLORD CONTAINER DIVISION HEADQUARTERS. ST. LOUIS 


PLANTS COAST TO COAST 
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is safe from corrosion 
...can’t cause explosion ! 


The air motors that power Ingersoll-Rand AIR hoists are unaffected by fumes, 
vapors or moisture. Dust and dirt cannot get in to cause premature wear or cor- 
rosion and interfere with the hoist’s operation. And... because the motor is oper- 


ated by air, not electricity, there can be no sparks which could set off a damaging, 
even lethal, explosion. 


Maintenance of Ingersoll-Rand hoists is unbelievably low—electrical contacts, 


switches and windings cannot cause trouble because these hoists are powered 
by air! 


PROTECTS LIVES, LOADS, PRECISE FINGER-TIP CONTROL, 
PROPERTY... INFINITELY VARIABLE SPEEDS... 


Loads can’t “run away” even if air supply should fail, Simple, foolproof, air throttle permits “stepless” 


speed control of loads. 
Over 110 different sizes of Ingersoll- 
Rand AIR hoists (capacities from 200 11 Broadway, New York 4, N. Y. 


to 24,000 Ibs.) are available to solve ‘ 
your lifting problems. For details, or l —_ ad ine Planned Annual Retooling 


a demonstration, call your nearby increases output per man 
Ingersoll-Rand representative. 
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YOU'RE LIGHT YEARS AHEAD 
WITH WESTINGHOUSE 
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NEW DESIGN 
IVES 25% MORE LIGHT. 


NEW WESTINGHOUSE “LIFEGUARD? MERCURY LAMPS... 


Give you the most light per dollar . . . because a new 
Westinghouse electrode virtually eliminates arc-tube 
blackening . . . major cause of mercury lamp deteri- 
oration! As a result, new Lifeguard lamps are rated 
at a full 12,000 hours economical service life, and 


give up to 25% more light throughout their 70% 
longer life. 


Lifeguard lamps (available in 100 to 1000 watts) are 
made of Weather Duty’ hard glass for extra depend- 
able service indoors, or out. They will not crack or 
craze when exposed to rain, sleet, snow, thermal 
shock, or corrosive industrial gases. 


The Lifeguard lamp is just one of the many types of 


Westinghouse lamps designed to save you money. 
Take advantage of the Westinghouse Lighting Cost 
Reduction Plan and cut your lighting costs in one or 
more of the following ways: (1) Reduced cost of lamp 
purchases; (2) Reduced lamp replacement labor 
costs; (3) Increased lighting level for the same or 
lower power costs; (4) More efficient use of power. 
For complete information, call your Westinghouse 
Lamp Agent... or your nearest Westinghouse Sales 
Office. You can be sure... if it’s Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westingnouse electric Corporation, Bloomfield 2, NI. 
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Sept. 11-15. Instrument Society 
of America: 16th Annual 
Meeting, Fall Conference 
& Exhibition, Los Angeles, 
Calif. 


Sept. 12-14. Plant Engineering 
& Maintenance: 3rd South- 
eastern Show, Greensboro 
Memorial Coliseum, Greens- 
boro, N. C. 


Sept. 14-15. American Society 
of Mechanical Engineers 
and American Institute of 
Electrical Engineers: Engi- 
neering Management Con- 
ference, Hotel Roosevelt, 
New York, N.Y. 


Sept. 18-20. Standards Engi- 
neers Society: Tenth An- 
nual Meeting, Hotel Sher- 
man, Chicago, IIl. 


Sept. 21-22. Missouri Valley 
Electric Association: Pur- 
chasing & Stores Commit- 
tee, Sheraton Jefferson 
Hotel, St. Louis, Mo. 


Sept. 25-26. Steel Founders’ So- 
ciety of America: Fall 
Meeting, The Homestead, 
Hot Springs, Va. 


Sept. 25-28. American Welding 
Society: Fall Meeting, Adol- 
phus Hotel, Dallas, Texas. 


Sept. 26-28. Institute of Sanita- 
tion Management: Sanita- 
tion Maintenance Show, 
Hotel Sheraton, Philadel- 
phia, Pa. 


Sept. 27-28. American Die Cast- 
ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 
Chicago, Ill. 


Sept. 28-29. American Produc- 
tion and Inventory Control 
Society: 4th Annual Nation- 
al Conference & Technical 
Exhibit, Pick Congress 
Hotel, Chicago, Ill. 


Oct. 2-6. National Hardware 
Show, McCormick Place, 
Chicago, IIl. 

Oct. 5-6. American Foundry- 
men’s Society, 9th Ohio 
Regional Foundry Confer- 
ence, Netherland Hilton 


Hotel, Cincinnati, Ohio. 


Oct. 9-11. National Electronics 
Conference, International 
Amphitheatre, Chicago, IIl. 


Oct. 10-12. American Standards 
Association: 12th National 
Conference on Standards, 
Rice Hotel, Houston, Tex. 


Oct. 13-14. Dayton Purchasing 
Agents Association and the 
University of Dayton: Pro- 
curement Conference, Pat- 
terson Memorial Center, 
1815 Brown St., Dayton, 
Ohio. 


Oct. 18-20. Purchasing Agents 
Association of Tulsa and 
University of Tulsa: Fourth 
Petroleum Industry Pur- 
chasing Management Semi- 
inar, Western Hills Lodge, 
Tulsa, Okla. 


Oct. 19-20. American Foundry- 
men’s Society, Michigan 
Regional Foundry Confer- 
ence, Michigan State Uni- 
versity, East Lansing, Mich. 


Oct. 23-27. National Business 
Show: Coliseum, New York 
City. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 
Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, N. Y | 


Please give title and company affiliation in all correspondence. Notify us promptly 
of any change of address. Be sure to give old as well as new address; inc!ude 


postal zone number, and new company name and title. Enclose address label from 
a recent issue, if possible. Since mailing labels are addressed in advance, please 
allow 5 weeks for change to become effective. 





Sepremser 11, 1961 





- 


INDUCTION - CONSUMABLE - LEADED 


4. 





PETERSON 
STEELS, INC. 


Union, N. J. * Wethersfield, Conn. 


Detroit, Mich. * Melrose Park, Ill. 
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Performance proves it, year after year—you can 
count on Powell Valves to help you solve the toughest 
flow control problems of handling water, oil, gas, 
steam, air or corrosive fluids 

This truly dependable performance results from 
many things—among them Powe engineering 
know-how, accumulated during 115 years of valve 
manufacturing . . . and skillful use of the widest 


150-pound Bronze Gate Valve— 


Fig. 2714, Union bonnet. Inside 
Screw rising stem. Sizes, %" 
through 3° with solid wedge; 
¥4” through 3” with split wedge. 


See our catalog in Sweet’s 


selection of quality materials—bronze, iron, steel 


and alloys. 


Then, too, you can count on getting the Powell 
Valve you need, when you need it. That's because 
Powell maintains a network of distributors backed 
up by factory inventories, warehoused “ready to go.” 

Get the full story from your nearby Powell Valve 
Distributor, or write us direct. 


150-pound Bronze Globe Valves 
—Fig. 150. Union bonnet. 
Renewable composition disc. 
Sizes, 4%” through 3”. Angle 
and flanged end valves can be 
supplied. 


DEPENDABLE 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO Soo 
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150-pound Bronze Gate Valve — 
Fig. 1414G. Bolted, flanged yoke- 
bonnet. Outside screw rising stem. 
Solid wedge. Sizes, 2” through 12”, 
Screwed end valves can be fur- 
nished. 
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Purchasing Pointers 


VALUE ANALYSIS SLEEPERS—All the fattest value analysis targets are not 
among your "problem" items according to the supervisor of a 
large and outstanding VA program. "We developed some of our best 
projects on some of our oldest products," he says. "These were 
things we had been making so long everyone was sure all extra 
ccest had been engineered out of ther. But wher we took another 
look, and kept looking, we found there was still room for inm- 
provement. You can't take anything for granted in VA." 


VISITORS IN BATCHES—Companies who find it difficult or impractical to 
show supplier salesmen through the plant individually might 
arrange group visits at specified times. Purchasing could 
arrange for the group to go through the plant, meet with certain 
plant personnel, then have lunch in the plant restaurant. The 
affair would give supplier representatives a chance to see 
where and how their products are used, ard meet key people. 


CHRISTMAS TIME IS COMING—The business-gift season has already begun as 
ads extolling various products as most acceptable by customers 
appear in the sales press (and even part of the purchasing 
press.) If you've been planning to issue some sort of a statement 
on the problem and want to see how others have done it, drop us 
a line (Editorial Dept., Purchasing Magazine, 205 E. 42nd 
St., New York 17, N.Y.) We'll lend you some samples of policy 
letters you can use as guides in formulating your own. 


UPDATE YOUR CATALOG LIBRARY—An electronics company purchasing de- 
partment doesn't wait for suppliers to issue catalogs—it makes 
the first move to get them. At regular intervals, it sends out 
printed postal cards which say it is revising its catalog 


library and would like to have copies of latest publications on 
such-and=such products. 


TRAFFIC HELP FOR SMALL BUSINESS— Small business with any interest at 
all in traffic will be helped by a new report available from the 
School of Busiress Administration, University of Minnesota at 
$1.50 a copy: "Basic Planning and the Transportation Function 
in Small Manufacturing Firms." Specific recommendations 
are given on how to develop and operate a traffic organization. 


SUPPLIERS CAN HELP ON PROCEDURES—A large midwestern manufacturer 


carries cooperation with vendors to the point of consulting 
with them when a major change in buying procedure is planned. 
When the charges go through, representatives visit major 
suppliers’ plants to explain how the new system works. 
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SAN DVIK Tortures 


SPRING 
7 LT EEL 


To Give You 
Predictable Performance 


Here are a few of the laboratory tests Sandvik 
uses to determine exactly what specific Sandvik spring 
steels can endure. 


Sandvik’s scientific testing and rigid quality 
control insure consistent, superior performance in 
spring steel applications. 


A Sonntag machine testing the fatigue life of Sandvik 
steel sample by subjecting it to alternate bending stresses. 
Other types of test machines known as high frequency pul- 
sators are used to apply tension-pressure stresses or pulsating 
tension stresses. These tests are performed to achieve 


maximum toughness to assure predictable end product 
performance. 


The bending properties cf a Sandvik spring steel 
are tested in an excenter press. Stresses are varied 
by changing the angle and bending radius of the 
tool, so as to assure maximum formability and high 
hardness. 


Samples of Sandvik stainless spring steels being tested 
in a corrosion chamber simulating field conditions to develop 
maximum corrosion resistance in conjunction with desired 
fatigue characteristics. 


Ask your nearest Sandvik office for further in- 
formation or technical assistance on your spring steel 
requirements. 


SANDVIK STEEL, INC. 


Fair Lawn, N. J., SWarthmore 7-6200 + In N. Y. C., Algonquin 5-2200 
CLEVELAND + DETROIT « SKOKIE, ILL. » LOS ANGELES 


SANDVIK CANADIAN LTD. P.O. Drawer 1335, Sta. O. Montreal 9, P.Q. 
Works: Sandviken Sweden 
$S-239 


- (/ S 

—2 > 
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Spring Steel Beit Coromant Hand Saws 
Steel Conveyors Carbide Tools Springs & Tools 
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EDITORIAL 





More on 


Purchasing 


Secrecy 


PuRCHASING MAGAZINE 
SEPTEMBER 11, 1961 


. 

N O PURCHASING Magazine editorial in the past few years 
has provoked as much strong reader reaction as “How Much 
Secrecy in Purchasing?” in the July 31 issue. 

More precisely, it was one comment in the editorial that drew 
the most fire from the purchasing executives who wrote in (all 
of whom approved of the general tone of the editorial). That 
comment was: “When business is placed by bid, without any 
negotiation, it would seem that the P.A., in all fairness, has the 
responsibility of telling each bidder who got the job and at what 
price.” 

Revealing prices would be unfair and unethical most of the 
correspondents wrote. “It would encourage price fixing and 
vendor squeezing,” said another. Several said it would limit the 
P.A.’s flexibility and hamper him in later dealings with both suc- 
cessful and unsuccessful bidders. 

The statement as printed, suffers from the same shortcoming 
of much written material that must be condensed to fit a space: 
oversimplification. The statement was intended to get across two 
ideas: (1) that buyers have a certain ethical responsibility to 
suppliers who go to the trouble and expense of submitting 
quotations; (2) that the more information you give a supplier 
the better chance he has of becoming a successful bidder on the 
next go-round. 

Perhaps to say without qualification that you should reveal 
prices on non-negotiated purchases is going to extremes. But 
how distinct is the line between revealing an actual price and 
dangling a few tidbits in front of a supplier such as: “you were 
just a little out of line,” “you were a few percentage points off,” 
“missed it by just about 3%” etc. Saying something without 
really saying it can be quite frustrating to both speaker and 
listener. 

How much a buyer tells a supplier must ultimately be left to 
the buyer’s good judgment. There was no intention here to con- 
done sly or unethical behavior in purchasing. Quite to the con- 
trary, the intention was to suggest that good business and good 
ethics can go hand in hand. 

Don’t give out price information if you think it compromises 
your ethical principles. But by the same token, don’t withhold it 
simply on the grounds that you suspect all suppliers of planning 


to use it in an unethical way. And whatever you do, treat all 
suppliers alike. 


Dub Vl __ 





Cost-per-Order 


With a 
Stop Watch 


Pitney-Bowes can tell exactly how much its purchasing cycle costs. 
Its standards department made detailed time studies of every opera- 
tion needed to make a purchase. The technique and results can serve 
as guides for other purchasing departments in measuring productivity. 


Tue PURCHASING | depart- 
ment of Pitney-Bowes Inc. of 
Stamford, Conn. gets along quite 
nicely with just 14 persons (a 
40% increase in the last twelve 
years) to handle a workload that 
has more than doubled. The de- 
partment spends three times as 
much and issues twice as many 
orders as it did in 1949. Appar- 
ently, increased productivity in 
purchasing in that time has elimi- 


Editors Note: This is the second of 
three articles on measuring administra- 
tive efficiency in the purchasing de- 
partment. The first article, based on a 
survey of the cost of running various 
types of purchasing departments, ap- 
peared in the August 28 issue. The 
third, which deals with how you can 
use work sampling techniques to cut 
purchasing costs, will appear in the 
September 25 issue. 


70 


By Dean Ammer, 


Executive Editor 


nated the need to hire about six 
persons. 

Manager of Purchases Joseph 
A. Czescik agrees that produc- 


4 . 


tivity in his department has grad- 
ually improved through the years. 
But he frankly admits he can’t 
trace the improvement to any sin- 
gle change or even any group of 
changes. But from now on the 
story will be different. If he wants 
to compare productivity in 1970 
with that in 1960, Czescik will 
know almost exactly what has 
happened. The basis for his judg- 
ment will be a detailed time study 
of every step in the purchasing 
cycle made last year by Pitney- 
30wes’ standards department. It 
took the guesswork out of meas- 
uring productivity. Every step in 
the process is measured in terms 
of both standard minutes and 


and dollars. 

The Pitney-Bowes purchasing 
cycle begins in one of three de- 
partments: production control, 
tool crib, or the machine shop 
office. These departments initiate 
two different (for time study pur- 
poses) types of requisitions: 
those for repeat items and those 
for new items. 

Pitney-Bowes standards engi- 
neers made time studies in each 
of these departments for each type 
of requisition and then followed 
the purchasing cycle through pur- 
chasing to receiving, inspection, 
and payment of the supplier’s in- 
voice. The cost of each operation 
was determined by multiplying 
the time in minutes by the wage 
and salary cost per minute. Then 
a 100% overhead rate was ap- 
plied to allow for cost of supplies, 
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floor space, electricity, and other 
expenses. 

In this article, we will use Pit- 
ney-Bowes actual time study re- 
sults. The wage rates will be fic- 
titious (although they should be 
reasonably representative.) We 
will assume that clerks are paid 
$.035 per minute (i. e. a wage of 
$2.10 per hour) and that buyers 
are paid $.06 per minute (i. e. a 
salary of about $600 per month) 
Naturally anyone trying to adapt 
Pitney-Bowes time studies to his 
own operation would have to use 
his own wage and salary data. 

As the tables in this article 
show, the entire purchasing cycle 
takes between 57 and 69 minutes 
of buyers’ and clerks’ time, de- 
pending on the type of requisi- 
tion handled. The wage and salary 
cost of issuing the order varies 
between $2.13 and $2.72, based on 
a rate of $.035 per minute for 
clerks and $.06 per minute for 
buyers. Adding 100% for over- 


varying from $4.26 to $5.44. 

Although an average of about 
an hour of clerks’ and buyers’ 
time to handle an order is very ef- 
ficient by most companies’ stand- 
ards, Pitney-Bowes isn’t relax- 
ing its efforts to boost its purchas- 
ing efficiency. A newly designed 
purchase order set that incorpo- 
rates a Ditto master for a receiv- 
ing report should help to cut the 
receiving department’s paper- 
work. And Manager of Purchases 
Czescik is working on two other 
changes he hopes will substantial- 
ly boost productivity in the pur- 
chasing department. One is in 
record-keeping procedures; the 
other in organization. 


Keep Records Carefully 


Like most other departments, 
Pitney-Bowes keeps careful pur- 
chase records. Its procedure was 
quite conventional. A_ separate 
record card was kept for each 
item; every purchase transaction 


record card. Czescik now plans 
to eliminate this posting opera- 
tion by setting up a file folder 
record system. With a separate 
file folder for each item, it is pos- 
sible to have a complete purchase 
history simply by putting a copy 
of the purchase order in the 
appropriate file. No posting is 
needed. 

Czesick also hopes to boost 
efficiency by regrouping activities 
within his department. Reporting 
to Czescik are three buyers each 
of whom operates as a separate 
buying unit with his own clerical 
assistance. By regrouping the de- 
partment into two sections, Czes- 
cik hopes to be able to divide 
up the clerical jobs more efficient- 
ly. 

If and when Pitney-Bowes’ 
standards department makes an- 
other study of the cost of issuing 
a purchase order it will undoubt- 
edly find that these and other 
changes have helped boost pro- 


head gives a total cost per order was posted 


The Pitney-Bowes Purchasing 
Cycle 
1. Originating the Requisition 


A. Production Control- Requisitions for production 
parts and materials originate in production control. 
Clerks check a master list of part numbers and part 
names which shows what will be needed for produc- 
tion during a given month. After they indicate due 
dates, production tabulating makes up an order deck 
(punched cards indicating amounts of various items 
that will be needed). The order is returned to pro- 
duction control which then starts the 
cycle by 
cedure: 

1. Visually inspect part list and due dates. 

2. Search files for corresponding part numbers and 

descriptions. 

3. Compare listing in files with part number, de- 

scription, etc. on order deck. 

4. Check balance on hand with amount required. 

(If balance on hand is adequate for production 

schedule, replace traveling requisition in jacket 

and refile). 

5. Fill in required information, first on the travel- 

ing requisition and then on its jacket for depart- 

ment follow-up. 

6. Gather completed requisitions and place them 

on supervisor’s desk for approval. Send approved 

requisitions to purchasing. 

7. After purchasing completes its phase of the 


purchasing 


issuing traveling requisitions. The pro- 


SEPTEMBER 11, 1961 


the appropriate 


ductivity. 


purchasing cycle, it returns completed requisitions 

to production control. Clerks in production con- 

trol then post purchase data to jacket of traveling 
requisition and re-file. 

8. When shipment is received, traveling requisition 

is pulled from file again and receiving data is 

posted. 
Total time for above operations: 6.260 minutes 
allowance for relief (R) and delay (D) = 
7.199 minutes. 

A-1. Production Control—Extra operations in proc- 

essing requisitions for new parts or changed parts. 

1. Type new jacket for traveling requisition and 

file numerically by specification. 

2. Type new traveling requisition and have it ap- 

proved by production control supervisor. 

3. Notify production tabulating group of change. 
Total additional time for above 
1.202 + R+ D = 1.382 minutes. 

B. Machine Shon Office. All requisitions for main- 
tenance, repair and operating supplies are processed 
by the Machine Shop Office. Foremen or other em- 
ployees make an ink or pencil copy of the requisition 
and submit it to the Machine Shop Office whose 
clerks perform the following operations: 

1. Type requisition, check typed copy against pen- 

cil copy, post to Kardex record, and file pencil 

copy numerically in “incomplete file” 
follow-up. 

2. Get supervisor’s approval of typed requisition 

and send to purchasing. 

3. Purchasing places order and sends copy to Ma- 

(Turn Page) 


operations: 


to use for 





Drew Ulrich, assistant manager of 
purchases at Pitney-Bowes uses a 
Dial-A-Phone to speed calls to sup- 
pliers. Connected directly to the out- 
side, the Dial-A-Phone permits Ulrich 
to dial automatically any one of 250 
suppliers—both local and out-of-town. 


chine Shop Office where data from order is posted 

to Kardex file, which is then transferred from the 

“incomplete” file to the “confirmation” file. 

4. When the receiving report arrives, the follow- 

up copy of the requisition is checked against the 

receiving slip. Date is stamped on the requisition 
and quantity received is posted. 

5. Receiving slip is approved and ited to the 

accounting department. The Kardex file is trans- 

ferred to the “completed file” section where it is 
kept for several months. 
Total time for routine orders: 7,809 minutes 
relief and delay allowance = 9.995 minutes. 
Total time for rush orders: 12.013 
+ D = 13.815 minutes. 

C. Tool Crib. Requisitions for furniture, office sup- 
plies, small tools, aprons, repairs of all types and 
various perishable tools are processed by the tool 
crib. Workers come to the crib with supplies requisi- 
tions and their needs are filled from inventory. 

1. Fill workers’ need when they come to crib with 

requisitions. 

2. Post data from requisitions to inventory control 

cards. 

3. When inventory reaches re-order point, issue 

purchase request to purchasing. (When some- 

thing is sent out for repair, the procedure is basic- 

ally the same except the tool crib waits for a 

typed shipping order from purchasing and then 

takes it with the item to be repaired to the ship- 
ping department 
Total time for routine orders: 6.491 + D 
7.465 minutes. 





Total time for rush orders: 7.854+ R+D 


9.032 minutes 


ll. Purchasing 


A. Routine Repeat Purchases. When a _ requisition 
enters purchasing, a clerk posts the last price quoted 
by a supplier and then routes it to the proper buyer 
who checks prices and vendors. The buyer negotiates 
the purchase. He then initials the requisition, and 
writes in the date, vendor’s name, and passes it back 
to the purchasing clerks who: 

1. Type purchase order and snap-out, separate, 

and distribute copies. 

2. Post follow-up copy; post green copy of pur- 

chase order to Acme file and Acme card and then 

file green copy. 

3. Follow-up when necessary. 

4. Type purchase order price acceptance and mail 

to supplier. 

5. Post receipts and invoices to follow-up copy, 

book, cards. or Acme file. (Exact procedure de- 

pends on type of material being ordered.) 
Clerical time: 15.973 minutes including allow- 
ances for relief and delays. 
Buyers’ time: 1.500 + R + D = 1.725 minutes. 


B. Additional Time for New Requisitions. 

1. If the requisition is new or “special”, the pur- 
chasing agent checks his file to see if the material 
being requisitioned was previously ordered for 
experimental use. If so, he notes vendor and other 
purchase data. 

2. If purchasing agent can find no record of item, 
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What It Costs to Issue an Order* 


Minute Cost per Labor 100% 
Operation Cost Minute Cost Overhead 


Production Control 7.199 min. $.035 $.252 $.252 
Purchasing—Clerical 15.973 040 639 
Purchasing—Buying 1.725 -104 
Receiving 4.341 152 
Inspection 14.289 500 
Paying Invoice 13.860 485 





Total - §7.387 min. $2.132 $2.132 $4.264 


*This estimate is for processing a routine requisition from production contro! for an item that 
has been purchased before. The cost of issuing an order for a rush, non-routine is much 
higher, as the time study data illustrated elsewhere in this article indicates. Requisitions that 
originate in the machine shop or tool crib also cost somewhat more to process than routine 
repeat requisitions issued by production control. 


he solicits quotations from potential suppliers, Receiving slip is distributed; one copy 
and buys material, following establishe panies material to stores or point of uss 
chasing procedures outlined above Total time: 12.425 minutes + R+ D 
Additional buyers’ time f w requisitions: minutes. 


6.038 minutes includi: 


lll. Receiving V. Vouchering 


1. Open cartons; remove packing nd check for 
, they agree 
su hey agree. 
purchase order number pe Bin: 
2 Remove purchase order copy { ee pe ee [he voucher is prepared. This involves posting 
é. } purchase r copy | n file anc CK : 


Purchase order and invoice are checked to make 


against packing slip and count sak sabanbe the quantity, bill, date of invoice, amount 0 money, 
of shipment nd interfiling with completed purchase order. If 
3. Prepare receiving slip and distribut. pay ment is partial, clerk subtracts amount paid from 
4. Route shipment to inspectio1 total and returns order to open file to await an 
5. On partial shipments, repla eben ied oe , 
file after noting quantity received . ndors’ invoices are extended and 
Total time: 3.77 minutes + R + I ; we vendor. 
‘etic 1. Vendors are grouped alphabetically 
lue each is calculated on tape. Vendor 

IV. Inspection “ distributed and accounts to be 
1. Inspect material against blueprint specifica- 5. Check is made up from voucher on machi! 
tions. k and supporting documents go to casnier. 
2. If material is rejected, fill out report (5 copies) 


sashier checks documents and extends them 
indicating quantity rejected, quantity received, part iments are not in order, they are returned to 
number, vendor, cause of rejectior equisitioning I ig group. , 
department, purchase order numb¢ 


nd receiving nk account is checked and checks are put 
slip number. A second form which indicates reasons 


for rejection must also be filled out nount of check.) 


3. If material is accepted, appropriate ticket must 8. Documents are stamped paid and voucher copies 


gh check signing procedure (which varies with 


be made out to identify material nd 
4. Record of receival and inspect is posted to 


t 
Kardex. 


heck are distributed. 
5.813 minutes + R + D 6.685 min- 
— END 
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This Business Can't 


Wait for Purchasing eee SO purchasing must move rap- 
idly and efficiently to keep up with it. 
Buying organization and procedures 
have been adapted to meet changing 
and often peculiar demands of the 


Woauen United Technology Cor- 
poration (a subsidiary of United 
Aircraft Corporation) decided 
three years ago to enter the prom- 
ising field of solid propellant rock- 
et boosters, it had no way of 
knowing just how far—and how 
fast—it was to grow, nor what its 
purchasing requirements would 
be. 

P.A. Herb Crawford, the eighth 
man hired by the new UAC sub- 
sidiary in Sunnyvale, California, 
recalls his first day of work just 
two years ago: 

“They gave me a desk and a 
pile of invoices; I took it from 
there.” 

Today, Crawford and his pur- 
chasing department, operating as 
creatively as the 600-man engi- 
neering organization they serve, 
execute some 1400 purchase or- 
ders a month (including scores 
of off-beat, hard-to-find items) 
with just six buyers. Total month- 
ly volume: aaproximately $500,- 
000. 

“We learned a lesson very 
quickly as United Technology got 
off the ground,” says Crawford. 
“We had to take the shape of the 
vessel that held us, bending and 
bulging with the demands of the 
business.” 

United Technology recruited 
one of the nation’s top teams of 
scientific and engineering person- 
nel for its rocket development 
projects. These men were not dis- 
posed to waiting for a slow pur- 
chasing organization to come 
through with parts and equip- 
ment. 
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missile industry. 


So Crawford initially set up a 
well-controlled blanket order sys- 
tem for low-dollar-volume, non- 
capital purchases. Used principal- 
ly during United’s first 12-month 
“organization period,” the system 
provided specific limits of respon- 
sibility: First, a list of UTC peo- 
ple authorized to make purchases 
compiled. Next, Crawford 
issued to vendors a blanket order 
with a specified dollar limit; it 
was their responsibility not to go 
over the limit. Excesses were not 
reimbursible. At the end of each 
fiscal month, the vendor submitted 
his statement, accompanied by 
back-up vouchers showing au- 
thorized UTC signatures. 


was 


Recruiting Buying Personnel 


While the system sacrificed 
some control, Crawford feels it 
helped his organization to get off 
to a fast start in developing a 
segmented rocket motor in com- 
petition with other organizations. 

As the tempo of activity in- 
creased around UTC, Crawford 
began scanning the buyer field 
with the same care that his or- 
ganization used in selecting its top 
flight scientific team. 

Crawford, at 33 a veteran oi 
12 years of purchasing and former 
P.A. for General Electric’s Atom- 
ic Power Equipment Division in 
San Jose, looked for some special 
qualifications in his staff. 

“First, I needed good, solid buy- 
ing background in my people,” 
he recalls. “What they’d been buy- 
ing was of secondary concern. 
Next, I wanted to be sure that 


By Herbert E. McLean 


each of my buyers could command 
the respect of our scientific and 
engineering people, as well as our 
suppliers; without that they could 
be of little use.” 

Today, UTC’s six buyers not 
only qualify on these points, but 
have one other thing in common: 
each is a former P.A. 

Crawford’s next major step 
after recruiting the nucleus of his 
staff was to set up “the simplest 
possible purchasing system.” 

Firmly believing that buyers 
should spend their time buying, 
Crawford took all clerical work 
from his buyers and ordered them 
to spend 100% of their time on 
their primary function. “I wanted 
them to have time to be over- 
curious about their purchases; 
there’s no room for uneducated 
guesswork in the missile busi- 
ness.” 

In addition to his buying sec- 
tion, Crawford set up clerical and 
expediting sections. (To complete- 
ly free buyers for their job, the 
clerical section revorts directly to 
Crawford rather than to the buy- 
ers.) 

The vendors were not forgotten 
as purchasing at UTC shifted into 
high gear. A constant search is on 
for qualified local suppliers. Sales- 
men are free to call on buyers 
between 10 and 3 on Tuesday, 
Wednesday or Thursday, other 
times by appointment. If a buyer 
is out or cannot see callers, a 
notice to this effect is posted in 
the purchasing lobby. “Nobody’s 
feelings are hurt when the sales- 
man spots the notice, and he hasn’t 
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Purchasing Agent Herb Crawford and 
secretary, center, are flanked by staff 
which handles $6 million annual pur- 
chases of complex products by United 
Technology Corporation. 


Section of the UTC purchasing office, showing buyers’ offices. 
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even wasted the time of a phone 
call,’ Crawford observes. Also in 
the lobby, for new salesmen, buy- 
ers’ names are listed by com- 
modity type, making initial in- 
troductions easier, less confusing. 

While all these innovations have 
served well at missile-minded 
United Technology, Crawford’s 
biggest brain-child is a consoli- 
dated purchase form that does 
the following: 

Allows purchasing to do away 
with typittg purchase orders 
and setting up p.o. files on 
approximately 60 per cent of 
purchases; 

Eliminates need for process- 
ing a separate receiving re- 
port; 

Takes typists out of receiving: 
Because of its speed features, 
gives purchasing better con- 
trol over blanket orders. 
Reduces filing and typing 
time by about 60 per cent. 

The form, which eliminates both 
petty cash orders and the old p.o., 
is a combination Request for Pur- 
chase Order (sheet 1), Purchase 
Order (sheet 2), Purchasing file 
copy (sheet 3), Receiving packet 
with copies for Receiving file, 
Accounting, Purchasing, and ma- 
terial (sheets 4-7), Quality Con- 
trol copy (8), and copy for the 
originator (9). 

Known as the RPO, the form 
contains recommended source, de- 
scription of material and other 
data as entered by the requestor, 
and is limited to non-capital ex- 
penditures of not over $500. A 
straight p.o. form, less the Re- 
quest for Purchase Order on top 
but essentially the same, is used 
for larger purchases. 

Under the system, p.o. numbers 
are issued in blocks to the buyers. 
All purchases are filed by p.o. 
number in manila folders (in 
either active or completed sets): 
monthly reports are made up from 
the master Purchase Order Log. 
Just two girls clerk the 1400 
monthly p.o.’s being handled by 
United’s six buyers. 

At use at UTC’s remote rocket 
test site south of San Jose, the 
RPO’s enable just one buyer and 
a clerk to process 500 orders a 
month. “And they’re never more 
than two days behind,” says 
Crawford. > END 
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REQUEST FOR PURCHASE ORDER fP0 A 2102 


PURCHASING USE ONLY 





ORDER DATE 





ADDRESS 





























‘SHIP VIA 








7 ACCENT. NO. CALIF. GALES TAX 


PERMIT NO Geeee? 








QUANTITY 

































































DELIVERY REQUIRED | @.C. REQUIREMENT i) PLANT DESTINATION i O€LIVERY ADDRESS 








REQUISITION 
PREPARED BY 








SIGNATURE OF APPROVAL 








AUDITED. 














BUYER 


RPO A 2102 


FORM HO. UTC - 178 (3/61) 



























































Q.C. REQUIREMENT DELIVERY ADDRESS 


IMPORTANT Yerdor ogress thet 1 will aot vas in ts advertising or salen promotion material 
. eapremed of imp Technol: ogy Corporetion's 
ur Purchase Order Number (and Supplement Number, if any) tos ition cttneut prier epprovel ia writing trom Uated Teckactogy 
pear on all documents and containers. Material and/ 
pment shall be identified by the item numbers os in 
cated on the Purchase Order. 


EPTANCE £ OF THIS ORDER OF ANY SHIPMENT OF GOODS onoeneD HEREBY 
8 A D ee “ 


8 ® ©. TO InN 
“ UNITED TECHNOLOGY 
SEE me venee. De ron eniPrina INSTRUCTIONS AND CONDITIONS OF PURCHASE. 

PURCHASING 


VENDOR 





UNITED TECHNOLOGY CORPORATION — | 





RPO (Request for Purchase Order) is limited to non-capital expenditures of not 
over $500. It is a 9-part form combining requisition, purchase order, and 
receiving report (which is a duplicating master). Other copies go to account- 
ing, purchasing, material control, quality control, and the originator. 
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Purchasing Opinion 


Periodically, we survey purchasing ex- 
ecutives throughout the country on 


WH LY} DOES what they’re doing and thinking about 
y 4k the problem of foreign competition. 
Results of the latest survey are shown 

PURCH ASING below. Of special interest is the only 

4 yi kh. I BR slight increase in the number of P.A.'s 

buying abroad in the past couple of 

THINK ABOUT years (Question 1). In February, 1960, 
I y 28% of the respondents said they 

were buying items from foreign sup- 


IM PORTS  ) pliers formerly bought from domestic 
I LJ @ suppliers. 


1. Are you now buying items from foreign suppliers that 


you formerly bought from U.S. producers? Yes 30%/ 
No 70%. 


2. When prices are identical, are there still cases where 
u prefer the foreign product to the domestic one? 
es 16%/No 84%. 


Various electronic devices and packaging machinery 
were mentioned most often 
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Purchasing Opinion 


. If a foreign producer offers products at substantially 
lower prices than domestic producers, what do you feel 
is your obligation as a purchasing agent? Buy from the 
foreign producer to get maximum value. 56%/ Buy 
from the most efficient domestic producer in order to 
keep him in business and keep American workers em- 
ployed. 32%/ 


(Balance indicated decision would be based on number 
of factors including service, transportation charges, in- 
ventory problems, etc.) 


4. When a domestic industry is badly hurt by low-cost for- 
eign competition, what do you think should be done 
about it? Nothing — 16% 
a. Nothing 16% 
b. Boost tariffs or impose import quotas 56% Boost Tariffs — 56% 
c. Provide government aid to permit workers and Govt. Aid — 15% 


business to enter new industries 15% 


(The balance said it is up to American industry to im- 
prove quality and lower prices) 


5. What do you think are the major causes of our rapid 
increase in imports? 
a. Excessive American labor costs 72% 
b. Excessive price increases by American industry 
48% 
c. Foreign productivity increasing faster than Amer- 
ican productivity 20% 


(Figures total more than 100% since several respon- 
dents checked more than one answer) 


6. Has your own company been hurt by foreign competi- : Yes = 28% 


? 
tion? Yes 28% /No 72% No — 72% 
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By Thomas F. Dillon, 


Associate Editor 


More AND more companies 
are turning to do-it-yourself 
trucking in an effort to attack 
rising transportation costs. But it 
will still pay you to think twice 
before recommending that your 
company make the big step. 

Before you can make a sound 
decision, you must know: 

1. What the advantages of oper- 
ating your own fleet of long- 
line units are; 

2. What problems you will face; 

3. How you go about getting 
started. 

Why do companies put on their 
own fleet of trucks? The two rea- 
sons most frequently given are 
“better service and_ reduced 
costs”. In many cases, the service 
factor is more important to the 
company than the cost factor. 

Take the case of a North Caro- 
lina chemical distributor. The 
company tried for years to get 
adequate service on tank truck 
shipments of liquid chemicals to 
customers throughout the South- 
east. It frequently needed custom- 
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Why Operate Your 
Own Truck Fleet? 


You may be able to solve a lot of transportation 
problems and save money with do-it-yourself trucking. 


But unless you know exactly what you're doing 


and what it’s costing, you may be in for a lot of trouble. 


tailored service with 2 a.m. pick- 
ups to meet an 8 a.m. customer 
delivery schedule. Regular com- 
mon carriers were not equipped 
to give that kind of service. The 
chemieal distributor bought its 
own tank truck equipment, hired 
drivers and boosted its business 
by giving its customers the spe- 
cialized service its competitors 
could not buy from common 
carriers. 


Built Up Fleet of Twenty 


Once the company had pur- 
chased tank truck equipment, it 
was not too big a step to go ahead 
and purchase regular trailers and 
a few more tractors. Now it oper- 
ates a fleet of twenty over-the- 
road vehicles traveling in almost 
every state east of the Mississippi. 
Had it been able to purchase the 
type of service it needed years 
this company may never 
have investigated the possibility 
of operating its own equipment. 

Other advantages of operating 
your own equipment: reduced 


ago, 


transit time, virtual elimination 
of lost shipments, better schedul- 
ing of work on the shipping and 
receiving platform, and fewer 
damaged shipments. And, since 
your own people are handling 
your freight you may be able to 
reduce the cost of packaging. 

Yet in spite of the advantages 
of private fleets many companies 
find they have moved too quickly 
when they become painfully 
aware of the pitfalls along the 
highway. Perhaps the surest step 
to take to avoid or minimize the 
problems ahead is to be aware 
that they exist. Generally, they 
involve four areas: 

1. Return loads 

2. Repair and maintenance ex- 

penses 

3. Driver personnel 

4. Record keeping 

The return load is easily the 
biggest headache to the private 
truck operator. It’s a transporta- 
tion axiom that you can’t make 
money on a one-way haul. A pri- 
vate carrier’s ability to get re- 
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Getting into the trucking business means getting into the maintenance 
business as well. This engine rebuild shop is only part of the 
extensive maintenance facilities of Roadway Express, Inc. 


turn loads largely determines 
whether or not his private car- 
riage pays off. 

The problem is that the private 
carrier can only haul his own 
supplies or “exempt” commodities 
on a return trip. He cannot haul 
other peoples’ merchandise, unless 
the goods consist of such items 
as fruits, vegetables, certain foresi 
products, and other commodities 
exempt from I. C. C. economic 
regulations. He’s not allowed to 
haul supplies for a neighboring 
company unless the supplies are 
included in the exemption. Right 


away, he is limited in his source 
of return loads. And competition 
among private carriers for return 
loads of exempt commodities has 
pushed rates so low they often 
hardly cover the expenses of the 
driver and the unit. 

This return load problem can 
be minimized by realistically ap- 
praising the “two way” traffic 
available before purchasing equip- 
ment. For example, if in a given 
period you’ consistently have 
eight outbound trailer loads of 
finished products and only two 
inbound trailer loads of raw ma- 


terials you should figure your 
equipment requirements on the 
basis of inbound volume. Perhaps 
you can scrape up enough traffic 
to justify a third unit, but it 
would be highly unlikely that you 
could justify eight units. 

As simple as this point is, many 
fleet operators are tearing their 
hair out because they overlooked 
it when ordering their equipment. 
It is far better to have too few 
units during peak periods and 
use common carriers to haul the 
excess than to have empty equip- 
ment in the yard waiting for the 
peak periods to come. 


MRO Costs Are High 


Next to return loads, repair 
and maintenance expenses offer 
the most serious problem to pri- 
vate fleet operators. Equipment is 
expensive, and the tough job it 
has puts a lot of wear and tear 
on it. 

Further, unlike the common 
carrier driver who’s never very 
far from the company terminals 
and company personnel, the driver 
for the private fleet operator is 
usually a “stranger in town” 
when his unit breaks down. He 
may be hundreds of miles away 
from home. He is easy pickings 
for unscrupulous’ mechanics, 
wreckers, service station opera- 
tors, etc. Many of them will 
charge a private trucker prices 
they would not dare charge a 
regular motor carrier who passes 
through town regularly. What do 
you do? You pay, and you hope 
your truck never breaks down in 
that town again. 

Even at home, repair and main- 
tenance expenses are high. Noth- 
ing inexpensive ever seems to 
happen to a $15,000 tractor, and 
routine maintenance bills totaling 
hundreds of dollars are not unu- 
sual. 

One of the keys to a successful 
private fleet operation is the qual- 
ity of the drivers. Because of the 
nature of their work their hours 
are irregular; they work with 
little supervision; they are away 
from home a great deal; and they 
are pretty independent. They are 
as honest as any other group. 
But if a bad apple is inclined to 
make a dishonest extra buck he 
has many ways to do it. 

A favorite method is to use 
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service stations that give “dis- 
counts” to truck drivers. The dis- 
count may amount to no more 
than the difference between the 
regular price and the higher price 
the station charges for its fuel. 

Another money maker involves 
tires. A good truck tire will cost 
about $150. Keeping 14 good tires 
on a tractor-trailer combination 
is expensive. Just about all truck 
tires look alike, particularly after 
they have some mileage on them. 
The regular motor carriers keep 
track of their tires by branding 
them and some use an elaborate 
record keeping system. Many 
companies don’t bother. An un- 
ethical company driver, hundreds 
of miles from home, can easily 
switch a couple of good tires for 
bad ones in a service station stock 
and split the profits with the 
owner. It would be difficult to 
notice the switch unless the fleet 
operator had a strong suspicion 
of what was going on. 

Most drivers don’t resort to 
these tactics, just as most people 
won’t rob banks. Still, banks in- 
stall alarm systems, and fleet 
operators should be aware of such 
practices. 

One of the plagues of all motor 
carrier operators is state taxation, 
collected in the form of fuel taxes, 
special permits, and license fee 
In this area, the private carrier 
and the for-hire carrier are 
treated alike. Often, the most in- 
expensive part of a state fuel tax 
is the tax itself. The big expense 
is in maintaining records and filing 
monthly or quarterly reports t 
support the tax payment. 


Must Keep Records 

States requiring fuel tax re- 
porting do so to insure that the 
state tax was paid on each gallon 
of fuel used in the state, regard- 
less of whether the fuel was pur- 
chased in or out of the state. To 
avoid double taxation, fleet 
erators carefully schedule fuel 
purchases in each state in which 
they operate. 

Other hazards of fleet opera- 
tions include the fuel license and 
fuel permit requirements of vari- 
ous states. The tags cost as low 
as $1 apiece, as in Maryland. But 
they have cost many fleet opera- 
tors $100 in fines and court costs 
when they were lost or misplaced 


Op- 
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When You Run 


Your Own Trucks 


Advantages: 


Less loss and damage. 


. Advertising value. 


OMNI HHAPwWN> 


Improved service to customers. 
Direct control of transportation operations. 


Greater ability to palletize and containerize shipments. 
Improved shipping and receiving. 
. Opportunity for lower transportation costs. 


Equipment available for emergency shipments. 
. Opportunity for savings through piggyback operations. 


Disadvantages: 


Initial investment. 


Oanounhwn > 


—or never purchased. 

Good important 
to the success of a private fleet 
operation. Only by 
adequate financial records can 
the fleet operator really know 
how he’s doing. First, he should 
know what should be 
kept. The law says certain records, 
such as drivers’ logs (used to in- 
dicate the hours each driver 
works) and vehicle inspection 
reports must be kept for a speci- 
fied period. Other records, such 
as dispatch sheets, accident re- 
ports, repair and maintenance ex- 
mileage, wages, 
manifests, and depreciation re- 
cords, are essential if costs are to 
be controlled. 

The basic source 


accounting Is 


maintaining 


records 


penses, drivers’ 


for many of 
these records is the driver. But 
he’s away most of the time and 


. High repair and maintenance expenses. 

Risks of operating equipment, and insurance costs. 
Possibility of labor relations problems. 

. Paperwork connected with proper record keeping. 


Difficully in obtaining well qualified fleet supervisor. 

Inability to obtain return loads. 

. Tendency to “waste” equipment because it is readily available. 
. Current possibility of legislation to restrict private trucking. 


usually hates to do any form of 
paperwork. Unless he’s kept on 
the ball his records may be in- 
complete and meaningless. Many 
of the larger common carriers 
will not pay their drivers until 
the reports he submits are com- 
plete and accurate. 

Once the records are accumu- 
lated and summarized, you have 
to be careful in interpreting the 
data. Over-the-road common car- 
riers are skeptical about the accu- 
racy of the cost records of private 
carriers. The for-hire carriers 
claim that the private carrier's 
figures don’t always show total 
costs and that much of the work 
performed for the trucking oper- 
ations is charged to other depart- 
ments. The carriers say fixed ex- 
penses, such as rent, depreciation, 


(Please turn to page 234) 
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What Kind of 


Purchasing 


Education ? 


A noted educator with a broad, practical purchasing background, discusses some 


of the basic subjects a modern purchasing executive must be familiar 


Tue MOST EFFECTIVE man- 
ager, whether in purchasing or 
anywhere else, is the one who un- 
derstands the overall company ob- 
jectives and how his operations 
can contribute most to them. If 
we accept this premise, the rea- 
son for purchasing education is 
clear. The purchasing agent must 
constantly study and analyze his 
own job and his company. 

But what should he study in 
particular? 

First, of course, he should know 
the technical aspects of buying. 
Technical purchasing knowledge 
includes what is necessary to 
make decisions primarily from 
the functional purchasing view- 
point. Primary topics in this area 
are: the buying function; prin- 
ciples, procedures, policies, and 
techniques; and allied subjects 
such as traffic, storeskeeping, and 
inventory control. Most purchas- 
ing executives work hard at get- 
ting this kind of knowledge. 

They seem a little cooler to- 
ward the second body of knowl- 
edge they should have—general 
business knowledge. Perhaps this 
is natural, for it’s harder to get 


Lamar Lee Jr. retired from the Navy 
five years ago as a Rear Admiral in the 
Supply Corps. He is now director of 
purchasing for Stanford University and 
head of the Business School’s Depart- 
ment of Purchasing, as lecturer in pur- 
chasing. 


that kind of knowledge. The Na- 
tional Association of Purchasing 
Agents has done a good job on 
the functional side of purchasing 
education. But its members can 
get general business education 
normally only at universities or 
through correspondence courses. 

What are some of the major 
subjects of business a purchasing 
agent should be familiar with? 
‘Lhese are some of the basic ones: 


The Principles of Management. 
These cover what all managers 
do, i.e. planning, organizing, staff- 
ing, coordinating, and controlling. 
There is perhaps no single area 
of business activity more im- 
portant than management. Man- 
agement is the task of getting 
things done through people. Busi- 
ness is increasingly a task of co- 
operative effort. Purchasing’s 
ability to work with others de- 
pends on its understanding of the 
principles of management. 


Business Economics. This in- 
cludes a study of national income 
accounts and the forces determin- 
ing the level of aggregate output 
and employment; the monetary 
system, including the effects of 
monetary policy; business cycle 
analysis; principles of interna- 
tional trade; supply demand an- 
alysis, demand functions, and cost 
functions; concepts of marginal 
analysis and profit maximization. 


with to make the most effective contribution to company success. 


By Lamar Lee, Jr. 


Accounting. This includes an 
understanding of the use of ac- 
counting reports and the devel- 
opment and analysis of costs with 
respect to departments, processes, 
and products. It also takes in 
determination and use of stand- 
ard costs. 


Statistics and Forecasting. Sta- 
tistics and forecasting are useful 
in the quantitative control of a 
business and its future planning. 
The specific topics usually include 
statistical usage, sampling tech- 
niques, quality control, business 
indicators, methods of analyzing 
business fluctuation, correlation 
as a control tool, and the princi- 
pal methods of forecasting short- 
term and long-term trends. 


Marketing. Marketing should be 
of particular interest to purchas- 
ing executives as it is the other 
side of the purchasing coin. Topics 
that should be studied are: char- 
acteristics of the consumer, selec- 
tion of distribution channels, pric- 
ing policies and programs, mar- 
keting research, promotional 
methods, and the development 
and direction of the sales organi- 
zation. 


Martufacturing. This includes 
an understanding of manufactur- 
ing and plant operating problems, 
and the relationships of produc- 
tion to other functions. Specific 
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topics generally include product 
development, simplification, stand- 
ardization, plant facilities, equip- 
ment policy, materials handling, 
method improvement, work 
measurement, quality control, 
and production planning and con- 
trol. 


Finance. This working 
capital management, short- and 
long-term financing, dividend pol- 
icy, valuation, and capital budget. 


covers 


Human Elements of Manage- 
ment. A purchasing executive 
must understand people if he is 
to be a member of management. 
This calls for some knowledge of 
personnel, individual differences, 
motivation, frustration, learning, 
attitudes, morale, group dynamics 
and teamwork, leadership, discus- 
sion methods, communication, and 
non-directive counseling. 


Management and Management 
Science. This subject includes new 
tools of business: linear program- 
ming, game theories as they ap- 
ply to procurement and _ sales 
strategy, waiting line (queuing), 
problems and analyses bearing on 
planning for major facility altera- 
tions, and guided simulation 
studies of large and complex 
problems. 


English. Most important ideas 
are “sold.” The advantage held 
by an executive who can present 
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his viewpoint clearly over one 


who cannot is self-evident. 


Employee Relations. Under- 
standing the factors shaping rela- 
tions between employers and em- 
ployees is quite as important to 
any line or staff executive as it 
is to the employee relations man- 
Employee study 
covers the goals of management 


ager. relations 
and of employees, the areas of 
cooperation and _ disagreement, 
and techniques to reduce conflict 
and further teamwork. 


The Legal Aspects of Business. 
An appreciation of some of the 
common legal problems in busi- 
ness is important to the purchas- 
ing executive who wants to par- 
ticipate in the formulation and 
execution of company policies. 
Purchasing executives are par- 
ticularly interested in the legal 
device of contract which is of such 
crucial importance in almost all 
purchasing activities. 

This may seem too much for 
any executive to acquire. But the 
modern P.A. must have it just to 
keep pace with his contempor- 
aries in other departments. Busi- 
ness is a dynamic operation which 
changes constantly and demands 
greater capabilities of those who 
administer it. The words of Cleo 
F. Craig, chairman of the board 
of American Telephone and Tele- 
graph, pinpoint the issue: 


“The outlook at present is for- 
midable . . . and the prospects add 
up to a world of social, political, 
economic, and technical change 
in which managing anything is 
bound to be more difficult.” 

Unfortunately, many purchas- 
ing executives feel they are too 
busy to take time out for educa- 
tion. Some even say they are too 
old to learn. They’re wrong. We 
know now that the human mind 
never grows too old to learn. Ac- 
tually, its capacity to learn di- 
minishes very little through the 
years. What unfortunately does 
diminish is the desire to learn. 
It is too easy for one to become 
lazy. Often when we say we are 
too old to learn we really mean 
we are too lazy. 

There are a number of places 
a P.A. can acquire the knowledge 
discussed in this article. Courses 
in these subjects are offered by 
the night extension divisions of 
universities all over the country. 
Many university extension divi- 
sions now offer correspondence 
courses in these subjects. The 
National Association of Purchas- 
ing Agents offers yearly courses 
in the basic principles of purchas- 
ing and advanced phases of pro- 
fessional development. The Amer- 
ican Management Association 
holds seminars and conferences 
on a continuing basis. Many uni- 
versities offer executive develop- 
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Purchasing’ Part In 


Capital Goods Buying 


The P.A.’s influence in capital equipment buying is increasing. The value of his con- 


tribution depends on his knowledge of markets, understanding of technical require- 


ments, and ability to direct flow of information between his engineers and suppliers. 


By Ted Metaxas, 


Midwestern Editor 


om 
SEEKING higher productivity 
and lower cost, industry has in 
the past few years turned in- 
creasingly to purchasing for more 
competitive buying in costly capi- 
tal goods equipment. Applying his 
business sense and_ systematic 
methods to a difficult buying area, 
the P.A. has gained an influential 
place on the capital goods team. 
He’s done it by coordinating his 
function with that of engineering- 
production in a way that makes 
arguments about his tecnical qual- 
ifications irrelevant. 

He has developed a value buy- 
ing procedure which has been ac- 
cepted by most plants. It enables 
both manufacturing and purchas- 
ing to carry out their responsi- 
bilities, doing what they are best 
equipped to do for the economic 
welfare of the company. 

Manufacturing determines the 
need for capital goods and spells 
out what it needs in terms of per- 
formance or specifications. From 
this point, purchasing seeks out 
vendors, solicits quotations and 
recommendations from them, de- 
velops engineering consultations 
between vendors and factory peo- 
ple, and join in making the final 
decision to buy. 

The extent of purchasing’s par- 
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ticipation in capital goods buying 
is evident in the results of a Pur- 
CHASING Magazine survey of 78 
purchasing departments in plants 
small to very large. Of these, 
84% report that capital goods 
buying is a mutual manufactur- 
ing-purchasing project and that 
purchasing is a_ substantial to 
dominant influence in selecting 
sources of supply. 

In the eight out of ten com- 
panies that buy competitively, the 


P.A. selects some to all sources 
for eight classes of capital goods. 
The P.A. emerged as the single 
largest supplier selection influ- 
ence in industry, which is the 
inevitable result of competitive 
buying. Manufacturing’s portion 
of supplier selection responsibility 
is often splintered in many direc- 
tions—even in the minority of 
plants where the P.A. is a negligi- 
ble factor in capital goods acquisi- 
tion. 


_— 
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The survey indicates that pur- 
chasing agents obtain more com- 
petitive quotations and recom- 
mendations on equipment than is 
usually the case with other items. 
Other benefits of purchasing par- 
ticipation in capital goods buying 
include: systematic and objective 
evaluation of supplier bids; cost 
reduction; introduction of im- 
proved machines and methods to 
a plant; swifter delivery; conser- 
vation of expensive engineering 
time; and the purchase of more 
standard rather’ than 
equipment. 


special 


Combined Operation 

Most P.A.’s said they are part- 
ners in capital goods buying. Some 
are involved in the initial meet- 
ings of manufacturing, even help- 
ing frame specifications for equip- 
ment. A few are entrusted with 
the final decision on vendor, pro- 
vided they listen to manufactur- 
ing’s objections if any. 


Asked if they selected 


none, 


some, or all vendors who would 
be invited to quote on the eight 
representative capital goods prod- 
ucts, the 78 purchasing agents 


offered the following facts: 

Machine Tools—21 select all or 
almost all suppliers; 34 select some 
to most; 16 select few to none; 
7 do not use machine tools. 

Of the plants represented, 36 
are involved in metalworking as 
a major function, including one 
machine tool plant where engi- 
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neering is so dominant that the 
P.A. has no influence. The per- 
centage of metalworking P.A.’s 
who select some to all vendors is 
72%, or slightly less than the gen- 
eral average of 77.4%. 

Purchasing’s supplier selection 
authority is strongest for general 
purpose machines but wanes as 
tools become more specialized. 

Processing Machines—12 select 

all or almost all suppliers; 29 se- 
lect some to most; 27 select few 
to none; 10 do not use them. 
As with machine tools, the P.A. 
strongly influences the purchase 
of standard types of processing 
machines but his responsibility 
ebbs as equipment becomes more 
specialized. 

Fork Lift Trucks—31 select all 
or almost all suppliers; 30 select 
some to most; 13 select 
none; 4 do not use them. 

There can be no doubt that the 
P.A. is the dominant vendor-selec- 
tion and decision-making influ- 
ence in this field, as evidenced by 
the fact that 85% of purchasing 
agents choose some to all vendors 
and high number make the final 
decision to buy. 

Overhead Cranes—15 select all 
or almost all suppliers; 31 select 
some to most; 21 select 
none; 11 do not use them. 

Space Heating Units—23 select 
all or almost all suppliers; 27 se- 
lect some to select few 
to none; 5 do not use them. 

Air Compressors—21 select all 


few to 


few to 


most; 23 


or almost all; 34 select some to 
most; 21 select few to none; 2 do 
not use them. 

Electrical Switchgear—21 select 
all or almost all; 29 select some 
to most; 23 select few to 
5 do not use them. 

Industrial Furnaces—12 select 
all or almost all; 28 select some 
to most; 25 select few to none; 
13 do not use them. 

Despite survey evidence that 
most companies are using the P.A. 
to buy capital goods competitive- 
ly, there is no disguising that 
16% of the plants surveyed still 
treat him as a rubber stamp. 

Only seven of the 78 plants 
surveyed have capital goods pur- 
chasing specialists, indicating that 
the merger of purchasing and en- 
gineering responsibilities has been 
so successful the P.A. not 
have to be an engineer to fulfill 
his function skillfully. 


none, 


does 


Comments on P.A.'s Role 

Purchasing’s role in capital 
goods buying is illustrated by the 
comments of some of the surveyed 
purchasing agents: 

Company, employing 12,000— 
“We have a capital goods buying 
specialist who participates in en- 
gineering and production discus- 
sions, selecting and evaluating 
suppliers, checking out equipment, 
expediting delivery, etc. He se- 
lects all vendors to be contacted.” 

Large communications equip- 
ment firm—‘“The decision to ac- 
quire capital goods equipment is 
made through the multiple judg- 
ment of engineering, purchasing, 
and interested departments. Pur- 
chasing selects vendors, makes the 
final selection of supplier while 
giving due consideration to rec- 
ommendations of other depart- 
ments.” 

Large plant—“Besides selecting 
almost all suppliers, our capital 
goods purchasing agent arranges 
meetings between potential ven- 
dors and factory personnel and 
acts as a moderator. He has an 
equal voice in selecting the final 
vendor, signs and approves the 
purchase order.” 

Steel company, employing 1250 
—‘The using department gives us 
the specifications and performance 
desired and we follow through 
from there.” (Turn Page) 
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Pump manufacturer, employing 
620—“As director of procurement, 
it is my job to keep up to date on 
capital goods requirements. A\l- 
though using departments may 
prefer some particular brand, we 
are obligated to the company to 
scan the field, seeking equal or 
better quality. We present our 
purchase proposals directly to top 
management which accepts them 
99% of the time. Naturally, we 
select vendors to be queried.” 

Company, employing 300— 
“Purchasing recommends _ the 
brands and sees to it that each 
supplier has a chance to introduce 
its product to factory personnel. 
We also have a definite vote in 
final selection of the vendor.” 

Furniture company, 275 em- 
ployees—“Purchasing has com- 
plete authority in capital goods 
buying, but we do work with en- 
gineering to appraise the quotes of 
various vendors.” 

Large oil refinery with 225 em- 
ployees—“All capital goods pur- 
chases are completed through pur- 
chasing which determine require- 
ments through value analysis and 
engineering cooperation. We se- 
lect all vendors for items listed in 
your questionnaire.” 

Machinery builder, employing 
120—“As a former plant manager 
who is now director of procure- 
ment, I am aware of engineering 
problems. The purchasing depart- 
ment selects up to nine out of 
ten suppliers for capital goods.” 

The occasional purchasing de- 
partment with negligible influence 
was likely to answer in the man- 
ner of this P.A.: “The master me- 
chanic and the plant manager buy 
capital goods. We have no influ- 
ence aside from following up their 
decisions with the necessary pa- 
perwork.” 

Other P.A.’s with minor influ- 
ence declared they were not qual- 
ified to buy capital goods or were 
overworked and understaffed. But 
several non-buyers desired full 
participation and one reported 
that his influence was “getting 
stronger every day.” 

Is there a standard approach to 
capital goods buying that could 
apply to most companies? Pur- 
CHASING Magazine suggested one 
in the survey and asked for ap- 
proval, disapproval, and com- 
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ments. The proposition follows: 
“It is the responsibility of pro- 
duction-engineering to decide the 
function, performance, and/or 
specifications for capital goods 


equipment and machinery. These 
departments may also suggest pos- 
sible vendors. From then on, it is 


purchasing’s responsibility to se- 
lect additional, or all, vendors and 
to request quotations based on 
specifications and performance so 
that the best machine can be 
acquired at the least cost. Based 
on bids and engineering consulta- 
tions developed by purchasing, 


—— 


Before You Buy Capital Equipment 


Capital equipment ranges from relatively simple, standard machines 
to extremely complex installations. Obviously, there is no handy, 
universal set of rules for buying either type. Each buy must be 
made on the basis of the individual company’s problems and re- 


quirements. 


But there are certain general steps that should be 


taken in almost every case. The following suggestions represent a 
cross-section of opinion of suppliers who took part in this survey. 


1. 


Be sure there is agreement among all concerned (management, 
production, purchasing, engineering, etc.) on what kind of equip- 
ment is needed, what kind of performance will be required, de- 
livery dates, etc. 


.On special equipment, consider having potential vendors meet 


with production, engineering, and purchasing before a formal 
quotation request is issued. 


. If time permits, meet with each individual supplier to review 


his ideas. Work in confidence with suppliers and do not reveal 
innovations, operational data, or special advantages. 


4. Send requests for quotation only to qualified suppliers. 


. Describe performance requirements as well as possible on re- 


quest for quotations, and include any specifications so that the 
builder can include them in his quotation. Many embarrassing 
situations arise when the supplier first sees specifications at- 
tached to the purchase order. 


.Don't try to reduce complex requirements to overly simple or 


restrictive specifications. Special equipment makers should be 
given more flexibility. 


. Consider these factors in evaluating a proposal: 


Ability of the machine to produce a quality product without un- 
due attention and with tolerable rejection rates. 

Operating cost of the machine—including fuel and power costs, 
number of operators, maintenance, etc. 

Dependability of the machine. A unit that must constantly be 
shut down for repair and adjustment is a bad investment. 
Vendor’s service reputation. Custom built machines are always 
subject to a certain amount of “debugging.” A reputable sup- 
plier will stay on the job until the customer is satisfied. 

Price. Obviously very important, it must be judged in the light 
of the other criteria. 

Delivery. Accuracy of delivery promises is as important as actual 
delivery time. The purchaser should neither demand nor accept 
an unrealistic delivery date. 
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manufacturing will make the final 
decision in consultation with pur- 
chasing.” 

The vote in favor of the propo- 
sition was 67 to 5. A few purchas- 
ing agents failed to answer. Many 
P.A.’s reported that this was ex- 
actly the way they operate. Some 
agreed with the proposition ex- 
cept that they believed purchas- 
ing should make the final choice 
of supplier. Others plumped for 
a joint final decision by purchas- 
ing, engineering, and production. 

Some typical comments: 

“We agree with the proposition, 
except that the final decision 
should be purchasing’s—with due 
consideration being given to rec- 
ommendations of 
ments.” 

“Generally, I agree. However, 
if all vendors can meet specifi- 
cations and operating conditions, 
purchasing should make the final 
decision.” 

“We generally agree with the 
proposition, except that manufac- 
turing should be called on to just- 
ify a product costing more than 
the one selected by purchasing.” 

“Purchasing makes the final de- 
cision at our plant, but we try to 
cooperate with all concerned.” 

In a factory where purchasing 
had a weak capital goods role, the 
P.A. said wistfully: “The proposi- 
tion expresses exactly what we 
are trying to achieve. If we are 
given proper specifications, we can 
secure the best value, delivery, 
and prices.” 

“Proposition presents the ideal 
solution. This method works out 


using depart- 


We acknowledge with thanks the help we re 
ceived in preparing this article from purchasing 
agents, purchasing managers, directors of pro 
curement, and the following alphabetically list 
ed manufacturers of capital goods equipment 
American Monorail Co., Cleveland 17, Ohio; Ajax 
Magnethermic Corp., Youngstown, Ohio; Barrett 
Cravens Co., Northbrook, Ill.; Clark Equipment 
Co., Battle Creek, Mich.; DeVilbiss Co., Toledo, 
Ohio; Electric Furnace Co., Salem, Ohio; Gard 
ner-Denver Co., Quincy, Ill.; Giddings & Lewis 
Machine Tool Co., Fond Du Lac, Wis.; Jones & 
Lamson Machine Co., Springfield, Vt.; Pfaudler 
Co., New York City; Pratt & Whitney Co., West 
Hartford, Conn.; Revoivator Co., North Bergen, 
N.J.; Thor Power Tool Co., Aurora, Ill.; Whiting 
Corp., Harvey, Ill; Yale & Towne Mfg. Co., 
Philadelphia, Pa. Photo courtesy U. S. Steel 
Corp. 
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very well for us.” 

“Yes, this is the way we do it.” 

“We go a step further and help 
decide specifications.” 

“Complete accord. Purchasing 
should be trained and be given 
full authority.” 

“T agree. Management is not 
getting full value unless scientific 
purchasing techniques are applied 
to all purchases. This is particu- 
larly true for capital equipment 
where large sums of money are 
involved.” 


Spend Money Wisely 


A disturbing obstacle 
tioned several times in 


men- 
the sur- 
vey was “jealousy by certain man- 
ufacturing people of their 
called right to spend company 
money whether they know what 
they are doing or not.” 

Money was being wasted and 
efficiency retarded, some P.A.'s 
pointed out, when using depart- 
ments were permitted to deal only 
with favored suppliers and friends. 

And as one P.A. charged, 
“There is a strong tendency of 
factory people to cling to the same 
types of equipment now in use 
with little consideration for value. 
No surer method can be contrived 
to hamper an improvement in 
technology and cost reduction.” 

“Vendor friendships with engi- 
neers are not conducive to com- 
petitive buying,” said another P.A. 
“When we insist that an econom- 
ic buy be made, some using de- 
partments will howl over any as- 
pect of operating difficulty but 
you won't hear a whisper when 
a favored supplier gets the busi- 


ness. 


So- 


“Shop people sometimes main- 
tain they know best about capital 
goods,” declared a P.A. “This is 
hard to believe since they con- 
tinue demanding the same makes 
of equipment year after year.” 

Complained a buyer: “Manage- 
ment leans too heavily on friends 
rather than on quality and price. 
A good business friend will get 
an order even if his equipment 
is more costly. We are seeking to 
convince our company that this 
policy is not healthy.” 

“Reciprocity is practiced in cap- 
ital goods buying,” 
P.A. 


Management’s failure to outline 


said another 


the role of purchasing in capital 
goods buying, said some P.A.’s 
was encouraging factory people to 
resist purchasing’s efforts. 

Crash buying programs in some 
plants have thrust P.A.’s pell mell 
into the marketplace with scant 
regard for value buying. Ironical- 
ly, there is no assurance that a 
hurried vendor selection will 
bring prompter delivery, for often 
a little more searching will un- 
cover a manufacturer who can lop 
weeks or months from delivery 
lead time. Planning ahead on capi- 
tal goods purchases will enable 
purchasing to eliminate premium 
prices and the risk of acquiring 
inadequate equipment. 

A few P.A.’s reported that re- 
strictive specifications frustrated 
prudent buying and were often 
directed to a single make of prod- 
uct. Apparently, the story that all 
pieces of equipment or machines 
in one category had to be of the 
same make still comes up. But 
not-so-gullible purchasing men 
doubt that simplified maintenance 
and reduced spare parts inventory 
are more important than value 
and improved performance. Ex- 
cept for simple and patently 
equivalent items, maintenance 
ease should be a subordinate con- 
sideration, they say. 


What Can Be Done? 


“Asked “what should be done 
to assist purchasing in fulfilling 
its capital goods responsibility,” 
P.A.’s emphasized the need for 
master files of catalogs, 
ment backing, communications 
with manufacturing, start-to-fin- 
ish consultation of purchasing by 
manufacturing, development oi 
proper specifications, etc. Three 
P.A.’s warned that buyers should 
not make capital goods decisions 
for which they are not technically 
qualified, especially since a visit 
to engineering could easily resolve 
their difficulties. 

Remarked one P.A. on value 
buying: “To exercise a major in- 
fluence in capital goods, purchas- 
ing needs definite specifications as 
to performance and _ function. 
These should be prepared before 
requests for proposals. We have 
found that when contacts are 
made before specs are developed 

(Please turn to page 222) 
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Can the Vendor Refuse to Sell? 


Legally he has the right to sellor not to sell. 


In practice he may find it hard to refuse to sell 


and still avoid a conspiracy charge 


Sherman 


{ntitrust Act. 


By Albert Woodruff Gray, 


Legal Editor 


W uen YOU place a purchase 
order you do so on the assump- 
tion that the seller will sell mere- 
ly because you want to buy. Al- 
though business custom lets us 
pursue this practice with the vir- 
tual certainty that the vendor 
will accept the order, there is 
nothing that legally binds him 
to do so. 

The freedom of the individual 
business man to conduct his busi- 
ness as he sees fit is an old es- 
tablished law. The U.S. Supreme 
Court reasserted the right in 
1897 with this unequivocal state- 
ment: “The trader or manufac- 
turer carries on an entirely pri- 
vate business and can sell to 
whom he pleases.” 

In effect, however, the vendor 
who refuses to sell to a particular 
buyer treads an exceedingly nar- 
row path. A simple refusal to 
sell which involves one seller and 
one buyer will most likely be 
legal. But once his action tends 
to coerce dealers, distributors, 
wholesalers, agents, or manufac- 
turers, the seller may be restrain- 
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ing trade and violating the Sher- 
man Antitrust Act. In its general 
that statute provides: 

“Every contract, combination 
in the form of trust or otherwise, 
or conspiracy in restraint of 
trade or commerce among the 
several states or with foreign na- 
tions, is hereby declared to be il- 
legal.” 


way, 


Can Manufacturer Fix Price? 

A recent suit against a large 
tool manufacturer illus- 
how the antitrust laws 
the basic principle that 
one is free to sell or not to sell. 
In this case a dealer charged the 
manufacturer with violating the 
antitrust laws in fixing resale 
prices for its distributors. 

He asserted that competing dis- 
tributors had been directed by 
the manufacturer to adopt mini- 
mum sales price schedules on 
bids to government agencies. To 
enforce compliance, the dealer al- 
leged, the manufacturer had 
threatened loss of distributorship, 
the elimination or reduction of a 


power 
trates 


modify 


under the 


30° discount from list prices, 
and a surveillance of bids and 
subsequent black listing and boy- 
cott of non-conforming bidders. 

The dealer stated that when 
he submitted to the New York 
City Housing Authority a low 
and successful bid that failed to 
conform to the price plan adopted 
by the manufacturer, he had 
been directed either to revise or 
withdraw the bid, or forfeit his 
distributorship and price dis- 
count. When the distributor had 
refused to comply the manufac- 
turer had executed the threat. 

In court, the distributor asked 
the treble damages allowed for 
violations of the Sherman Act. 
Unsuccessful in the lower court, 
he appealed to the United States 
Court of Appeals, which reversed 
the judgment and remitted the 
case to the lower court for re- 
consideration. 

As authority for its decision in 
favor of the distributor the court 
said: “There are legitimate means 
of price maintenance in spite of 
the provisions of the Sherman 
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Act. Such means include a re- 
fusal to sell in the future to those 
who had not 
gested price.” 

The court qualified this state- 
ment with a quotation from a 
decision of the U.S. Supreme 
Court involving similar circum- 
stances. “A simple refusal to sell 
to others who did not 
the first seller’s 
prices is lawful.” 


maintained a 


sug- 


maintain 


fixed resale 


Through the Narrow Channel 


The court then laid down the 
essential feature that determines 
the legality of a refusal to sell. 
“He may not consistently with 
the Sherman Act go beyond the 
exercise of this right and by con- 
tracts or combinations, express 
or implied, unduly hinder or re- 
strict the free and natural flow 
of commerce in the channels of 
interstate trade.” 

The Federal appellate court 
concluded: “The Supreme Court 
has left a narrow channel through 
which a manufacturer may pass 
even though the facts would have 
to be of such simplicity as to be 
somewhat this day of 
complex business enterprise. 

“The right to impose its will 
upon distributors and retailers is 
tolerated but only when it is the 
consequence of a mere refusal to 
sell, in the exercise of the manu- 
facturer’s right freely to exercise 
his own independent: discretion 
as to the parties with whom he 


rare in 


"ILIKE MY PRODUCT SO MUCH, 
| DONT WANT TO SELL IT.” 


will deal. 

“The court indicated that when 
the manufacturer’s 
beyond 


actions go 
mere announcement of 
his policy and the simple refusal 
to deal and he employs other 
means which effect adherence to 
his resale prices, then he has put 
together a combination in viola- 
tion of the Sherman Act.” 

A decision favoring the seller 
was handed down recently in the 
Federal court in Californa. A 
purchaser had charged that sev- 
eral steel companies conspired to 
monopolize trade in the sale of 
structural steel because he was 
unable to buy all the steel prod- 
ucts he needed. 

In awarding judgment in favor 
of the steel companies the court 
said, “The crux of the claim is 
that during the shortage in 1955 
each of these companies refused 
to sell this buyer all the steel 
he wanted to purchase. The buy- 
er drew an inference of con- 
spiratorial refusals from allegedly 
parallel conduct, in that each of 
these companies gave some con- 
sideration to its 
purchases. 

“Tt is settled law however, that 
each of these companies acting 
individually was legally entitled 
to sell or not to sell to any cus- 
tomer or to sell him as much as 
he saw fit. If a manufacturer may 
sell to whom he pleases it is en- 
tirely logical that he may restrict 
his sales as to quantity and sell 


customers’ past 
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Although the businessman may refuse to sell, “the facts would have to be of 
such simplicity as to be somewhat rare in this day of complex business enterprise.” 
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to his customers such quantities 
as he may see fit.” 

In asserting this freedom of the 
individual trader to conduct his 
business as he sees fit, the U.S. 
Supreme Court said: 

“He may charge different 
prices for the same article to dif- 
ferent individuals. He may charge 
as much as he can get for the 
article in which he deals whether 
the price be reasonable or un- 
reasonable. He may make such 
discrimination in his business as 
he chooses and he may cease to 
do business whenever his choice 
lies in that direction.” 


Violated the Act 


But recently the U.S. Court 
highlighted the distinction be- 
tween legal and illegal establish- 
ment of resale prices, as well as 
the right of a dealer to refuse 
to sell. Its decision resulted from 
an action by the U.S. Govern- 
ment against a pharmaceutical 
manufacturer whose marketing 
practices, it was charged, violated 
the Sherman Act. 

In this case the manufacturer 
had announced a resale price 
maintenance policy for both its 
wholesale and retail trade. Its 
wholesale schedule listed the 
minimum prices to be adopted by 
wholesalers and stated that it was 
the manufacturer’s policy to deal 
only with those wholesalers who 
observed this schedule and who 
sold only to retailers. 

When the manufacturer dis- 
covered that sales of its products 
had been made in some instances 
below the minimum retail prices 
suggested in its 
sought legal advice. 


catalogue, it 


This Isn't Legal 


The company attorney stated 
it could legally advise whole- 
salers that it would sell to them 
while they observed minimum re- 
sale prices. But on the other 
hand, he insisted, the company 
could not legally assert that it 
would sell to these wholesalers 
only if they agreed to observe 
such minimum resale prices. 

This advice carefully  dis- 
tinguished between legal and il- 
legal means of maintaining prices. 
A manufacturer or dealer may 
sell or not sell as he is disposed 
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“NO ITS NOT, WE JUST HAD SOME 
EXTRA ROPE LYING AROUND.” 


“Whether the unlawful combination or conspiracy is proved is to be adjudged 
by what the parties actually do rather than by the words they use.” 


and his decision may be based 
on whatever condition he may 
see fit to impose. But contracts, 
combinations, or conspiracies are 
outlawed. No prior agreement to 
maintain prices can be made a 
part of a legal transaction. 

Instead of adopting this advice, 
however, the manufacturer de- 
cided to enforce observance of 
resale prices by combining with 
its wholesale distributors in a 
price maintenance agreement. 
Not only would the manufacturer 
refuse to sell to wholesalers 
should they fail te adhere to the 
announced price schedule, but 
it would also refuse to sell to 
them if that policy was not, in 
turn, enforced by the wholesalers 
on their retail customers. To this 
the wholesalers agreed. 


Ignored the Conditions 


Several retailers, however, re- 
fused to adhere to these condi- 
tions and continued to advertise 
products at prices below the es- 
tablished minimum. Both manu- 
facturer and wholesalers then re- 
fused to fill further orders of such 
retailers. 

In directing judgment against 
the manufacturer, the Supreme 
Court said: 

“The Sherman Act forbids 
combinations of traders to sup- 
press competition. True, there 
results the same economic effect 


90 


as is accomplished by a pro- 
hibited combination to suppress 
price competition if each cus- 
tomer, although induced to do so 
solely by the manufacturer’s an- 
nounced policy, independently 
decides to observe specified re- 
sale prices. 

“This result is tolerated but 
only when it is the consequence 
of a mere refusal to sell in the 
exercise of the manufacturer’s 
right ‘freely to exercise his own 
independent discretion as_ to 
parties with whom he will deal.’ 

“When the manufacturer’s ac- 
tions, as here, go beyond the 
mere announcement of his policy 
and the simple refusal to deal 
and he employs other means 
which effect adherence to his re- 
prices, this countervailing 
consideration is not present and 
therefore he has put together a 
combination in violation of the 
Sherman Act. Thus, whether the 
unlawful combination or con- 
spiracy is proved is to be ad- 
judged by what the parties ac- 
tually do rather than by the 
words they used.” 

In conclusion the Supreme 
Court said: “It must be admitted 
that a seller’s announcement that 
he will not deal with customers 
who do not observe his policy 
may tend to engender confidence 
in each customer that if he com- 
plies his competitors will also. 


sale 


“But if a manufacturer is un- 
willing to rely on the individual 
seller’s interest to bring about 
general voluntary acquiescence 
which is the collateral effect of 
limiting price competition, and 
takes affirmative action to achieve 
uniform adherence by inducing 
each customer to adhere to avoid 
such price competition, the cus- 
tomer’s acquiescence is not then 
a matter of individual free choice 
promoted alone by the desir- 
ability of the product. 


This Is Conspiracy 


“The product then comes pack- 
aged in a competition-free wrap- 
ping—a valuable feature in itself 
—by virtue of concerted action 
induced by the manufacturer. 
The manufacturer is thus the or- 
ganizer of a price maintenance 
combination or conspiracy in vio- 
lation of the Sherman Act. 

“Under that Act competition, 
not combination, should be the 
law of trade and a combination 
formed for the purpose and with 
the effect of raising, depressing, 
fixing, pegging or stabilizing the 
price of a commodity in interstate 
or foreign commerce, is illegal in 
itself.” 

These cases decided against the 
seller have this in common: an 
effort to contro] resale prices by 
refusing to sell to non-cooperating 
dealers. The vendor may refuse 
to sell simply because he dislikes 
the buyer, but when he uses the 
privilege as a price weapon, he is 
beyond the pale of the Sherman 
Act. e END 


References 
Adams Mitchell Co. v. Cambridge Dis- 
tributing Co., 189 Fed. 2d 913, May 
31, 1954 


United States v. Bausch & Lomb Op- 
tical Co., 321 U. S. 722, April 10, 
1944 


George W. Warner & Co. v. Black & 
Decker Mfg. Co., 277 Fed. 2d 787, 
May 3, 1960 


Independent Iron Works v. U. S. Steel 
Corp., 177 F. S. 743, September 30, 
1959 


United States v. Trans-Missouri Freight 
Ass'n., 166 U. S. 290, March 22, 
1897 


United States v. Parke Davis & Co., 
80 Sup. Ct. 503, February 21, 1960 


PURCHASING 





When An Engineer 
Runs Purchasing 


How a technical man improved equipment buying, 


streamlined purchasing systems 


E noieerinc has taken over 
purchasing at a large midwestern 
plant. This doesn’t mean purchas- 
ing has been downgraded or 
undercut. Actually, it’s a part of 
management’s bold new plan to 
strengthen purchasing and bring 
it up to date. 

Ordinarily, making a former 
chief engineer manager of both 
purchasing and engineering might 
be considered in some instances as 
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for 32 plants. 


an invasion of purchasing by out- 
siders. But in this case there’s no 
doubt that the move will help 
rather than hinder the purchas- 
ing function. 

The new P.A.’s background in 
plant management and engineer- 
ing will help him with two im- 
portant purchasing problems: how 
to make purchasing more effective 
in capital equipment buying, up 
to now largely controlled by en- 


gineering; and how to streamline 
centralized buying operations for 
32 manufacturing plants. 

His dual position gives the pur- 
chasing manager a unique insight 
into purchasing-engineering re- 
lations. “We are not trying to 
turn buyers into engineers or 
make engineering run purchas- 
ing,” he says. “Instead we want 
to make purchasing more useful.” 
The amount of his time he de- 
votes to the purchasing operation 
bears out the importance he at- 
taches to it. Another indication 
is that his office is in the purchas- 
ing department, even though it 
has a staff of just 12 people, com- 
pared to 60 in engineering. 

Why the new emphasis on pur- 
chasing? For one thing, purchases 
take about one third of the com- 
pany’s $100 million annual in- 
come. For another, rapidly chang- 
ing technology has made the 
company’s product (used in the 
steel, glass, and cement indus- 
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tries) almost completely different 
from what it was 10 years ago. 
The demands of sales and research 
for new products have had reper- 
cussions in purchasing. Modern 
manufacturing methods require 
faster buying and a new approach 
to centralized versus local pur- 
chases. Plant expansion has 
placed renewed emphasis on the 
purchase of machinery and equip- 
ment. 


Correlate Departments 


The first goal is to get the best 
from both purchasing and engi- 
neering. The biggest thing is to 
correlate engineering and _ pur- 
chasing a little better; to get the 
purchasing out of engineering and 
put it where it belongs. 

Traditionally, engineering made 
the buying decisions where capi- 
tal equipment was concerned. 
Operating departments together 
with engineering would plan ad- 








ditions and expansions. Engineer- 
ing then prepared estimates and 
selected the most suitable equip- 
ment. 

Today, management is deter- 
mined to let each group carry its 
weight where it can do the most 
good. It is trying to limit engi- 
neering to the technical aspects 
and let purchasing take it from 
there—vendor selection, negotia- 
tion, contract writing, and final 
commitment. 

“As a product of an engineering 
education myself,” the new pur- 
chasing manager continues, “I 
know its shortcomings. When en- 
gineers do purchasing we lose the 
administrative ability of trained 
purchasing people. On the other 
hand, buyers must recognize the 
technical preferences of engi- 
neers. For that reason, technical 
knowledge is important and use- 
ful in purchasing too, but it 
cannot take the place of the 


Although plants are scattered 
throughout the U.S., all pur- 
chases originate at company 
headquarters. This clear, unclut- 
tered 8% x 11 purchase order 
form has seven parts. Purchas- 
ing, expediting, and works 
copies carry delivery information 
section shown in lower left hand 
corner of second copy. 





economics and business training 
that is essential for good purchas- 
ing, and which engineers cannot 
be expected to have.” 

The immediate result of the 
new approach is that purchasing 
and engineering are working to- 
gether more closely than ever 
before. Engineers are educating 
buyers technically, while pur- 
chasing is getting the commercial 
point of view across to them. 
They are beginning to recognize 
the value of each others’ opinions. 
Most important, the company is 
getting results in more economi- 
cal procurement of capital equip- 
ment. 

But greater purchasing efficien- 
cy demands changes in daily 
procedure as well. Management 
has therefore assigned one buyer 
to devote most of his time to 
finding ways to cut down on 
paperwork and speed up buying. 

This is not a simple matter. 
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Headquarters purchasing has to 
buy for 32 plants. Because the 
company’s product is bulky and 
expensive to ship, it is most eco- 
nomical to manufacture it near 
the consuming industries. Plants 
are thus scattered and limited in 
size, employing from 150 to 400 
persons primarily for production 
and maintenance work, with ser- 
vices concentrated at headquart- 
ers. Purchasing has no represen- 
tatives at the plants. Requisitions 
come from stores and operating 
personnel. Purchases that must 
be made locally are placed by 
stores clerks, unschooled in buy- 
ing techniques. Turnover among 
this personnel is frequent, and 
its caliber varies from plant to 
plant. On top of this, the erratic 
volume of local purchases makes 
tight procedures uneconomical. 
Although central purchasing 
theoretically buys everything 
needed by the plants, its effec- 
tiveness is limited to raw mate- 
rials, equipment, and_ supplies 
ordered in quantity. It cannot 
handle every plant need individ- 
ually; first, because many 
value orders are not worth the 
effort; secondly, because fre- 
quently repair and supply items 
are needed quickly, making it 
impractical for the plant to send 
a requisition to purchasing for 
processing. As a result, the de- 
partment spends a good deal of 
time merely confirming orders 
placed locally by phone, and al- 
ready picked up or delivered. 


low 


Cut Down Paperwork 


To find ways to cut down this 
mass of paperwork and gain bet- 
ter control, the department has 
divided purchases into categories, 
with a convenient procedure for 
each: 

Cash items. These are the one- 
shot small orders that must be 
placed locally. They usually cover 
minor supply or repair items that 
are needed promptly. Realizing 
that its involvement only pushes 
up the cost, central purchasing 
has set a tentative limit of $106 
each for such orders, with the 
money coming from local petty 


cash. This procedure reduces 
paperwork significantly at both 
plant and headquarters because 
neither confirming orders nor in- 
voices are required. 

Repetitive items of low value. 
This group includes those com- 
mon items purchased in fairly 
heavy volume but which cost little 
individually. Central purchasing 
proposes to include most of these 
in blanket orders, to be released 
by the plants as required. 

Buyers have already _ estab- 
lished blanket orders for some of 
the more common materials (sta- 
tionery, cutting tools, electrical 
wire, etc.) but to do a thorough 
job requires a complete analysis 
of each plant’s purchases. Even- 
tually buyers will analyze all 
plant purchases to determine 
what materials can be placed on 
blanket orders. 


Review 

Once such orders are placed, 
usually covering a year’s require- 
ments, copies go to stores people 
at the interested plants. Releases 
go directly to the vendor without 
further intervention by central 
purchasing. Once a month, ven- 
dors send itemized invoices to 
headquarters where cognizant 
buyers review them before pay- 
ment. Today, plant personnel 
make releases by letter or tele- 
phone, but purchasing is consid- 
ering use of a standard release 
form, a copy of which would have 
to accompany the invoice for 
payment approval. 

To make sure it is getting the 
best quantity price, however, 
purchasing has put a $50 maxi- 
mum per item on blanket order 
releases. If a plant needs larger 
quantities of an item, buyers will 
make sure they get the lowest 
price by sending out an inquiry. 

Volume items. These include 
all items that exceed $50 in value 
or that are designated specifically 
for central office buying. They 
include materials, supplies, and 
equipment now bought by head- 
quarters purchasing as well as 
anything that may be needed in 
quantities large enough to justify 


Invoices Monthly 


Because of company policy, we are unable to use names in this article. All facts, 


however, have been verified by the individuals concerned. 
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quotations from competitive 
sources. For these the plants 
must write individual requisitions 
and allow enough lead time for 
the buyer to check the market 
thoroughly. 

Will Gather Speed 

Because of the extensive analy- 
sis required, purchasing cannot 
automatically apply the new pro- 
cedures to all plants. The large 
number of small plants involved 
is the biggest hurdle, so it has 
started with the five biggest spen- 
ders. So far, the two largest 
plants have changed over. As the 
job progresses it will undoubted- 
ly speed up. As more blanket 
orders are written, for example, 
it will become possible to add 
other plants by simple modifica- 
tions and additions. 

The purchasing manager is 
making the changeover easier by 
visiting each plant personally. 
“Our plants are interested in the 
program and eager to cooperate,” 
he reports. “They can readily see 
that our proposals will streamline 
local paperwork as well as ours.” 

In the meanwhile, a purchasing 
manual is beginning to take 
shape. The department wants a 
workable manual, not one that 
will be put in a desk drawer and 
forgotten. An abbreviated state- 
ment of policy will be first. Then 
the manual will describe how pur- 
chasing operates and the specific 
procedures the plants should fol- 
low to obtain materials and sup- 
plies. 

The benefits of purchasing mod- 
ernization are already becoming 
apparent. The number of requisi- 
tions and invoices is beginning to 
decline. Those plants buying 
against blanket orders find that 
deliveries are much faster than 
before because releases can now 
be sent directly to the vendor 
without the delay encountered 
when _ requisitioning through 
headquarters. Projected figures 
show that as more plants come 
into the system, paperwork econ- 
omies will become really impres- 
sive. Equally important, buyers 
are relieved from placing numer- 
ous small orders; the 
fewer but higher value 
giving them a chance to do better 
buying and more opportunities 
to save. & END 


swing to 
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FORMS 
FORUM 


1 
Use of forms without adequate person responsible for the action. The purchase order is a five- 
instruction can be a hazardous and Basic forms used at American part form with one copy serving 
costly business, suggests William Chrome include a requisition, pur- as a vendor’s acknowledgment. 
M. Groody of American Chrome chase order, receiving report and Shipping instructions are spelled 
Co., Nye, Montana. return material “invoice.” out clearly. At the bottom-center 

American Chrome has elimi- The requisition is a three-part, of the form seven points are list- 
nated the risk of improper forms horizontal form. All parts gotothe ed including “No charges for 
use with a step-by-step manual main warehouse where the “stock packing or drayage will be al- 
which outlines and illustrates all on hand” and “used last three lowed, except by special agree- 
purchasing department forms. The months” columns are filled in by ment.” 
manual is a simple comprehensive warehouseman. The receiving report is simple 
set of directions typed on paper, Still intact, the forms go to pur- but a well-designed form with all 
reproduced on an office white- chasing for approval. The typist required data included. The ware- 
printer and bound with a two- fills in the purchase order number houseman keeps one copy of the 
pronged fastener. and date on requisition form and _ report and sends the original to 

One of the manual’s features is sends one copy to requisitioner, purchasing. 
a chart which exhibits various second copy to warehouseman and Groody feels that adequate in- 
controls for the purchase and pay-__ retains original for purchasing de- struction means fewer errors and 
ment of supplies and materials in- partment files and preparation of a lowering of purchasing depart- 
cluding action to be taken and _ purchase order. ment costs. 
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To Request Supplies 








(1) Writer ascunes Fees (2) Reviews purchase 
ponsidility when he requisitions . 
signe purchase requie- 
ition. 








(®) Goods were requested by person! (2) Determines that 
whe has authority i 


| requisitions 





Sample page from American Chrome 
(0) Purchase is being sade in good | (a) Review Co. which gets general distribution. 
foith and ~rices, terns | atviees ¢ . . 

eonditior wlie Manual is completely produced with- 


— . in the company. 

















Requisition is a three-part, horizontal © 
form. Purchasing fills in order number 

and date before returning one copy 

of form to requisitioner and one to 
warehouse. Numbers on sample forms 
refer to specific instructions in the 
manual. 
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VENDORS AMERIC AN Ci IR¢ JME COMPANY 











PORTANT - THREE 


Purchase order carries 
detailed shipping _ in- 
structions at bottom- 
center of the form. 








IMPORTANT RWARDED ATTIME OF SuepMENT 





URCHAS a SHIPPING INSTRUGTIONS 
P — NO. = j The following insrgmiga should strictiy, 4 
cast ao L_ ] |  Sargreettes 
| ‘a 
A UNT a a 7 
i) 
ie cncaatniabateensvonnsine : AMERICAN CHROME CO. 
3 = WYER MONTANA 


INVOICE stron 


Gem \emen. We are retzening to you the following articles, in good order ria 
freight () via our truck () vie express () via P.P. 1) collect () prepaid 


Same were shipped on your Invoice No lated 





, RE a f 


‘The merchandise is being returned for the following reasons, which we be 
justified 





AMERICAN CHROME ©O. 
Nye. Montara 


: 
American Crrome Company 


RECEIVING REPORT 


wie PURCHASE ORDER NO. 


Ne 

“Invoice of Goods Returned” is filled 
out by warehouseman. Body of the 
form includes cost of merchandise 
when invoice has been received and 
prices are available. 





ie Supruier ORDER No. 





— WAREHOUSE 











Y eee Parga ’ 
% es , Receiving report used by 
7 — + American Chrome Co., is pre- 
7 ekg Pi prtcel ‘Post ia Prepaid | Collec {* 6 Mel =f sins tela 


r : pared in duplicate. One 
Tnoteuctions: INSPECTED & RECEIVED . A 
A ietabilbis: speek Jnme he tblatue for every ites teceivel. | . copy is retained and the 
Store eaterial in correct yard, werehouse of store room space | ey 


— a | Oe original sent to purchasing 
fesse heed PURCHASING DEPT. for verification with purchase 
order and invoice. 
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How to Get Along 


With People 


’ 
As purchasing expands its influence and authority it is faced 


with new problems in human relations. A psychologist offers 


some basic advice on how to overcome resistance and win the 


cooperation and understanding of others. 


Mopern PURCHASING is 
dynamic and expanding. So it is 
inevitably moving into a position 
where it must be integrated with 
other departments. This means 
that purchasing is going to be 
brought into more intimate per- 
sonal contact with others than 
ever before. 

The development poses 
problems. As a vigorous, emerg- 
ing profession purchasing will 
run up against some resistance as 
it tries to broaden its influence. 
Some of the resistance will be 
subtle—a lot of it will be openly 
aggressive. That change creates 
friction is the human relation 
challenge today’s purchasing man- 
ager must face. 

The newer purchasing job de- 
scriptions are full of powerful 
human relations terms: e.g., “at- 
tend meetings, coordinate pur- 
chasing with other departments, 
participate in planning, report to 
management, negotiate with sup- 
pliers, interview salesmen”, etc. 
That is why deftness in human 
relations has become a critical 
element in the purchasing job. 

You should expect varying de- 
grees of resentment and resist- 
ance. If you seem to be promot- 
ing the prestige or authority of 
purchasing too ambitiously, some 


Some 


By Dr. John P. Paisios, 


Director of Psychological Services 
George Fry & Associates 
Chicago, Ill 


hackles will surely rise. You may 
be accused of usurping respon- 
sibilities. You may actually seek 
to serve rather than dominate. 
But it will take some skillful 
human relations to convince oth- 
ers. To dissipate man’s natural 
esistance to change, you should 
understand its mechanics. 


Change Is Disturbing 


It is the rare person who does 
not regard the established way of 
doing things as proven, comfort- 
able, and secure. Change involves 
risk, effort, and a possible threat 
to an individual’s position and 
self-esteem. And disturbing the 
status quo may expose faults in 
a system he has contrived or tol- 
erated. His natural reaction is to 
rise up to defend himself. 

When you want people to ac- 
cept change you must (1) clarify 
and minimize the risks; (2) de- 
scribe the benefits; and (3) if 
possible avoid blocking another 
manager’s drives for security, 
prestige, and accomplishment. 
Once you show a department head 
that a change will help and not 
hurt him, you’ve won him over. 

3ut if any of your actions look 
like a personal attack, he’s sure 
to balk. Depending on his per- 
sonality, he will fight you, dislike 


you, ignore you, or try to under- 
mine your position in the organ- 
ization. 

To understand why people act 
the way they do, you should real- 
ize that our thinking 
by emotion, prejudice, 
and even moods. However 
you try to justify any move as 
creative purchasing, people will 
be inclined to judge it in emo- 
tional rather than economic terms. 

Don’t expect cold logic. People 
are likely to think more with their 
glands than with their brains. 
Many of their arguments and re- 
actions will stem from a desire 
to defend or reinforce their emo- 
tional attitudes and biases about 
what purchasing should be, what 
it should contribute, where its in- 
fluence should stop. 

People with limited experience 
vary in their attitudes toward pur- 
chasing. Some think it is unduly 
ambitious, too eager to seize au- 
thority, and too willing to glorify 
itself at the expense of others. 
Others feel purchasing thinks only 
about clipping pennies from the 
cost of goods with scant regard 
for quality. Some are contemp- 
tuous of any P.A. who does not 
have an engineering background. 
You probably have run into other 
preconceived notions about pur- 


is colored 
self-inter- 


est, 
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chasing. 
Your tact skill in hum: 

relations can expedite the accept- 

ance of 


and 
purchasing during it 
present transitional period 
growth. But even after purchasin 
attains full status, social and com- 
munications will sti 
rank high in maintaining purchas- 
ing efficiency 


c<now-how 


A successful executive is 
who willing coo; 
eration of people by understand- 
ing how their minds and emoti 
work. This psychological art 
skill more valuable to the p 
chasing man than to most othe: 
managers in the plant. 

Be alert for the basic personal- 
ity traits of individuals. Without 
stepping 


‘an gain the 


lf- 


out of character, you 
must deal differently with aggres- 
sive, outgoing, retiring, suspi- 


cious, or self-centered types 


Find Driving Factor 

Since people are different, som: 
may especially prize accomplish- 
ment, while others may bask 
recognition or seek to protect 
their security with the diligenc« 
of a squirrel nuts. I 
you can recognize a man’s dom- 
inant drive and cater to it, you 
have made a conquest in human 
relations. In every case, of course 
this must be done without com- 
promising his or your integrity 

You should seek to convince 
others that you are willing and 


hoarding 
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able obs 
J 
they will 


fit—not you. That’s a tough dis- 


to help them 
re efficiently so that 


ipline to practice because it 


goes 
igainst you own very human urge 


to seek recognition and compli- 


nts. But it is an invaluable 
ourchasing men who 


Mus 


ror 


want to go up les can be 
later. 


When you 


flexed 
define the areas of 
purchasing’s responsibility, for ex- 

nple, use language that stresses 
service to other 
Avoid 
responsibilities to pur 
There ways of saying firmly, 
but discreetly, that purchasing has 

] 


sole responsibility 


departments. 


blunt their 


Statements on 
nasing. 


are 


price, qual- 
t} itside mate- 


and delivery 
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If another department gets pur- 


ing in a jam, you should sup- 


the natural 


nelination to 
an accusing finger. Try in- 
to improve 1unications 
-ooperation wl 

it won't 


duction, etc. so 


ippen again. 
As a purchasing 


ire likely to be dealing with 


nanager you 
more 
nd more several 
you 
y defined 


people across 
anagement lines. But since 


have the neatl 


lay not 


to demand cooperation 


| 
autnority 


you must instead win it by 


iVZIng 


ana- 
the motives of others and 
behaving accordingly. 

This is the Golden Rule of 
Understand 


hu- 


nan relations: your 


own motives, emotions and those 
of others. Be reasonable in 
tone and attitude. Exvress a de- 
sire to help and deliver results 
and freely commend those with 
whom you deal. And 
you may have to vary your human 
relations approach to c with 
the emotional needs of different 
people, do not become a role 
player. 


your 


although 


ype 


Communication Is Important 
relations 
lines 
of communication. You may have 
noticed that people tend 
what they want to hear. When a 
man on the his 
ability to misinterpret goes into 
high gear as emotions and biases 
rule his thinking. So 
that you cannot communicate 
properly when arguing or 
with words. 

Your ideas may be 


Harmonious in-plant 
often get hung up on poor 


to hear 


goes defensive, 


remember 
rencing 


resisted if 
they run counter to what an as- 
believes is true. If you 
note such opposition, try to dis- 
cover what he thinks and correct 
him gracefully and sympathetical 
ly. 

If you’re wrong, admit it. This 
will encourage your man to make 
won't 


sociate 


similar concessions. If you 
he may swear he’s even 
though he knows he’s not. Don’t 
make your human relations con- 
tacts a battle of egos or wits. De- 
214) 


right 


(Please turn to page 





Call Crucible for fast answers to tough questions 


The inside account salesman is your 
direct line to Crucible’s warehouse of 


technical know-how on special steels. 


He can give you analyses, tempering 
times and temperatures, and even rec- 
ommended speeds and feeds. He’ll ask 
you intelligent questions. He may make 
suggestions. If he does, listen. His sug- 
gestions could help solve your problem. 


Integrated staffs of 


steel experts 





up the inside salesman. So if he 
t answer your questions quickly, he 
refer them to sales-service engi- 


rs in his office who specialize in 


| steels, stainless and alloys — or to 


onal customer technical service 


rineers whose specialties range from 
emical engineering to welding and 
tallurgy — even to research metal- 


s at Crucible mills, many of 
m are world-famous for their dis- 
eries in metals. 


Ask about your Crucible steel cen- 
ter’s many services the next time you 
talk to the inside salesman servicing 
your account. Or write: Crucible Steel 
Company of America, Four Gateway 
Center, P.O. Box 88, Pittsburgh 30, Pa. 


CALL CRUCIBLE 
— and ask to have your name 
added to the mailing list to 
receive local stock lists. 














A NEW FORM of structural 
steel, hollow structural tubing, 
promises buildings 30 to 40% 
lighter than those made with con- 
ventional sections. Made to struc- 
tural steel specifications, the new 
sections mean reduced construc- 
tion costs, lower freight charges, 
lower handling costs, and easier 
and faster field erection. They 
also have wide application as 
structural members of heavy 
equipment with similiar savings 
in weight and cost. 

The square and rectangular 
steel tubing is made by the Na- 
tional Tube Division of U. S. Steel 
on conventional pipe mills, in an 
economical, continuous operation. 
Rolled to ASTM and AISC speci- 
fications, the new 
come in ASTM A7 (33,000 psi 
yield strength) and ASTM 36 
(36,000 psi) carbon steel. 

Square tubing ranges from oné 
inch to eight inches square. Rec- 
tangles start at 2” x 3” and go 
through 4” x 6”. Stocked lengths 
run 36 to 42 feet. 

There are eight advantages to 
National Tube’s structural 
ing: 

1) Strength to weight ratio. 
The hollow construction distrib- 


structurals 


tub- 
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Lightweight 


Structurals 


Promise 


Cost Savings 


A six-inch square hot rolled carbon steel struc- 
tural tube emerges from the sizing mill at Na- 
tional Tube’s McKeesport works. The new prod- 
uct line comes in square and rectangular sizes 
and is made to structural steel specifications. 


ites stress evenly in all direc- 
The wall can 
therefore be lighter than in con- 
ventional structurals without 
ing strength. Weight 
can be from 30 to 40% 
tures 


tions. thickness 
re- 
duci savings 
over struc- 
employing regular rolled 
or fabricated members. 

2) Accumulated weight and 
cost saving. Lighter steel frame- 
work can mean lighter footings 
and foundations; less freight and 
handling costs; easier and faster 
erection. 

3) Workability. Hollow struc- 
turals can be subjected to most 
operations. The ma- 
terial has good ductility, bends 
well, flattens, cuts, punches, flares, 
and flanges easily. It can be 
welded by commonly used tech- 
niques. 

4) Appearance. The square and 
rectangular sections can be buffed 
to a smooth finish, painted, and 
left exposed. They do not have 
to be boxed in or otherwise 
covered at added expense. 

5) Maintenance. Smaller sur- 
the hollow structurals 
mean less exposed areas to main- 
tain. Smooth, uninterrupted sur- 
faces are easier to paint or clean. 
There is no internal corrosion. 


fabricating 


faces of 


6) Torsion resistance. Because 
of symmetrical design, round 
structural tubing has always been 
ideal for applications where re- 
sistance to torsion (twisting 
stress) is important. Square struc- 
tural tubing is equally effective. 

7) Conduit possibilities. Hollow 
sections can be used to carry 
plumbing, wiring, air condition- 
ing, and other utilities. 

8) Price. National Tube’s proc- 
ess for rolling square and rec- 
tangular shapes on regular pipe 
mills in a continuous operation 
makes it possible to hold the price 
range close to that of other struc- 
tural members. 

Building construction is 
main market for structural 
ing but it can be used in 
mechanical applications because 
of its torsion resistance. In addi- 
tion to the primary application as 
load-bearing columns, the hollow 
sections can be used as stanchions 
and stiffeners in shipbuilding, 
side stakes for railroad gondola 
cars, frame members of automo- 
tive, farm, and construction equip- 
ment, supporting members 
gantries, derricks, and booms, and 
other frame sections. 
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Tough Bags Cut 


Packing and Shipping Costs 


SEPTEMBER 11, 1961 


E XTENDIBLE multiwall paper 
bags, which were introduced a 
few years ago, are proving to be 
real cost savers wherever applied. 
For instance, American Cyana- 
mid Co., reports savings ranging 
from $4 to $5 per thousand bags. 
There is an additional reduction 
in freight costs because the bags 
weigh from 30 lbs to 60 lbs less 
per thousand than standard multi- 
wall bags. 

Useful in many industries, ex- 
tendible paper bags have found 
their widest application so far in 
packaging chemicals and plastics. 
Today they are used for alum, 
rubber chemicals, malamine res- 
ins, animal feeds, and fertilizers. 

The paper for extendible bags 
is regular, uncreped kraft which 
is compacted and compressed in 
the production process so that it 
has “give” and “stretch’—thus 
withstanding greater impact than 
standard paper. Because of this 
extra strength, it is possible to 
construct multiwall bags that 
generally require one ply less 
thickness than those made of the 
conventional kraft. 

Since extendible kraft is un- 
creped, it is readily coated with 
moisture protective materials, 
such as asphalt, polyethylene, and 
wax. For example, a 4-ply bag 
designed to hold yellow prussiate 
of soda—a chemical that must be 
kept absolutely dry—has one in- 
ner ply that is asphalt laminated 
to provide a moisture barrier. 


Polyethylene laminate is more 
expensive than asphalt, but has 
the advantage of reducing stiffness 
in cold weather or preventing 
bleeding if the bag is filled while 
contents are hot. It also avoids 
gumming of sewing needles and 
product contamination. Some- 
times the polythylene lining is 
placed next to the product be- 
cause its smoothness facilitates 
pouring. 


Paper Folds Easily 


A variety of rubber chemicals 
are bagged in the pasted valve 
type of extendible multiwall. The 
bag is constructed with top and 
bottom pasted closed and has a 
sleeve projecting from one side 
at the top for automatic machine 
filling. Extendible paper, more 
flexible than standard kraft, is 
easily folded and tucked when 
the bag has been filled. Pasted 
valve bags fill better, leak less, 
provide a square unit when 
stacked, and often require a little 
less paper than open mouth bags 
of equal capacity. 

The extendible paper used in 
these bags, trademarked “Clu- 
pak”, was invented by Sanford 
L. Cluett, who also originated 
the “Sanforized” shrink-resisting 
process for textiles. Commercial 
development was handled by 
West Virginia Pulp and Paver 
Co. With Cluett, Peabody & Co., 
it jointly formed Clupak Inc. as 
a licensing company. 


The extra “give” of extendible paper multiwall bags enables 
them to withstand the impact and hard knocks common in han- 
dling and shipping. Here one drops several inches from a chute 
to a conveyor without any damage. 
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HORIZONS 


System 





Here is a modern, functional system that combines four im- 
portant points. (1) the ability to\stop rust, (2) modern color 
harmony,,(3) durability to last and Jast, (4) ease of application. 
From machinery, equipment, and structural steel to tanks, steel 
fences and meta) sash —the Rust-Oleum New Color Horizons 
System can proyide lasting beauty in the colors of your choice. 
Ask your Rust-Oleum Industrial Distributor, together with your 
Rust-Oleum Factory Specialist, to make a survey of your plant 
and provide/ complete recommendations. Rust-Oleum Industriai 
Distributors maintain complete stocks for prompt delivery in all 
principal cities of the United States, Canada, and in many coun- 
tries around the world. 


Rust-Oleum, in its various forms, can also save you time and money on problems 
like these: Heat Resistance, Water Resistance, Chemical Resistance, Coating 
Galvanized Metal, Speedy-Dry Coatings (less than thirty minutes to dry). 


PROVED THROUGHOUT INDUSTRY FOR OVER THIRTY-FIVE YEARS 


See our catalog in Sweet's OPS 


Distinctive as 

your own fingerprint 
® There are imitations 
— but only one Rust-Oleum 


Insist upon industry-proved Rust-Oleum. Accept no substitute 


769 Damp-Proof Red Primer directly . ; ; 
over the sound rusted surface : af { 


STOP RUST by applying Rust-Oleum . a : » ‘wad NJ You take the brush! Try a a : 


Save time, money, and metal. Brush RUST-OLEUM CORPORATION 


Rust-Oleum 769 Damp-Proof Red 2985 Oakton Street © Evanston, Illinois 
Primer right over the remaining 


sound rusted surface after scraping At no cost or obligation, please send me: 
and wirebrushing to remove rust ft [[] New full-color catalog on New Color Horizons 
scale and loose rust. Specially- 


‘ System and specialized Rust-Oleum systems, 
processed fish oil vehicle pene Y including color charts and applications. 
trates rust to bare metal as proved 


in radioactive tracing studies O FREE TEST SAMPLE of Rust-Oleum 769 Damp- 
Proof Red Primer. 


oO Please have your representative contact us 
to discuss a plant survey. 





- .s 





Do You 
have requirements for 
“Special Gears ?” 





CHECK with 


FAIRFIELD! 


“Fairfield has furnished us with bevel and spur 
gears for many years and we are highly satisfied 
with their product,”’ states one of America’s best 
known makers of shovels, cranes, and draglines 
in referring to the above picture. Each gear 
(see arrows) is precison produced to match this 
builder’s specifications for plus value quality. 


Making gears to meet exacting specifications 
is our business. The special or unusual require- 
ments you have for design, size, finish, tolerances, 
materials, and heat treatment are often “‘stand- 
ard” at FAIRFIELD. Here, every facility needed 
is available for production of fine gears EFFI- 
CIENTLY, ECONOMICALLY. LARGE or 
SMALL, your inquiry will receive prompt atten- 
tion. CALL or WRITE. 


FAIRFIELD MANUFACTURING CO., INC. 
2321 South Concord Road e Lafayette, Indiana 
TELEPHONE: SHerwood 2-7353 


Gears and Differential's Made to Order for: 


TRACTORS * HEAVY DUTY TRUCKS * AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES * ROAD GRADERS * BUSES * STREET SWEEPERS © INDUSTRIAL LIFT TRUCKS 
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Open-Side Hopper 


A self-dumping hopper with 
open sides for handling long mate- 
rial makes possible efficient han- 
dling of timber cut-offs in lumber 
yards, strip metal scrap in stamp- 
ing plants, pipe and bar ends in 
metalworking plants, or other 
long awkard pieces. The hoppers 
are dumped by tripping a handle 
on the rear. They return to nor- 
mal upright position and lock au- 
tomatically. Units are mounted 
on skids for easy handling by fork 
trucks but may also be equipped 
with casters. Constructed from 
3/16” metal and reinforced with 
angle irons welded across front 
and back, hoppers come in widths 
ranging from 342 to 8 ft. Roura 
Iron Works, Inc., 1401 Woodland 
Ave., Detroit 11, Mich. 
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Square Inflated Bag 
Protects Sensitive Cargo 





" » 
— . - ee 
‘ 


lone 5 
See 4 


A square-cornered rubberized 
fabric bag that inflates to act as 
a shock absorber, cushions freight 

(Please turn to page 106) 
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Handsome and Hardworking 


Plexiglas ...lmplex 


~~ -F 





Flashing lights at sea shine brightly through large lenses and 
covers molded of PLEXIGLAS® acrylic plastic. The PLEXIGLAS 
parts are used in navigation lights for the U. S. Coast Guard, at 
a fraction of the cost and weight of cut glass lenses. Precision 
molding of the lens pattern gives the PLEXIGLAS lens maximum 


efficiency in light control, and the material resists weather, 
breakage and salt water. 


Winking lights at home are revolutionizing indoor photography 
by making indoor pictures without flashbulbs possible, with the 
new wink-light attachment shown above. Tough IMPLEX®, the 
high impact acrylic, gives handsome appearance and rugged dur- 
ability to the housing. PLEXIGLAS is used for the lens. 


We will be glad to help you use these Rohm & Haas acrylic mold- 
ing materials—to your advantage. 


For More Facts Write No. 203 on 
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PHILADELPHIA S,PA. 


In Canada: Rohm & Haas Company of Canada, Ltd., 
Hill, Ontario. 
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with DYSON Large Fasteners 


1%" BOLT DIAMETER AND UP 

DYSON LARGE FASTENERS are uniquely qualified to help 
you tie together large construction jobs. These giant fasteners 
134” bolt diameter and up) are real cost-savers, speeding up 
assembly of large construction and machinery units. Made in 
our own plant under the supervision of Dyson large fastener 
specialists, they offer unequalled ease of assembly and high 
strength factors to provide positive fastening. eects 
For details on the wide variety of Dyson large ss 


fasteners available, write for Bulletin 160 today. 


Every engineer needs this free digest of large fasteners. 


NEW BULLETIN ON LARGE sees caue a 
ez 


Joseph Dyson & Sons, Inc., 5155 St. Clair Ave., Cleveland 3, Ohio, HE 1-6157 
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against costly damage. The square 
dunnage bags are inserted as resi- 
lient air columns between sections 
of heavy but fragile loads. In- 
flated in minutes by air hose and 
portable compressor, the bags 
take the place of expensive, time- 
consuming installations of wood 
and strapping customarily used for 
shoring loads. The tough but light- 
weight bags are easily deflated 
for unloading and are reusable. 
Square corner construction makes 
the system more efficient. Bags 
expand from 6 to 24 in. and come 
in widths from 24 to 48 in., 
Lengths from 60 to 108 in. B. F. 
Goodrich Co., Akron, Ohio. 
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Small, Rugged Bulb Fits 
Miniature Pilot Lights 


‘ 


So | 


An incandescent lamp smaller 
than any previously designed for 
operation on standard voltage cir- 
cuits will make possible further 
miniaturization of pilot light as- 
semblies used on industrial and 
electrical equipment. The six-watt 
lamp is only % in. in diameter 
and 1-7 16 in. long, including can- 
delabra screw base. For maximum 
sturdiness, the new lamp employs 
two separate three-watt low volt- 
age filaments connected in series 
Instead of the usual one-filament 
mount the lamp uses two mounts, 
one for each filament. It produces 
36 lumens and can be used with 
lenses of all colors. Voltage rating 
is 125, bulb life 1500 hours. Gen- 
eral Electric Co., Nela Park, 
Cleveland 12, Ohio. 
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QUALITY 
SANDPAPER 


CARBORU 


eo ALITY 


= = = ae DPAPER 


Sandpaper sheet 


ind Economy” Rolls are deliberate 
o pay real dividends in small-j 
for all hand applications 
bench machine work. They 
finish more uniformly, becauss 
nder the same rigid contr om the 


same fine abrasive materials, as the most 
chnical coated abrasive products. Thei! 


cost is small—but the savings they bring can 


substantially reduce your overall expense 
Give your Carborundum distributor a few 


minutes to show how Carborundum quality 
backed by his own abrasive knowledge 


and service can help you 


—— CARBORUNEI 
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Convair uses the Mobil Program... 


Over 20,000 gallons of premium DTE « ire in use as fill for critical 
hydraulic production and test equipment, like this 100 Gravity Rucker 
hydraulic-drive centrifuge at Convair-Astronautics. The superior 
properties of DTE oil plus systematic analysis procedures have 
resulted in fills being kept in service up to 10 years with only normal 
make-up, minimizing hydraulic oil costs. 90% of all production 
equipment at Convair (approx. 12,000 units) is protected by only 
8 Mobil products. This planned simplification of lubricants used has 
permitted bulk purchasing economie $3,680.70 in 18 months. 
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cuts costs °19,085 in 18 months! 


FAMOUS NAME in this age of speed and space 
is Convair, maker of the 990, our fastest 
commercial jet; our fastest bomber, fastest fighter, 
most versatile intercontinental ballistic missile. 
Convair, Operating a great complex of plants in 
the San Diego area of California, relies upon the 
Mobil Program to help reduce i its Operating costs 
and keep its vital work going smoothly, efficiently , 

An indication of the success of this program 
is the fact that in the last 18 months Convair has 


benefited by a direct savings of $19,085. Convair 


has enjoyed substantial dollar savings every year 





Convair ¢ numerous vacuum pumps | n test 
equipment d med to simulate space cond 


Shown here is the Astronautics facility, the largest 


itions. 


of its kind, now 
program. In Ju 


ctively contributing to our 
Mobil Vacuum Pu 
replaced several more costly competitis 
then in use. Results were equal or super 

for the past 18 months: $1,339.05. 


1959. 


In July, 195 
operation 


cutting-oil specialist, in co- 
production personnel, set 
naintenance schedule 

inel in improved mainte 

procedure. These ps, 

of a Mobil 


service life up to 600° 


up a coolant 
helped 

along with the introduct 
ible coolant, extended cool 
in many cases. Sav 


these metal-working fluids for 18 months: $7,849.05, 


for more than ten years from the Mobil Program 
and priceless, indirect savings in smoother 
operations and less downtime. 

The systematic, continuing Mobil Program has 
achieved remarkable results. And the Mobil Pro- 
gram offers you today an outstanding combina- 
tion of experience and 
proof of performance 


expertness, products ang 

a combination tnat 
assures you of superior results in lowering your 
operating costs. For further information, contact 
your Mobil Representative or the Mobil Oil 
Cc ompany, 150 East 42nd St., New York | 1a > # 


Convair-San Diego experienced recurring sluggish- 
ness of table hydraulic control valves on a critical 
grinder. When monthly draining did not correct the 
condition, Mobil Engineers recommended flushing 
with solvent to loosen and dissolve contaminating 
materials. There has been no recurrence of é 
sluggishness, and oil-change 


valve 
intervals have been 
greatly extended. Savings for 18 months: $1,550.58. 


Over 6,000 electric motors ranging from 5 to 
power Convair-San Diego equipment 
lubricated bearings 


250 HP 
Although 
are being replaced with sealed- 
for-life units wherever possible, Mobil Engineers 
recommended a new grease for use on the remaining 
motor bearings. This doubled lubrication intervals 
from six months to a year, resulted in sz ivings over 
an 18-month period of $4,666.12 


Correct Lubrication 
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WELD WITH ARCOS FOR QUALITY WELD METAL 








Arcos offers a complete line of filler metals 
for welding stainless, low alloy steels, mild 
steels, aluminum, and for hard surfacing 
- - - manually or automatically. Arcos covered 
electrodes, electrode wires, and filler rods are avail- 
able for manual are, submerged arc, inert gas, CO. 
shielded, and electroslag processes. The quality of 
all Arcos filler metal products, including fluxes 
for submerged are welding and EB Inserts for 
root pass welding, is carefully controlled. Make 
sure it’s Arcos... be sure of top performance. 


 FAIRCOS 


Arcos Corporation - 1500 S. 50th St. - Philadelphia 43, Pa. 
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Handy Power Writer 
Marks All Materials 





An air-activated power writer 
is capable of marking all types of 
material such as plastics, metals, 
ceramics, and glass. The easily 
operated tool runs at speeds up 
to 12,000 blows per ::inute and 
produces markings fine as 
1/32”. It is driven by an air motor 
on a supply of 40 to 100 psi. The 
tool weighs 5% oz with hose and 
is 5-3/16 in. long. The carbide 
stylus can be sharpened or re- 
placed and depth marks are con- 
trolled by a throttle on the tool. 
Kelsey-Hayes Co., 3600 Military 
Ave., Detroit 32, Mich. 
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Friction Material Good 
For High Temperatures 





An organic friction material al- 
most completely eliminates fading 
under high temperature condi- 
tions. The new material, J-M 
Style 60, makes positive control 
of brakes and clutches possible 
up to 1000 degrees F under con- 
ditions of high loads and fast 
cycling. According to the manu- 
facturer, the material is particu- 
larly suited to severe duty serv- 


(Please turn to page 114) 
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everything in this | 
substation— 
transformers, switches, 
bus, structure—was 
Westinghe 












Westinghouse 
































ONLY JaL MAKES 
COLD FINISHED 
WIDE FLATS THAT ARE 
“MACHINE-SHOP 
PERFECT”? tin ovrtccwus tees 
J&L cold finished wide flats (six inches and up) are 
cold rolled and leveled—then the edges are duplex 
milled. Result? Wide flats with precise and uniform 


tolerances from bar to bar. Edges that are perfectly 
square and true. 


Only J&L produces tool-and-die quality, “machine- 
shop perfect” wide flats. Operators depend on them 
for stripper and bed plates, dies, jigs, fixtures and 
machine cams that are accurate and uniform, require 
less machining. 

These prepared, machined flats are readily available 
from your local Steel Service Center in widths up to 
145g” and in thicknesses from 14” to 24%”. 


Jones & Laughlin 
Steel Corporation 


STEEL 3 GATEWAY CENTER, PITTSBURGH 30, PENNSYLVANIA 
Where cold finished steel bars originated in 1859 


Your Steel Service Center stocks J&L Wide 
Flats as standard items for quick delivery. 


J&L Wide Flats are duplex 
milled after rolling to give 
you uniformly square edges 
that reduce or eliminate 
further machining. 


Steel's Symbol of 


strength, long life, 


and economy. 
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John Burrows, Plant Mgr., Ralston Purina, Davenport, Iowa, says: 
“,.. Anchor Fence really 
solved our problems.” 


“Our plant area used to be what the legal Call your local Anchor office 
profession calls an ‘attractive nuisance.’ today for a talk with one of ¢ 
Children and dogs had access to the Anchor’s trained sales engi- 
grounds. And we had pilferage and traffic neers. Write for free catalogue 
tangles to cope with too. The installation to: ANCHOR FENCE,6615. East- 
of Anchor Fence reallysolved our problems. ern Ave., Baltimore 24, Md. 
Traffic now flows more smoothly, employee 


cars are protected, and of course the safety 
of children is no longer a headache. The 
Anchor men made numerous trips to the 
plant to be sure the job was tailor-made 





9 Oivision of ANCHOR POST PRODUCTS, INC ® 
to our needs. 





Plonts in: Baltimore, Md.; Houston, Texas; and Whittier, Cal. * Sold direct from factory branches in principal! cities 
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Now you can-- 


Seal Com Four = 
FREUND TRIPLE-GRIP 


Can ning: 


* Exceed Post Office 
Requirements for Parcel Post Shipment 


I: you ship in friction top cans--it will pay you to seal 
the lids with Freund Triple-Grip Can Clips. Once applied 
--they stay put. And anyone can quickly and easily apply 
them--no skill or experience required. 
SEND FOR SAMPLES 

For convincing proof--you’re invited to try Freund Triple- 
Grip Can-Clips and see for yourself. Samples, simple in- 
structions, and low quantity prices--yours for the asking. 
Use your letterhead or handy coupon below. 


FREUND CAN COMPANY 
4445 Cottage Grove Ave. 
Chicago 53, Hlinc 


Without obligating us in any way--send us samples o 
Freund Tripie-Grip Can Clips so we can try them. 


| 
| 
| 
YOUR NAME ____ 
| 
| 


ATlantic 5-7700 


4445 Cottage Grove 
Chicago 53, Il. 





FIRM NAME ___ 
ADDRESS 
CITY 


For More 
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ice. It demonstrates unusual ab- 
sence of friction fade, wears well 
within acceptable limits for high 
friction materials. The molded 
material is tan in color and con- 
tains zinc particles. It is manu- 
factured in blocks, facings, and 
sheets. Johns-Manville, 22 East 
40th St., New York 16, N. Y. 
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Hot Mill Glove 
Good Up To 500 Degrees 


A hot mill glove that is designed 
for use where hot parts in the 450 
to 500 degree range are handled, 
is said to reduce employees’ hot 
hand complaints. Manufactured 
with foam interliner material the 
gloves were tested at 400 degrees 
F, at which temperature they took 
32.5 seconds to reach 125 degrees. 
Monte Glove Co., Maben, Miss. 
Write No. 24 on Information Card—Last Page 


New Bar Solder 
Cuts Rejects Sharply 


A bar solder that has cut print- 
ed circuit rejects from 8 in 400 
to 1 in 5000 is now available com- 
mercially. Designated Alvha Vac- 
uloy (R), the material is freer 
from oxide forming elements than 
most solders, thereby cutting 
dross, increasing bath life, reduc- 
ing inclusions, and producing 
brighter joints. The solder is 
stocked in most common tin-lead 
alloys and comes in standard 1 
lb bars or 9 Ib ingots for auto- 
matic machines. Alpha Metals, 
Inc., 56 Water St., Jersey City 4, 
N. J. 
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9 
There’s a PERMASEAL Idler to perfectly match 
your belt conveyor requirements. A broad line, plus 
skilled engineering help, enables you to select the 
idler that exactly meets your needs. No need to over- 
or under-design. Power requirements are minimized. 
Double, flexible diaphragm seals keep grease in the 
rolls, dirt out. Protect bearings for years. Accurate 
roll alignment and rugged construction provide 
long maintenance-free life for idlers, as well as 
conveyor belts. 

PERMASEAL Medium Duty Idlers are available 
with end rolls inclined at 20°, 35° and 45°; Heavy 





Duty Idlers at 20° and 35°. In addition to the stand- 
ard troughing idlers shown here, the PERMASEAL 
line includes Picking Belt Idlers, Impact Absorption 
Troughing Idlers, Flat Belt Carrying Idlers and 
Return Idlers—all types and sizes, for general and 
extra-heavy duty service. PERMASEAL Idlers 
handle belt widths up to 72”. 


4a 
Call your nearest Jeffrey distributor, or write for 
Belt Idler Catalog 996. The Jeffrey Manufacturing 
Company, 784 North Fourth St., Columbus 16, Ohio. 


(ONT 


If it’s conveyed, processed or mined, it's a job for Jeffrey 
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Tote Tank Can Handle 
Liquids, Bulk Materials 


A new material handling uuit is 
designed for use in factories or 
by carriers to transport either liq- 
uid or bulk materials. Called the 
Model 10-IN Tote-Tank, it can 
be used to carry all kinds of 
heavy and light materials such as 
chemicals, sand, manufactured 
components, finished goods, scrap, 
etc. The tote tanks can also be 
loaded at the factory to deiiver 
finished or semi-finished goods to 
other factories or the user. Made 
of 10-gauge welded steel, the tanks 
are long, narrow, and deep to 
hold large capacities, yet take 
little room in factory aisles, along- 
side machines, or in_ trailer 
trucks. Wheels, which have hand 
brakes and kick locks, are 
equipped with pneumatic, solid, 
or steel tires, as desired. Lull En- 
gineering Co., 3045 Highway 13, 
St. Paul 11, Minn. 
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Dome Shelters 
Men and Tools 


A lightweight, dome-shaped 
structure 22 ft in diameter is said 
to be sturdier, more durable and 
cheaper than a tent of equal size. 


116 


Ready-to-assemble shelter is a 
free-standing, portable dome 12% 
ft. tall which weighs only 450 Ibs 
but contains 352 sq ft of usable 
floor space for job-site storage of 
tools and materials, construction 
shacks, ete. Shelter is formed 
from panels of % in. thick foam 
core board, resin coated for 
weather resistance. Two men 
without experience can assemble 
the dome in one day using stand- 
ard hand tools. No foundation or 
special site preparation is neces- 
sary. Filtered Rosin Pro ucts Co., 
Sub. of Monsanto Chemical Co., 
Baxley, Ga. 
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Plasma Spray Gun Is 
Versatile Production Tool 


A compact, lightweight plasma 
gun designed for industrial use 1s 
only 5 in. long and weighs jus: 
342 lbs. It will spray coatings— 
including refractories—with a con- 
trolled thickness, density, and 
bond strength. It deposits coatings 
at twice the rate of comparable 
models and at savings of up to 
30° over existing processes such 
as oxyacetylene flame spraying. 
The gun can also be used to fab- 
ricate free-standing forms. High 
regulation of powder feed by an 
electro-mechanical system using a 
vernier control permits use of 
powders previously too fine for 
plasma guns. Aveo Corporation, 
201 Lowell St., Wilmington, Mass. 
Write No. 28 on Information Card—Last Page 


Super Steel Maintains 
Strengths at LOOOF. 


An ultra-high strength steel can 
be heat treated to an ultimate 
tensile strength of at least 360,000 

(Please turn to page 120) 





An 

important 
announcement 
to users 

and buyers 

of miniature 
and instrument 
ball bearings 


Caveat emptor 


“There is hardly anything in 
the world that some men cannot 
make a little worse and sell a 
little cheaper and the people who 
consider price only are this man’s 
lawful prey.” 


attributed to John Ruskin 
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The past three months have seen much activity 
in the miniature and instrument bearing field. Start- 
ing with MPB’s introduction of MINA Bearings (ABEC 
3 precision grade), the bearing user has been con- 
fronted more recently with fluctuating prices as 
well as the introduction of low-priced Class 5 bear- 
ings. These events have produced numerous ques- 
tions from bearing users, chiefly concerned with 
how the price reductions affect performance and 
reliability, and puzzlement over the rea! need for a 
class 5 bearing with uncertain performance levels. 


ee a a RS PRESS 


Prices for miniature and instrument bearings are 
based on the grade of precision (*ABEC tolerance 
specifications) and at the same time related to the 
quality controls needed to insure performance and 
reliability. Thus, to effectively specify bearings, the 
designer and buyer must understand exactly what 
price means both in terms of performance and 
grade of precision. There are five ABEC grades of 
precision for miniature bearings, as shown in the 
following table of tolerances: 


*ABEC stands for Annular Bearing Engineers’ Committee of 
the Anti-Friction Bearing Manufacturers Association (AFBMA) 


MSA RS oe oes ES 


ABEC TOLERANCES (in ten thousandths of an inch) — MINIATURE BEARINGS 





INNER RING 





OUTER RING 





raceway face groove | 


bore runout runout runout | Width 


+0 with bore with bore | with face | Variation 








raceway | face groove , 
runcut | runout runout width +0 


with o.d. | with o.d.| with face | Variation 


ring width 
tolerance 





6 — - 50 





4 | — 50 





2 | 3 3 2 50 





2 1Y2 2 1 50 





Two important facts are quite evident from this 
chart 


(1) There is only a small quantitative difference in 
the tolerances for the complete range of grades 
and even a much smaller quantitative difference 
between, for example, ABEC 5 and ABEC 7. 

(2) Many factors extremely pertinent to bearing 

performance in precision instrument applica- 

tions are not covered by ABEC specifications 

The ABEC specs provide excelient definitions 

of dimensional accuracy, but this is all they 

define 


Some of the important factors affecting bearing 
performance not covered by ABEC standards are 


Material and heat components. 


1 

2 Smoothness of operation 
3 Cleanliness, or freedon 
4 Noise and vibration leve 
7 Starting torque 

6 Running torque 

7 Conformity of race to b 
x Surface finish of bearing 


9 Load capacity 


In many applications one or more of these factors 
may be far more important to bearing performance 
than the dimensional accuracy (precision grade) of 
the bearing. The bearing user must recognize exactly 
what is, and what is not covered by ABEC specs; and 
he must coordinate this information with the operat 
ing requirements of his specific application. (An MPB 
bearing engineer will he glad to assist you). 


MPB has established numerous standards for its 
bearings, in addition to the dimensional tolerances of 
the ABEC grades, which include special material and 
heat treatment specifications, special noise and vibra- 
tion tests, surface finish tolerances and inspections, 
race curvature control, and extensive precautions to 
ensure cleanliness of the finished product. 











V2 V2 V2 1/2 10 
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From the viewpoint of value analysis, these con- 
trols which assure quality and performance can affect 
cost of the bearing as much or even more than opera- 
tions required to achieve a certain grade of precision. 
Therefore, the sophisticated bearing buyer knows that 
any drastic cost reduction for a given precision grade 
hearing reflects omission or slackening of controls, 


This approach to marketing is not consistent with 
MPB's philosophy of producing a high quality product 
at a fair price. Therefore, we have established a pro- 
duction and pricing policy which results in fair-value 
unit costs without any sacrifice in inspection controls. 
MPB’s new policy is as follows: 


MPB will produce standard bearings in two 
precision grades — “Basic 7” and ABEC 3. “Basic 
7” is MPB’s designation for ABEC 7 bearings 
with .0002” (ABEC 5) tolerance on bore dimen- 
sion to facilitate fitting practice. Standard ABEC 
7 bore tolerance can be furnished at no extra 
cost. ABEC 3 bearings produced by MPB are 
designated by the tradename MINA Bearings. 
ABEC 5 grade bearings will be produced only on 
special order. 


Features such as special radial play, special 
lubrication, packaging, coding, etc., formerly 
supplied at no additional cost (these costs were 
amortized over all bearing production), will now 
carry a price additive. Consequently, changes 
have been made in the price of basic bearings. 
Through this pricing plan every user is assured 
of highest bearing quality and reliability, but 
each customer pays for only those special re- 
quirements that he specifies. To most customers 
this plan will result in substantially better bear- 
ing prices. 


You are cordially invited to send for MPB’s new 
Engineering Catalog and new prices. The latter, 
too, are virtually miracles in miniaturization 


V thw. Ye < 


Horace D. Gueerr 


hE ‘7s 
KS Yee 


Helps you perform miracles in miniaturization 


MINIATURE PRECISION BEARINGS, INC. PRECISION PARK, KEENE,N. H. 
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INLAND STEEL IS HERE 





SEPTEMBER 11, 1961 


To people the world over, Detroit means auto- 
mobiles and the marvels of mass production. It 
was here in the early 1900’s that Henry Ford 
pioneered assembly line techniques, producing 
cars within the means of millions of families, 
Here, men like Olds, Durant, Buick, Chrysler 
and the Fishers, introduced a new way of 


life and changed the very face of our nation, 


Today, Detroit is not only a manufacturing giant 
—producing cars, machine tool accessories, 
foundry items, metal stampings, hardware, in- 
dustrial chemicals, heavy handling equipment, 
conveyors, drugs, paints and a host of commer- 
cial products ... today Detroit is also a center 


of learning and of beauty. 


Its dramatic Civic Center covers 78 acres of 
waterfront. Its schools like Wayne State Uni- 
versity and Cranbrook; its Art Institute; its 
General Motors Technical Center housing more 
than 4,000 scientists; its Belle Isle Park, Green- 
field Village with its marvelous Ford Museum— 


all are known everywhere in America. 


Here, Inland has served with steel and metallur- 
gical knowledge. Here Inland is a name well- 
known. Here, in one of the greatest manufac- 
turing complexes on the face of the globe— 


dynamic eastern Michigan, northwest Ohio, 


One of a series depicting market areas served by Inland + Art by Harry Wysocki 


cities like Flint, Lansing, Toledo, Jackson and 
Detroit. Here, from its earliest beginnings in 
the making of steel, Inland has been serving the 
needs of the area and its men of vision. Thus 
the astounding development of the automotive 
industry has vitally affected the growth of 
Inland. One of the first to provide a wide cold 
rolling mill, Inland completed its 72” mill just 
when car manufacturers called for sheets of 
such width. In 1959 still another cold rolled 
sheet mill was installed, increasing capacity to 
serve by a full 50%. And tomorrow .. . in this 
very year of 1961, Inland, already one of the 
largest producers of galvanized steel, will com- 
plete its fourth galvanizing line . . . continually 
expanding its service capabilities to meet the 
needs of Detroit. 


Yes, Inland Steel is here. Here because Inland 
knows the area, knows its industries, knows its 


men... and enjoys doing business with them all. 


INLAND STEEL COMPANY 


30 West Monroe Street 


Chicago 3, Illinois 
Sales Offices: Chicago * Davenport * Detroit * Houston * Indianapolis 
Kansas City * Milwaukee * New York ¢ St. Louis * St. Paul 

Other Members of the Inland Family: Joseph T. Ryerson 
& Son, Inc. + Inland Steel Products Company « Inland Steel 
Container Company* « Inland Lime & Stone Company* 


* Division 
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UTICA 
UNWRAPS 
A NEW 
BENT CHAIN 
NOSE 
PLIER 


“Electronic Plier-of-the-Month” September — 


Never before available on an industry-wide basis! This month’s 
Utica special is the #25-5.... a new bent chain nose plier designed 
to grip, twist and loop very fine wire in elosely confined areas. It’s 
ideal for work on chassis as well as other subminiature electronic 
assemblies. Special features include 60° angle bent chain nose @ 
Beveled edges full length of jaw ® Fine serrations in jaws to pre- 
vent nicking or marking ® Primer coated dipped cushion grip 
handles and Bauer spring to reduce operator fatigue @ Induction 
hardened edges @ Gleaming finish © Backed by Utica’s famous full 
guarantee. Write for complete information on the #25-5 or the 
Utica Electronic Plier of the Month program. Or ask to have your 
Utica distributor call! 


UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 


UTICA 
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Products 
(Continued from page 116) 





psi with a yield strength of 290,- 
000 psi, a reduction in area of 20 
to 30%, and an elongation in two 
inches of 6 to 8%. Called Vasco- 
jet M-A, the steel maintains high 
strength at temperatures to 1000 
F. It is readily machined or 
ground and can be hot or cold 
formed. Designed for ultra-high 
strength performance, the mate- 
rial is expected to be useful in 
aircraft and missile design, for 
bearing manufacturing, and in the 
fasteners industry because its high 
shear strength fits applications 
where weight reduction and small 
size members are important. The 
steel is offered in bars, forgings, 
sheet plate, and wire. Vanadium- 
Alloys Steel Co., Latrobe, Pa. 
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Chain Link Fence 
Needs No Painting 
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A chain link fence for outdoor 
installation under many corrosive 
conditions requires no painting. 
Treated at the manufacturing 
plant with a process called “alo- 
dizing,” the aluminum wire and 
posts require no painting even in 
industrial or coastal areas. The 
phosphate-chromate alodine be- 
comes an integral part of the 
metal, giving it a permanent green 
color as well as a high degree of 
corrosion resistance. The color 
will not flake, peel, or chip, and 
contracts and expands evenly with 
the base metal. In addition, the 
green fencing reduces glare and 
harmonizes better with surround- 
ings than does bright material. 
Chain-Link Fence Co. of Pennsyl- 
vania, Ambler, Pa. 
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superior latching 


PcB relay 


if, 
4 
This DPDT, permanent magnet, latching relay is superior on - 2. 
these counts: (1) shorter height for maximum compactness : 
between stacked circuit boards; (2) greater sensitivity (80 milli- 
watts); (3) better vibration resistance (30 g to 2000 cps); (4) better i 
shock resistance (100 . 


g) 
Designated the FL Series, this relay meets al! applicable sec- 
tions of MIL-R-5757D, MIL-R-6106C and ABMA #4PD-R-187. 
Call your nearest P&B representative today for complete in- 


formation about the whole P&B family of microminiature relays. 


3 
3 
: 
: 
: 
; 
; 
: 
; 
: 
’ 
. 
3 
; 
$ 
: 
: 
: 
: 
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Printed circuit board using 4 FL 
relays was designed by the Mart 

FL SERIES SPECIFICATIONS Company, Orlando, as part 

va prox Jard ground support equipme 

Shock: 100 g for 11 milliseconds with n at 25°C t erature Najor missile project 

contact openings 80 m 


Contact Arrangement: DPOT Pull-tn: 150 « 


watt 
Vibration: .195; max. excursior 1 5 coil tem 


cps. 30 g from 55 to 200 tact Conte Time 
openings nomir 


Linear Acceleration: 400 “ Dimensions 
no contact openings wide 


THERE’S A Pe B 


CRYSTAL CASE RELAY 


FOR YOUR PROJECT 


Diode in relay case is used for arc suppres Nor hing or latching relays in Terminals spaced on .200” grids are 
sion in special applications. Four diodes form ‘ nventional crystal cases with or available on ali PaB mi rominiature 
full-wave bridge rectifier for 400 es : , y vithou der brackets, studs or relays. These carry a “G" suffix 
nounting plates. All types of ter SCG and SLG) and are .890” high 

are available .800” wide, .400° deep, max 


relays are shown slightly reduced in size 


P&B STANDARD RELAYS ARE AVAILABLE AT YOUR LOCAL ELECTRONICS PARTS DISTRIBUTOR 


POTTER & BRUMFIELD 


DIVISION OF AMERICAN MACHINE & FOUNDRY COMPANY . PRINCETON, INDIANA 


IN CANADA: POTTER & BRUMFIELD, DIVISION OF AMF CANADA LIMITED, GUELPH, ONTARIO 
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Lincoln: Idealarcs. Men 
work better with these 
machines simply because 
they like them better. 








eS 








». LINCOLN IDEALARC WELDERS 


TM, R3M and TIG are the designations for the families of Lincoln 
heavy-duty Idealarc welders. R3M uses DC electrodes only; the TM, 
both AC and DC electrodes; and the TIG, either type electrode plus 
the inert gas process. One or more of these machines will handle 
every conceivable manual welding task, and, at the same time, permit 
your operations to stay flexible to meet future market conditions 
or accommodate newly developed electrodes. And do it profitably! 














While stick welding makes up the bulk of most shop 
work, there is a growing use of stainless steels, 
aluminum, magnesium and other non-ferrous metals 
which are welded with an inert gas shield. Lincoln’s 
Idealare TIG welder provides both AC and DC 
currents plus high frequency, gas and water controls 
for the Tungsten Inert Gas process. It is the most 
complete, most versatile machine made for manual 
welding, and thus is ideal for large job shops. 


— 


Structural and heavy equipment fabricators feel that 
low machine cost plus reliability are the keys to 
profits on long-run, repetitive production work such 
as this. Idealare TM’s were chosen here since they 
are the lowest cost, straight AC welder made. And 
they have proved dependable through years of hard 
service. Get facts about Idealarcs from your Lincoln 
field engineer . . . a specialist in welding. Or write for 
bulletins which describe each machine in detail. 


Shipyard work has flat fabrication where high-speed AC electrodes 
are best—and vertical and overhead welding when DC is preferred. 
Idealarc T M’s are available in two models—straight AC, and AC/DC. 
The latter was used here since with it, you can change from one 
current to the other just by flipping a switch . . . that fast. This 
kind of flexibility lets you stay competitive as demand for high 
speeds and top electrode performance increases. 


THE LINCOLN ELECTRIC COMPANY DEPT. 2841 CLEVELAND 17, GQHIO 


WELDERS 


THE WORLD'S LARGEST MANUFACTURER OF ARC WELDING EQUIPMENT AND ELECTRODES 
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Send For Your 


UDDEHOLM 


Spring Steel 
Catalog- 
Stocklist 


This 44-page booklet provides full information on all grades and sizes of fine 
UDDEHOLM SWEDISH Specialty Spring Steels. They are produced in our Swedish 
Mills, from high-purity iron ores. The excellent flatness, uniformity and close thickness 
tolerances of UDDEHOLM Spring Steels will give you a better product at less cost. 


BLUE TEMPERED ~- ANNEALED 
Spring Steels 


.». in different grades, tempers and finishes are some of the types stocked in our 
modern warehouses. Sizes range from .001” to .125” thick, 4%” to 1614” wide. Slitting 
and edging facilities are also available. 


1p UDDEHOLM ;: AMERICA 


155 East 44th St., New York 17, N. Y., MUrray Hill 7-4575 


Serving American Industry for more than 70 years 

Branch Offices & Warehouses — Chicago, !!!.— Cleveland, ( Detroit, Mich.—Los Angeles, Calif.— 

Newington, Conn.—Philadelphia, Pa.—In Canada—Uddeholm (Canada) Ltd., Montreal —Toronto 
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TOOL & DIE STEELS 
COLD ROLLED SPRING 
STEELS 








High-load Bearing saves radial space! 


BEARINGS 








E Type JRCS—Sleeve, Cage ond 
Narrow wall sections and Cosing for use en enhard- 


ened shafts and housings. 
. . 
multiple lengths are ideal 


—where journal radial space is limited 
—where shafts are close together 


—where extra journal length is needed 


—or other applications where a space- 
saving, high-load bearing is desirable 

Orange Journal Roller Bearings fill a place me a 

between needle bearings and cylindrical Type JRC—Cage and Casing 

bearings, dimensionally and in load capa- for vse on hardened and 

city. Made in 3 separable parts, usable ground shafts. 

3 ways. Permit more flexible journal de- 

sign because many combinations are avail- 

able from stock, including 30 sizes from 

%” to 5” bore, in nine lengths from 1” 


to 5”, offering 3 to 5 lengths for each 
bore. 


Write for Manual M-59 giving complete 
engineering data. 


Orange Roller Bearing Co., INC. tye sx-Loge only. Low. 
t, . i -and- 
554 Main St., Orange, N. J. poe wae. Bien 
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Marking Ink Dries On 
Non-Porous Surfaces 


Ne: 


A new marking ink enables 
printing of code numbers, identi- 
fication, etc., directly on non-por- 
ous surfaces when using a stencil 
and hand-printer. The new prod- 
ucts make a high-speed, low-cost 
marking system possible. Numbers 
and other information can be 
printed on plastics, metals, glass, 
rubber, cellophane, and other non- 
porous surfaces at a speed of 40 
to 60 prints per minute. Because 
the ink dries in a few seconds 
the system is adaptable to produc- 
tion line use. Ink comes in five 
colors: blue, green, red, orange, 
and yellow. Weber Marking Sys- 
tems, Inc., Weber Industrial Park, 
Mount Prospect, Iil. 
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All-Around Transistor 
Has Many Uses 


A new silicon transistor that can 
perform jobs of up to 40% of the 
more than 2000 transistor types on 
the market is described as a sig- 
nificant step in the search for a 
universal transistor—one that can 
handle every combination of pow- 
er, frequency, and energy re- 
quired to operate modern elec- 
tronic equipment. The all-around 
device, identified by the number 
2N2102, is capable of high per- 
formance over an extended sweep 
of application and circuit require- 
ments. A special manufacturing 
technology gives it unusual pow- 
ers for amplifying, switching, or 
regulating current flow. In addi- 
tion it has great electrical stability 
and reliability. Radio Corporation 
of America, 30 Rockefeller Plaza, 
New York 20, N. Y. 


Write No. 32 on Information Card—Last Page 


PuRCHASING 





Chemical deliveries... any time... anywhere 
... from Western Chemical & Supply Co. 


Gam 


Hite 21 


Oil and gas industry customers have learned that 
Western Chemical & Supply Company services orders 
promptly within 150 miles of their store and warehouse 
locations at Odessa and Borger, Texas, Farmington, 
New Mexico and Liberal, Kansas. 


Western Chemical carries a complete warehouse stock 
of Mathieson and Blockson chemicals for industry, with 
emphasis on the needs of oil and gas producers in the 
Southwest. Because their business is built on fast 
delivery, Western Chemical & Supply trucks are kept 
on the go night and day. Maximum delivery time from 
stock? Within 24 hours. 


Prompt service like this is typical of what you can expect 
from the outstanding distributors handling Mathieson 
and Blockson chemicals. We will be pleased to tell you 
about a distributor in your area. For more information, 
write OLIN MATHIESON, Baltimore 3, Maryland. 


Olin 


CHEMICALS DIVISION 


oh - 
Western Chemical stores are designed for speed and effi- 
ciency. The tanks visible at right hold Olin glycols and 
ethanolamines. Behind them are storage tanks for Mathieson 
sulfuric acid. 


John A. Lachowsky, salesman; L. M. Adair, vice-president, 
and A. O. Pickens, general sales manager, talk over the day’s 
orders. 


Joe Almaguer heads for the highway with an order of Olin 
Mathieson chemicals. A large truck fleet makes direct de- 
liveries on a 24-hour basis. 


MATHIESON Chemicals: Ammonia * Sodium Bicarbonate * Carbon Dioxide * Caustic Soda * Chlorine * Hydrazine and Derivatives * Hypochlorite 
Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Products * Sodium Methy- 


late ¢ Sulfur (Processed) * Sulfuric Acid * Urea 


BLOCKSON Chemicals: Trisodium Phosphate * Trisodium Phosphate Chlorinated * Sodium Tripolyphosphate * Tetrasodium Pyrophosphate 
* Polyphos (Sodium Hexametaphosphate) * Monosodium Phosphate * Disodium Phosphate « Sodium Acid Pyrophosphate « Tetrapotassium Pyrophos- 
phate ¢ Sulfuric Acid * Hydrofluoric Acid * Phosphoric Acid * Sodium Silicofluoride * Sodium Fluoride * Teox® 120 Surfactant. 
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Tomorrow’s tubing techno/ogy—today 


How closely can we control tubing tolerances ? 


It depends on your requirements. Normally we work to com- 
mercial tolerances, but in most cases we can hold better than 
one-half these specifications. For example, on an order for 
C-1008 steel tubing with an OD of .501 in. and an ID of .442 in., 
we held the OD tolerance to +.0005 —.000 in., 10 times as 
close as the commercial tolerance for this OD. The !D tolerance 
was held to +.002 —.000, or better than one-half commercial 
tolerance. On an order for Type 304 stainless tubing with an 
ID of .0606 in., the tolerance was held to +.0003 in. (com- 
mercial tolerance is +.000 —.002 in.). 

Equally close tolerances can be held on wall thickness, +5% 
where commercial tolerance is +10%. On cut lengths where 
precise perpendicular cuts are required, the tolerance can be 
held to .005 in. spread on lengths to 1 ft., .010 in. spread on 
lengths 1 to 10 ft. Squareness of cut ends can be controlled 
to .002 in. 

How, you ask, do we maintain such close tolerances? It is 
done through careful selection of raw stock and use of precise 
measuring devices through all phases of production by skilled 
quality-control personnel. Among the precision equipment we 
normally use are air gages, optical comparators, torsion 


balances, ultrasonic gaging equipment, plus numerous plug 
gages and bench and hand micrometers—all calibrated true 
to standards. 

Whether you need small-diameter tubing to commercial 
standards or extremely close tolerances, in quantities from 50 
to over 1,000,000 ft., call on us. We offer over 120 analyses 
in ODs from .010 to % in. We maintain a staff of field specialists 
and sell through convenient Steel Service Centers across the 
nation—only a matter of hours from your desk and your needs. 
As for tolerances and a selection and application guide ask for 
Data Memorandum #8 and Bulletin #42. Superior Tube 
Company, 2034 Germantown Ave., Norristown, Pa. 


Superior Tube 


The big name in small tubing 
NORRISTOWN, PA. 


West Coast: Pacific Tube Company, Los Angeles, California 
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PROBLEM: How to specify moisture protection for your product without 
being an expert on packaging papers or coatings 





SOLUTION: With International Paper’s new “Levels of Protection” you 


buy precisely the packaging protection you need and no more 


Yow, with its “Levels of Protection,’ 

International Paper cuts through 

the confusion resulting from the many 

different types of moisture-barrier pa- 
pers available today. 

The “Levels of Protection” system 
provides the first effective yardstick for 
comparing one moisture-barrier paper 
with another. This means you don't have 
to be an expert on papers, coatings and 
weights to get the best packaging for 


your money. 


This new rating system evaluates all 
our moisture-barrier papers—regardless 
of type or weight of coating—against a 
scientifically graduated scale of levels 
of protection. Knowing what product 
you package, we Can quickly recom- 
mend the most effective level of protec- 
tion for that product 

But this rating system has another 
dimension. Since we can supply a num- 
ber of different types of moisture-bar- 


riers for any given level of protection, 


we can offer you the one barrier that 
most economically furnishes the level of 
protection you require tor youl product. 

This new system is another example 
of the complete packaging service of- 
tered you by International Paper. Serv- 
ice which includes a complete range of 
paper packaging and paper packaging 
materials, skilled packaging engineers, 
printing and design service. 

For full details, call any of our sales 
offices or write us direct. 


INTERNATIONAL PAPER 


Manufacturers of papers f 
ii 


cartons « milk containe 


NEW YORK 17, N.Y 
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A 36 square foot cubicle has 
equipment and devices to help 
an executive work off tensions. 


Reduce Stress 
And Strain 
In the Office 


Photos courtesy Macey- 
Fowler Inc 


New York 


Feature of the executive office 
is the “L-Shaped” desk by 
Stow & Davis. It has a retract- 
able shelf for dictating equip- 
ment, telephone, and lighting 


controls. 


Frevup suggested that one of 
the best cures for a neurosis is 
to fall in love (see “The Facts 
About Executive Tension,” Pur- 
chasing Magazine, April 10, 1961) 
A more practical release for ex- 
cessive stress: relax more, exer- 
cise more. 

Dr. Maurice Maltinsky, forme 
president of the Rochester (N.Y.) 
Academy of General Practition- 
ers, told a meeting of the Pur- 
chasing Agents Association of 
Rochester, “Relaxation doesn’t 
mean golf on the weekend, or 
joining the club, or going on a 
cruise. It’s more basic than that. 

“Tt means relaxing at your job. 
If you can’t, you’re not the effi- 
cient purchasing agent your com- 
pany thinks it’s getting.” 

The Executive Furniture Guild 
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recently showed a set of offices 
it says will make it easier for ex- 
ecutives to do more relaxing and 
exercising on the job. The Guild’s 
“Tension Easer Suite” was de- 
signed by George W. Reinoehl, in 
‘onsultation with physical fitness 
expert, Bonnie Prudden. 

A 36 square foot cubicle at one 
nd of the office is outfitted with 
equipment and devices for reliev- 
ng tension—not for building 
muscles. An inclined, carpeted 
vall at the far end will assist a 
harassed purchasing agent to do 
“push-ups” from an erect position. 

He can sit on the stool, fix his 
toes under a “toe and heel catch” 
and he’s ready to lean backward 
for relaxation of stiff, tense back 
muscles. Or he can take a few 
turns on a stainless steel chinning 


bar. Forty-five seconds to a min- 
ute-and-a-half on the bar will 
help him work off accumulated 
tensions. 

Combined with the exercise 
area are comfortable, functional 
furniture, effective lighting, and 
efficient layout. 

A quiet, relaxing atmosphere is 
also a necessary part of the office. 
Two-toned pile floor covering plus 
felt-lined walls and specially de- 
signed sectional sofa and chairs 
upholstered with felt give the 
office high sound-absorbent qual- 
ities. 

Light blue upholstery against a 
neutral background of hemp and 
pearl grey emphasizes the impor- 
tance of color in creating a restful, 
soothing atmosphere for the har- 
assed executive. 
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How much extra money 


could you make with 


these new and improved 


Bell System services ? 





1 DaTta-PHONE data set 


2 Pushbutton Intercom 





Our Communications Consultant 


can help you find out now! 


Can your employees reach each other without 
time-wasting visits and costly delays? 


Are you using a manual PBX when a dial 
PBX would do the job faster and cheaper? 


Are you sending orders, inventory records, 
prices and other business data to distant locations 
by outmoded ways that are slow and require 
extensive and expensive paperwork? 

Do you know all of the ways Bell cornmunica- 
tions can cut your operating costs and boost 
your revenues? 


3 Automatic Answering 
and Recording Set 


4 Console Switchboards 
5 Speakerphone 
6 Cait DiReEcTOR telephone 


It’s easy to find out. A call to any Bell Tele- 
phone Business Office will bring a Communications 
Consultant with the full story. Talk with him. 
You have everything to gain and nothing to lose. 


Says Merritt L. Thompson, “resident, 
Sink and Edwards Company, roofing 
and siding firm of Indianapolis: 


“We had outgrown our telephone facilities. The Com- 
munications Consultant recommended additional incom- 
ing lines, a new Bell intercom system, extra warehouse 
stations and a new CALL DIRECTOR phone for our recep- 
tionist. They’ve solved our ‘busy line’ problem and 
boosted efficiency all around. Our operating costs have 
dropped sharply —and profits have gone up accordingly !’’ 


BELL TELEPHONE SYSTEM 
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HOW DO YOU DO... I’m here to sell paper. PLovER BonD, that is. PLOVER Bonn is whiter, 
brighter, stronger and visibly better. Compare a sheet of PLOVER BOND with any other cotton fiber 
content paper — you'll see the difference immediately. Print something on PLOVER BOND — say your 
all-important corporate image-building letterhead — and your customers, prospects and other busi- 
ness friends will get a brand new view of your company. A vivid, sparkling, imaginative reflection of 
your personnel, products and business. It’s as descriptive as a firm, warm handshake. Sheet-after- 
sheet, PLOVER BOND is uniform all the way through. Try it the next time you order paper. At the 
same time you might want to consider modifying your present letterhead design. If you would like 
some help and a kit of handsome examples, ask your PLOVER Bonp Paper Distributor for a compli- 
mentary copy of our new WORKBOOK OF CREATIVE LETTERHEAD DESIGN or write directly to us. 


WHITING- R & PAPER COMPANY, STEVENS POINT, WISCONSIN 


V better papers are made with cotton fiber 
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5 WAYS THE MOORE MAN CAN GIVE YOU A HAND 


1. COST Time and labor spent in preparing records often 
cause needless expense. The Moore man can help you 
eliminate re-writing that’s costly, forms that get only half 
the facts, late billing methods that delay incoming cash. 
You will also gain in 2. Control, 3. System, 4. Speed, 5. 
Simplification. Build control with Moore Business Forms. 


An extra ‘employee’ working for you—Which forms should 
you have? The Moore man isn't limited—he can furnish 
any forms construction. He knows systems and short cuts 
that avoid work duplication. He’s backed by Moore’s re- 
search teams who are at work designing forms to cut 
costs. Moore’s plants are located near you for fast service. 


MOORE BUSINESS FORMS 


Moore Business Forms, Inc. + Niagara Falls, N. ¥. + Park Ridge, Ill. « Denton, Tex. + Emeryville, Calif. Over 300 offices and factories in North America. 





office 


downtime 
9 


the FIDGETER 


Office Chair Discomfort 
Causes High Downtime... 


slow workmanship 
high absenteeism 
multiple errors 
hot tempers 
personnel turnover 
extended breaks 


Take a quick look around your 
office for the squirmers, the wan- 
derers, the sprawlers, the fidgeters. 
How much are worn-out or im- 
proper chairs costing you? Check 
with your Harter dealer. At his 
Harter Seating Center he offers 
personally-adjusted, comfort- 
designed Harter chairs of all styles 
and types. To keep your staff on 
the job and on the ball... 


Switch To Harter 








For Harter Seating Center location and fur- 
ther information, attach this coupon to your 
letterhead and mail to: 


HARTER CORPORATION 
929-1 Prairie, Sturgis, Michigan 
Canada: 


Harter Metal Furniture, Ltd., 139 Cardigan, Guelph, Ontario : 


Mexico: 
Briones-Harter, S.A., Lago iseo 96, Mexico 17, D.F. 
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Reading improvement § ma- 
chine has been placed on the 
market by Craig Research, Inc., 
3410 So. La Cienega Blvd., Los 
Angeles, Calif. It is automatic 
and programmed to fit the vary- 
ing reading requirements and 
ability of the individual user. 
The unit is portable and has a 
reading range adjustment of 100 
words per minute to over 1000 
words per minute. 
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Adjustable steel shelves with 
nine cardboard containers are be- 
ing marketed by Fort Steuben 
Metal Products Co., P.O. Box 268, 
Weirton, West Virginia. The con- 
tainers measure 9144” x 11” x 11” 
and have reinforced seams with 
mildew-resistant construction. The 
entire unit stands three feet high. 
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Packaged in a roll, a new block- 
out correction tape has its under- 
side coated with a white clay and 
talc mixture. To “erase”, a typist 
tears away a strip of the material, 
positions it on the correspondence 


at the place where the error oc- 
curred, restrikes the original er- 
ror, and then types the correct 
letter. The chalk-like mixture ad- 
heres to the paper, masking the 
wrong letter with the correct let- 
ter superimposed. It is a product 
of Joseph Dixon Crucible Co., 
Jersey City, N. J. 
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Intercom telephone designed so 
that calls can be made and re- 
ceived without lifting the re- 
ceiver was recently introduced by 
Tele-Norm Corporation, North- 
ern Blvd., Woodside, N. Y. If pri- 
vacy is desired, lifting the hand- 
set cuts out the loudspeaker sys- 
tem. The new unit also permits 
switching from private to am- 
plified conversation on the same 
connection without the necessity 
of hanging up and redialing. 
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Transparent plastic pages in a 
six-ring binder for holding busi- 
ness cards have been developed 
by On-Gard Industries, 8817 
South May Street, Chicago 20, Ill. 
Inserting two cards back to back 
enables each page to hold six 
cards. The opening for inserting 
and removing the cards has been 
placed at an angle. This feature 
prevents the cards from falling 
out. 
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PAPER PET 


outlook clear 
disposition sunny 
more than that 

she'// save you money 


Bring a kitten, goat or your favorite hamster to the office—the boss may fix you with the evil eye. But h 
pet he'll welcome. Ozafax 120, the trim, table-top copier that puts money in the bank. By streamlining your purchasing- 
receiving-paying cycle. Narrowing your shipping-billing gap from 8 days to 2! Getting your bills out, your money /n faster.One 


company saved $17,000. . . another $15,000... . with fast, error-proof Ozalid billing. Besides getting and keeping bil ing up to 

date, Ozafax handles other office chores. Copies just about everything —letters, forms, reports, drawings. And fast... up 
feet per minute. Put this multi-purpose copier to work for you. It’s easy. Ozafax 

other Ozalid machines can be bought, rented, leased through six convenient 


plans. Write today for details and our booklet “Money 


a Saving Ideas."’ Ozalid, Dept. 363, Johnson City, N. Y. OZA | C> 





Ozafax120...8i//ing Favorite. Lowest priced one step diazo copier WE REPEAT 
with automatic separation. Simple, space-saving, dependable 
Remember: for best results from Ozalid Whiteprinters use © Z y4N | [> 
Ozalid Paper and Ozalid Supplies we repeat; use Ozalid 

Paper and Ozalid Supplies DIVISION OF GENERAL ANILINE & FILM CORPORATION 
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NO.1 CANDIDATE FOR 
VALUE ANALYSIS 


We would like to suggest business forms as the product most likely to make 
value analysis pay dividends. 

Why? Because superficially all business forms look alike and there’s a 
tendency to buy on price alone. Yet despite the appearance similarity there 
are major differences. And the fact that the original cost of the forms is only 
about 5% of the cost of using them intensifies these differences. 

Analyze the differences in background services, in field mechanical serv- 
ice, in warranties, in “make good” experience, in contributions to the in- 
dustry, in technical quality, in all the surprising number of other elements 
that enter into business form value analysis. 

You make the analysis. But we can predict the outcome — Standard 
Register is going to be right up there at the top. Let us supply you with 
facts about our forms so you can see for yourself. 


STANDARD REGISTER 
BUSINESS FORMS 


THE STANDARD REGISTER COMPANY, DAYTON 1, OHIO 


Business Forms and Forms Handling Equipment for Paperwork Simplification % 
\_ 
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A portable posting tray with 
space to file about 300 sheets has 
been introduced by National Cash 
Register Co., Dayton, Ohio. The 
new unit is sold in seven models 
to hold forms ranging from 6” x 
11” to 18” x 11”. The handles fold 
down to provide support for the 
tray in open position and lock in 
carrying position when the tray is 
closed. 
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Paper plates for offset duplicat- 
ing can be made with a “Therm- 
o-Fax” copying machine, a prod- 
uct of Minnesota Mining and 
Manufacturing Co., St. Paul, 
Minn. The plate is ready for the 
press in two steps: the image is 
copied from the original docu- 
ment to an intermediate sheet 
and then to the paper plate. 
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Satin bronze office stapler has 
been announced by Markwell 
Manufacturing Co., Inc., 424 West 
33rd St., New York 1, N. Y. The 
base of the new stapler swings 
away converting it into a tacker 
for use on bulletin boards and 
other similar surfaces. 
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“Our National System is the perfect 
combination of speed, accuracy, con- 
venience and economy for all of our 
bookkeeping. We are keenly aware 
of the need for fast, accurate records 
for proper business control. National 
gives them to us on demand! Our 
System handles all accounts pay- 
able, payroll and general ledger. 
“We are located in a rural district 
and National’s reputation for 
prompt, efficient maintenance serv- 
ice was an important factor in our 
choice of a National System. We are 
well satisfied with the mechanical 


ANTLAB, INC., designs and manufactures a complete 
product line for antenna range instrumentation. 


THIS NATIONAL SYSTEM pays for itself every 8 months. 


“Our Walional Bookkeeping System 


Saves us*1,/25 a year... 


pays for itself every 8 months!”’—anta, inc., Worthington, Ohie 


service, plus the consultation and 
help extended by the National sales 
organization. 

“Continuing time- and money- 
savings resulting from our National 
Bookkeeping System are truly 
amazing. It saves us $1,725 a year, 
returning our full investment every 
8 months!” 


Treasurer 
Antlab, Inc. 


THE NATIONAL CASH REGISTER COMPANY, payton 9, onio 


1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your business, too, can benefit from the 
many time- and money-saving features 
of a National System. Nationals pay 
for themselves quickly through sav- 
ings, then continue to return you an 
extra regular yearly profit. National's 
world-wide service organization will 
protect this profit. Ask us about the 
National Maintenance Plan. 

(See the yellow pages of your 

phone book.) 


*TRADE MARK REG. U. S. PAT. OFF. 


Walional* 
ADDING MACHINES 
CASH REGISTERS > ACCOUNTING MACHINES 


ELECTRONIC DATA PROCESSING 
NCR PAPER (No Carson Requirep) 
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Design and production of a new 
line of wood waste paper baskets 
was announced by Stempel Manu- 


facturing Co., Dallas, Texas. They 
are available in oak or walnut 


and come in 14 sizes and styles. 
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Porcelain enameled chalkboard 


board has a suede-like surface 
and comes in a variety of back- 
ing materials. The new chalk- 
board is available in blue, grey, 
tan and green; sizes range from 
36” to 48” heights and various 
lengths up to 144”. 
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Electric typewriter without 


characters and moves from left to 
right across the paper. One of the 
features of the new development 
is the “stroke storage system.” If 
two characters (keyboard re- 
mains the same) are stuck nearly 
simultaneously, only the first is 
typed, while the system automa- 
tically stores the other for a split 
second, and then types it immedi- 
ately. The element may be re- 
moved and replaced with an en- 
tirely different type face. At pres- 
ent there are six tyne faces avail- 
able, including one for script. 
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has been introduced by Benjamin 
Porcelain Enameling Division of 
Thomas Industries Inc., 207 E. 
Broadway, Louisville, Ky. The 


type bars or a movable carriage 
was recently announced by IBM 
Corp., 545 Madison Ave., New 
York 22, N.Y. A single sphere- 


shaped element contains al] the 





Tabulating punch cards can be 
used as shipping labels as a result 
of a glue product developed by 
Glue-Fast Equipment Co., Inc., 
9 White St., New York 13, N. Y. 
The new liquid glue was devel- 
oped to be used with label gluers 


which apply a thin, even film of 
glue. 
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putt! 


Snap out dead listings. Snap in 
new names in exactly the se- 
quence you want. Type only fresh 
additions...in seconds...on 
scored sheets that separate into 
springy strips. Flexoline frames 
in hinged stands or rotaries hold 
thousands of strips for instantly 
visible reference. Perfect for list- 
ings of parts, phone information, 
cross files, account numbers, 
routing guides and hundreds of 
other active records. For more in- 
formation, send the coupon now. 





to keep life in FLEXOLINE lists without recopying 


Portable photocopier has been 
introduced by Anken Chemical & 
Film Corp., Newton, N.J. The 
new unit will make copies from 
books as well as many other 
original documents. It is a dif- 
fusion transfer 


Be visisce | 


ACME VISIBLE RECORDS, INC, 
8209 West Aliview Drive, Crozet, Va. 
Please give me full facts on time and 
money saving Flexoline reference systems, 








machine and 


comes in an attache case for easy 
handling. 





| 
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Which chair has been in use 12 years? 


One of the two GF chairs pictured above has seen 12 years of active 
nek erenarunn ca service and wear. Yet you can hardly tell it from a new, unused chair. To find 
GF Business Furniture out which is which, see below. 


Check literature desired, attach to The reasons GF Goodform chairs give long, trouble-free service are no secret. 
your business letterhead, and mail On the 200 Series chairs shown, as well as the newer high-style lines now 
to department listed at right. ; ; 4 Z S > 

available, fabrics must successfully pass severe flexing, abrasion and color-fast 
pong ne gga tests. And all parts, from chair frames and seats to casters, are “torture tested” 
to meet rigid quality standards. It’s all part of 

GOODFORM 3143 . oe ° . 
SECRETARIAL CHAIRS making sure that GF business furniture serves 
GF BUSINESS FURNITURE you better, lasts longer. Department PM-17, 
CONDENSED CATALOG The General Fireproofing Co., Youngstown 1, O. 
"MOU 8] He! }e 4JeUS ‘sueed SL OSN u! VES Sey 2U6 ye 4JeUD 


BUSINESS FURNITURE 
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G:E Man-Made 
Diamond's 
contribution 
to industry 


In the few brief years since its introduction, General 
Electric Man-Made diamond has made important contri- 
butions to industry. Specifically, grinding wheel users 
receive these benefits when they choose wheels containing 
G-E Man-Made diamond: 


Superior grinding performance with General Electric 
Man-Made diamond over mined diamond has been borne 
out time and time again. This adds up to one thing: More 
output per wheel when it contains G-E Man-Made 
diamond. That’s like money in the bank! 


Special crysials for all three bonds let you meet your 
grinding requirements exactly. Resinoid, vitrified, or 
metal—General Electric makes diamond perfectly suited 
for these bond types. 


Consistent performance is assured by the uniform 
shape and structure of General Electric Man-Made 
diamond crystals produced by controlled manufacturing 
processes. 


More to come. Just as General Electric has continually 
improved the characteristics of Man-Made diamond since 
its introduction, the future promises bright new things 
in diamond development. The perfection of special crystals 
for saws, drill bits, tools, wear parts and specialized 
abrasives may be a few of the things you can expect 
during the coming years. 


Want to obtain the maximum output per diamond 
grinding wheel? Then follow the ever-increasing number 
of wheel users who are specifying G-E Man-Made diamond 
in the wheels they are ordering from their suppliers. 


METALLURGICAL PRODUCTS DEPARTMENT 


ENERAL &@ ELECTRIC 


11177 E. 8 MILE ROAD, DETROIT 32, MICHIGAN 


CARBOLOY® CEMENTED CARBIDES «© MAN-MADE DIAMOND 
MAGNETIC MATERIALS ¢ THERMISTORS © THYRITE® © VACUUM-MELTED ALLOYS 





Association News 





New Film on Equipment Buying 
Available to Associations 


T ue PURCHASE of capital 
equipment is usually different, in 
both policy and procedure, from 
that of production materials and 
supplies. A one-time purchase, it 
requires special planning and co- 
operation with other department 
heads. 

While the judgment and pref- 
erence of operating departments 
must be considered, purchasing 
can contribute much to capital 
goods buying decisions. Negotia- 
tions and contract agreements, for 
instance, including terms of in- 
stallation and servicing, come 
within purchasing responsibility. 

The importance of this subject 
is supported by the release of a 
new 16mm color film entitled 
“Procurement for the BP Ruhr 
Refinery.” M. W. Kellogg Co. pro- 
duced the film which shows the 
role purchasing played in creating 
a new refinery. 

Procurement in the Kellogg or- 
ganization is representated by a 
team which encompasses purchas- 
ing, inspection, expediting and 
traffic. These are supplemented by 
specialized staff functions such as 


tl] fs 


; 


| 
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material scheduling and materiai 
cost control. 

Major portions of the 20-minute 
film are devoted to a procurement 
team in operation. It starts with 
early planning stages of the re- 
finery and goes right through to 
beginning production. Various se- 
quences show the progressive 
steps, such as gathering and evalu- 
ating vendor abilities; analyzing 
bids and delivery dates; awarding 
contracts; inspection and expedit- 
ing in vendor plants; and routing 
and shipping to construction sites. 


Outlines Procurement Team 


The film covers in some detail 
each part of the procurement team 
and how it is organized to help 
maintain a construction timetable 
and assure delivery of the right 
materials. 

Kellogg purchasing, for exam- 
ple, is organized on a flexible com- 
modity group basis, with four ma- 
jor groups: One buys mechanical 
equipment; a second buys fabri- 
cated materials; a third purchases 
other major materials such as pip- 
ing; and a fourth handles small 





order materials and catalog items 
from standard sources. 

Mechanical equipment, a sub- 
stantial portion of plant capital in- 
vestment, includes turbines, com- 
pressors, electrical switchgear, in- 
struments, and hundreds of items 
essential to plant operation. 

Plant expansion requires these 
various materials and equipment 
in a specific order to make the 
most of economical use of time 
and labor. A heavy and compli- 
cated piece of equipment, a com- 
pressor for example, may be one 
of the first deliveries required and 
will be installed directly on foun- 
dations before the building itself 
is started. 

Late delivery of the compressor 
could delay completion of a major 
unit or require less economical 
building sequence. 

Purchasing agents will find this 
film very interesting and informa- 
tive for local association meetings 
and company-sponsored programs. 
Arrangements to show the film 
may be made by writing to The 
M. W. Kellogg Co., 711 Third Ave., 
New York 17, N. Y. 


Buyers are shown in the Kellogg capi- 
tal goods film as they break down 
materials lists and review drawings to 
determine thousands of required items. 
The purchasing staff prepares lists of 
recommended vendors from this analy- 
sis. 
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ARE YOUR BELTS 
WEARING OUT 
THREE TIMES T00 FAST? 


A plumbing fixture manufacturer's belts were wearing out at 
a too rapid rate. Then he switched to “Tri-M-ite”’ Resinbond 
Cloth Belts for grinding these brass faucet castings. The 
results—belt life tripled, plus a finer scratch pattern that 
helped speed final buffing and plating operations. More im- 
portant, even with the step up to higher quality, higher per- 
forming 3M Belts, overall abrasive costs were reduced 10%! 


Sound interesting? Perhaps it’s time you examined your 
grinding operations in the light of the newest developments 
in coated abrasives. Ask your 3M Man about “COST CHECK 
5-4-5”"—a unique service program that helps you determine 
whether you are using the most modern and efficient grinding 


and finishing methods. 3MAGINATION 


Contact your 3M Representative for more information without 


in GRINDING 


obligation, or for a free “COST CHECK 5-4-5” Review Form, _._ and FINISHING 


write: 3M Company, 900 Bush Avenue, St. Paul 6, Minn. 





5-4-5 | 


YOUR PROGRAM 
FOR EFFICIENCY 





ED ABRASIVES DIVISION 


RE REGISTERED TRADEMARKS OF 3M CO., ST. PAU 


Biensete’ Minne ano Sines Company 3m 
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“Who makes it easy to get 
_ magnetic core components?” 


There’s no monkey business when you seek informa- 
tion about magnetic cores and laminations from 
Magnetic Metals. No double-talk on specifications. 
No ifs, ands or buts about delivery. Here’s a source 
of supply that simplifies your purchasing job with 
the straight facts—all the information you need to 
order magnetic materials. A big comfort, particularly 
when Engineering is breathing down your neck. 

You'll get expert engineering guidance with any 
problems you may have with specifications. You'll 
get firm price quotations. You'll get delivery dates 


, Jacn ETIC 


ETALS 


= & 


“Magnetic Metals, 
‘ 
of course!”’ 


you can count on. (Magnetic Metals ships cores and 
laminations from stock from both its East and West 
Coast plants, so delivery is swift.) And you’ll get 
fast, written confirmation of your order, usually 
within 48 hours. 


Besides making your job easier, Magnetic Metals 
has much to offer in the special way its products are 
made, in exceptional attention to detail all along the 
line, in its genuine interest in helping your engineers 
get best possible performance from magnetic core 
components. We’d like to hear from you . . . soon. 


Magnetic Metals Company 4) 
Hayes Avenue at 2ist Street, Camden 1, N.J. 

853 Production Piace, Newport Beach, California 
transformer laminations « motor laminations + tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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For the best in 
plant cleaning 
and sanitation 








ask Oakite 


OVER 50 YEARS CLEANING EXPERIENCE « OVER 250 FIELD SERVICE MEN - OVER 160 


SIMPLIFY CAFETERIA SANITATION ...and SAVE 
-.. with a PLANNED MAINTENANCE PROGRAM 


Keeping the plant cafeteria clean involves a necessary 
pin } ’ 


cost—but you can keep that cost at its lowest by de- 
veloping a Planned Maintenance Program. That's 
simply a plan for applying the r 
the right methods on specific jobs. For instance: 


oht materials and 


Stainless steel tableware: may be safely and quickly 
cleaned in a solution of Oakite 63 or Oakite 65. 


Plastic dishes: in dishwashers, Oakite 66 removes 
even lipstick in just a few seconds.. 
to a minimum... rinses freely. 


keeps foaming 


Steam tables: flavor-robbing and heat-rabbing water 
scale is dissolved quickly and easily by circulating a 
solution of Oakite 32. 

Asphalt tile floors: one ounce of Oakite 12 or Oakite 
202 to a gallon of water removes dirt and stains with 


complete safety. 


Floors, walls, tables, equipment: an Oakite Sanisep- 


tor, hooked up to any hot water line, charged with the 
proper Oakite :material, will get rid of the most stub- 


born soils. So «:ffective. it pays for itself in jig-time. 


General purpose: Oakite Chlor-Tergent cleans, kills 
bacteria and deodorizes all at the same time. Ex- 
cellent for smaller cafeterias where a single material 
is preferred, 

Ask the Oakite man to help you develop a Planned 
Maintenance Program. Meanwhile, send for PLANT 
MAINTENANCE CLEANING GUIDE. Oakite 
Products, Inc., 26 Rector Street, New York 6, N. Y. 


it PAYS to ask Oakite 


OAKIT 


Est. 1909 
‘years’ leadership in industrial cleaning 


For More Facts Write No. 234 on Information Card—Last Page 


SEPTEMBER 11, ] 961 





MATERIALS 


Association 





8th District Conference 
Set for Oct. 25-27 


Russell T. Stark, Burroughs Corp., 
president of N.A.P.A., will give the 
keynote address at the 8th District 
Conference. 


G. W. Howard Ahl, executive secretary-treasurer of N.A.P.A., is slated 
to be one of the opening speakers at the three-day conference, October 


25-27. 


Top OFFICIALS from the Na- 
tional Association of Purchasing 
Agents, prominent purchasing 
executives, and a variety of other 
experts are slated to appear at 
the Eighth District Conference of 
N.A.P.A. It will be a three-day 
meeting, October 25-27, at the 
Hotel Essex in Newark, N. J. 

National N.A.P.A. president 
Russell T. Stark, Burroughs Corp., 
and G. W. Howard Ahl, execu- 
tive secretary-treasurer, will give 
keynote addresses to mark the 
opening of the conference. 

One of the special attractions 
for P.A.’s in the New York and 
New Jersey area will be the “In- 
formarama” — an exhibition of 
products and services. About 40 
exhibitors will display various 
items from 10 a.m. to 10 p.m. each 
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day. 

There is one formal luncheon 
scheduled. The speaker will be 
H. Bruce Palmer, president of 
Mutual Benefit Life Insurance 
Co. Other program highlights in- 
clude: 

e William P. Stilwell, assistant 
director of the Management In- 
stitute at the University of Wis- 
consin, will discuss “Materials 
Management.” 

e Eugene S. Page is to be 
chairman of the after-breakfast 
workshop devoted to “Reports to 
Management.” Page is assistant 
to the vice president for purchas- 
ing and transportation of Olin 
Mathieson Chemical Corp. 

e “Make or Buy” is the sub- 
ject of a discussion panel led by 
Frank E. Plumley, director of 


Frank E. Plumley, Olin Mathie- 
son Corp., will lead one of 
the workshop panels. 


purchasing for Olin Mathieson 
Chemical Corp. 

e Joseph G. Smith, Pittsburgh 
Steel Co., will lead a workshop 
panel on “Lease or Buy.” 

e Irving Perlmutter, training 
associate at the organic chemical 
division of American Cyanamid 
Co., will cover “Communications”. 

e A sales manager, a salesman, 
and a manufacturing manager 
have agreed to form a panel and 
discuss “Purchasing’s Faults and 
Foibles—-What Others Think of 
Us.” 

Host association for the Eighth 
District meeting is the North 
Jersey Association of Purchasing 
Agents. 
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“More new specifications? 
I haven’t found polymer 
sources to fill these!” 


Simple Solution: call Firestone. 
Fill your rubber needs from the industry’s most complete line! 


Firestone’s FR-S*“ synthetic rubber line is 
wide enough to fill all your specifications, no 
matter how often they change. In fact, it’s 
industry’s most complete—and flexible— 
source of polymers. You get product-specialized 
rubber, too . . . each compound is fitted to 
specific requirements. It’s specially packaged 
to prevent shipping and handling damage. 
And you can bank on Firestone for swift, 
reliable deliveries. To learn about all of Fire- 
stone’s rubber services—including Technical 
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Service, strategic warehousing and competitive 
prices—write Dept. 3-11 Firestone Synthetic 
Rubber & Latex Co., Akron, Ohio. 


Firestone’s Diene rubber plant is in full commercial production. 


Firestone 


SYNTHETIC RUBBER & LATEX CO. 
; AKRON 1, OHIO $\ byte 
P a) MAKING THE BEST TODAY STILL BETTER TOMORROW Np) rl 


WU Copyright 1961, The Firestone Tire & Rubber Con pany « ke ‘di 
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2. SHAPED COILS 


‘1. FIBRE DRUMS 


3. REEL-LESS CORE 


Of all steel-wire manufacturers, only CFal offers 
you high quality steel wire in all the packages shown 
above. These packages are designed to help you 
cut downtime ...ease storage and handling prob- 
lems . . . and increase daily production. 


i. FIBRE DRUMS — 250-600 Ibs. capacity. A 
sturdy container, with a center core, which holds 
wire of one continuous length. A metal cover and 
locking band seal the drum and protect the. wire 
from atmosphere and dirt. Wire is withdrawn 
directly from the drum into your equipment. Two 
sizes: full and half drum. 


2. SHAPED COILS — 1500-2500 lbs. capacity. 
This heavy coil contains wire of one continuous 
length, bundled with four steel straps. Will increase 
production up to 25%. 


3. REEL-LESS CORE — 800-1000 Ibs. capacity. 
Reduces shipping expense by eliminating deposit 
on reels and cost of returning empty metal reels. 
One continuous length is wound on a cardboard core. 
When received at your plant, the wire is placed on 








4. RETURNABLE SPIDERS 5. DISPOSABLE SPOOLS 


6. DISPOSABLE 


your aluminum, detachable-flange reel... ready 
for use. 


4. RETURNABLE SPIDERS — 2000-3000 ‘Ibs 
capacity. A sturdy wire carrier consisting of a 
center core of 2” steel pipes welded to a heavy base 
plate. Holds one continuous length of wire, reduces 
downtime and increases production. 


5. DISPOSABLE SPOOLS — 5-70 Ibs. capacity. 
Can be used once and then discarded. Has the 
advantage of wire on spools with no deposit, no 
return of empty spools. 


6. DISPOSABLE STEM-PAKS® — 500-1000 Ibs. 
capacity. One continuous length of wire on a dispos- 
able pallet consisting of a center core attached to a 
wooden base mounted on 4” runners. Speeds un- 
loading, handling and increases production. 


7. RETURNABLE STEEL REELS — 500-800 
lbs. capacity. Holds one continuous length of wire, 
ready for smooth, even pay-off. Assures you wire 
free from damage in transit. Because reels require 
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STEM-PAKS 


CM Si ai <a Bee ee 


7. RETURNABLE STEEL REELS 


9. SPOOL-LESS BLACK-SATIN PAKS 
8. WOODEN RACKS 10. STANDARD COILS 


less pay-off space, valuable production area can be 
saved. 


8. WOODEN RACKS — 1500-3000 Ibs. capacity. 
Protects coils during shipping and simplifies in-plant 
handling. Eliminates need for handling individual 
coils. 


9. SPOOL-LESS BLACK-SATIN PAKS — 2000 
Ibs. capacity. Provides two 1000 lb. continuous 
lengths of oil tempered wire wound on cardboard 
cores, palletized and shrouded with polyethylene. 
Ideal for long production runs. Cuts downtime up 
to 90%. 


10. STANDARD COILS — 100-600 Ibs. capacity. 
Packaged for a wide range of industrial uses. They 
are securely bundled and can be paper-wrapped for 
protection in transit and storage. 


MADE IN U.S.A. 
For more complete information on each of these ten THE COLORADO FUEL AND IRON CORPORATION 


wire packages, we invite you to consult your CFal Denver + Oakiand + New York 
sales office. en9 Sales Offices in All Key Cities 
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THESE ARE TWO OF 75 TYPES 

OF CINCINNATI TIME CARDS 
IMMEDIATELY AVAILABLE FROM STOCK 
IN WHATEVER QUANTITY YOU NEED. 


FOR FULL INFORMATION 

ON STOCK ...OR SPECIAL CARDS... 
SEE THE YELLOW PAGES 

FOR YOUR LOCAL REPRESENTATIVE. 


WIRE OR CALL DIRECT (it you're really in a jam.) 


ee, we Cimcinnval rime reconner co. 


1736 Central Avenue 
CINCINNATI 14, OHIO 


SINCE 1896 
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| Association News 





Magden Heads 
Fox Valley Assn. 





Ralph H. Magden, DuKane Corp., has 
been elected president of the Fox Val- 
ley (Illinois) Purchasing Agents Asso- 
ciation. Mr. Magden has served in the 
purchasing department at DuKane 
since 1949. 


Dayton Elects Officers 

The Dayton Association of Pur- 
chasing Agents recently installed 
officers for the 1961-1962 year. 
Harold F. Barnes, McCall Corp., 
will serve as president of the 
group. 

Others elected to head the Day- 
ton group with Mr. Barnes are: 





Harold F. Barnes, McCall Corp., was 
recently elected president of Dayton 
Association of Purchasing Agents. 


Thomas E. Charlton, Morris Bean 
& Co., first vice president; Paul 
E. Jones, The Duriron Co., sec- 
ond vice president; Ted L. Ghenth- 
(Please turn to page 152) 
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For the most severe functional application in. the Home 
" a VF 








DOES A 365-DAY-A-YEAR JOB Extremes of acid and alkali conditions 


nearly constant corrosive action—intense abrasion! These everyday hazards are 
combatted successfully year after year in the Waste King Universal Food Disposer, 
thanks to functional elements of Superior Stainless Strip Steel. e Always uniform in 
performance and fabricating behavior, Superior Stainless is ever-bright, strong, and 


durable . . . furnished in the precise compositions, tempers and finishes you specify. 


@ We have much to offer in technical assistance. Use our experience ! 


Durable and sanitary 
stainless is used for 


Stainless 
send toe ber SUPERIOR STEEL DIVISION ~* 
Flange, Centrifuge _ 

Table, Impellers OF 
Cutter Blades, Rivets COPPERWELD STEEL COMPANY 
pt roy and CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Stee! International Company, New York 


CGAY TL_ORD helps you find 
hidden packaging costs 


The packaging costs you don’t see do hurt your profit 


picture. Eliminate them. 


Call in your nearby Gaylord Man. His sharp eye can 
detect unnecessary packaging expenses. His up-to- 
date container knowledge can help you make hay— 


and keep it. 
And you don’t have to needle him. A phone call is 
all it takes. Make it today. 
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DEEP WELLS OR SUMP: 


Rapidayton Pumps by Tait use 
top-quality tube by Wolverine 


To a farmer pumping water from a 100-foot deep well, 
or to the owner of a flood-prone basement, such things 
as quality, stamina and dependability are highly desir- 
able features in the pumps they use. 

That’s why Tait Manufacturing Company, Dayton, 
Ohio is so careful of the components it uses in its 
“Rapidayton” line of submersible and jet water sys- 
tems and basement sump pumps. It’s the reason, too, 
that Tait uses seamless brass and aluminum tubing 
manufactured by Wolverine Tube, Division of Calumet 
& Hecla, Inc. 

For example, to resist corrosion, the critically im- 
portant outer jackets of Rapidayton submersible 
pumps for both shallow and deep well use are formed 
from Wolverine soft annealed 2 and | low-leaded brass 
tube. Tait also uses thousands of feet of Wolverine 
half-hard 70-30 brass tube and 3003-H14 drawn 
aluminum tube for riser pipes on its Rapidayton Up- 
right Cellar Drainers. 

If your company uses seamless copper, copper alloy 
or aluminum tubing why not follow the lead of Tait 
and other American manufacturers—specify Wolverine. 

Write, too, for a free copy of the Wolverine Tube- 
manship Book. 




















DIVISION OF 


Calumet Hecla, Inc. 


DEPT. OG, 17250 SOUTHFIELD RD., ALLEN PARK, MICH. 





ry WOLVERINE TUBE 


5-948 
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A casting sS a (Continued from page 148) ra 


- a ie . 

castin —or is it ? ner, Graybar Electric Co., secre- 

9g tary; and Daniel F. Shively, Al- 
A test bar is indicative of the properties of a casting lied Supply Co., treasurer. 
—or is it? We answer NO to both questions! The aver- Ted R. Thompson, Aeroprod- 
age engineering department designs castings with up ucts, Allison Division, General 
to a 50% safety factor to compensate for the difference Motors Corp., is national director 
in properties between the arbitration test bar (required and Clarence L. Johnson, Wright- 
in ASTM and SAE material specifications) and actual Patterson Air Force Base. local 
casting. This results in unnecessarily increased costs. divectoe 








7th District Plans 
Conference in Atlanta 


District Seven of the National 
Association of Purchasing Agents 


: acetal will sponsor a conference and 
Dalton Foundries will guarantee the tensile require- products exhibit in Atlanta on 
ment for the piece to be in the casting ... gray iron Oct. 15. 16 and 17 
(up to 45,000 p.s.i.) or malleable . . . and optimum 5 Fie 1 chai , f h 
micro-structure for the application. Value analysis will General chairman for t le event 
prove that cost reduction is possible by designing the is James T. McDonald, Link-Belt 
castings to the guaranteed strength. This guarantee 
will help you meet today’s demands for increased 
pressures and higher r.p.m.’s ... greater strength and 
less weight ... and at lower cost, too! 


It’s all a part of our reasoning that Dalton Foundries is 
“Where Values Are Cast!” Write for brochure today. 


THE DALTON FOUNDRIES, INC., WARSAW, IND. 
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Yee the exclusive. 


GRIPCO’ 


CLINCH NUT 


for “fixed” fastening or ’ will be general chairman of the Sev- 


enth District Conference to be held in 


“hard to reach” assemblies aire te. 


James McDonald, Link-Belt Company, 


ne : Company. Ernest Brewer, pur- 
pos ded - ‘ 
mst a pve eae, oes nan chasing agent for the City of At- 


; Nut clinched ~~ In ant & Hex Hole lanta, is vice chairman. 
clinched solid for a rigid application, a a ee CUlaed Gervais of Calenese 


or staked in with a six point staking WITH GRIPCO FASTENERS YOU GET Fibers Co. is program chairman. 
punch for a floating effect. Available His plans include talks on elec- 


with or without self-locking threads. — 40 Sales repre- tronic data processing for pur- 
. : . sentatives all over the j 
Gripeo Clinch Nuts can be clinched MPP 0 ceegeoracthe: 2 pre 0 to expect from the 
or staked with hydraulic or air equip- service. electrical manufacturers, and 
ment. Full details available—write for “Jee os ts Eich h 
samples and New CaTaoc today, or controlled by the peakers for the Highteent 
an well : h oldest established lock Annual Conference of the Pur- 
— shape vad — OE Puen nut manufacturer in the U.S. chasing Agents of the Southeast 
ee a for the repre- sinin itae tciialialis will include Francis L. Williams, 
eT eT to ensure out of stock deputy director of N.AS.A.’s 
delivery on all catalogued future projects office; Bay E. 
items. Estes, vice president in charge of 


NUT Subsidiary of Heli-Coil Corporation, Danbury, Conn. marketing of United States Steel 


COMPANY ]] 112 Maple Ave.* South Whitley, Ind. © Phone: South Whitley 723-5111 Corporation; and Leo Aikman of 
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As business gifts, K&E measuring tapes 
are ideal. Everybody needs a tape from 
time to time. They’re low in cost... yet 
they give years of use. The handsome 
K&E cases and medallions serve to dis- 
play your company name, trademark, 
or slogan in a clear and elegant manner. 


And the familiar K&E symbol on a 
measuring tape is regarded as a meas- 
ure of excellence. Since 1867, K&E 
has designed and manufactured meas- 
uring tapes to the highest possible stand- 
ards of quality and precision. Every 
K&E tape manufactured is guaranteed 
for life against manufacturing defects. 


: tins Mier 
6 aes ate BEd 


eo 


There are five distinctive K&E models 
to choose from, in a variety of sizes and 
scales — from longline tapes for engi- 
neers and builders to handy pocket 
tapes for homeowners, hobbyists — even 
housewives. Whichever model you 
choose, you'll be giving a present to 
please your customers and keep your 


name at their fingertips for many years 
to come. 


La eel gate A 


FAVORITE WYTEFACE® 


4 
| 


Bt 


4 


“WYTEFACE 90 


CAPE MAY 
WYTEFACE 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. » PHILADELPHIA + DETROIT 
CHICAGO + MILWAUKEE + ST. LOUIS * DALLAS + DENVER 
SAN FRANCISCO + LOS ANGELES * SEATTLE + MONTREAL 
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Distinctive, custom-im- 
printed products of the 
highest quality ... re- 
spected and retained by 
your customers. 


When 


selecting 
a 
company 


Calculating with a slide rule is the time- 
saving approach to lengthy multiplica- 
tion, division or other calculations. 
With an easy-to-use K&E pocket slide 
rule, your customers can “calculate 
wherever they circulate”—and your 
name, neatly imprinted on rule or 
sheath (or both), will circulate with 
them. 


K&E pocket slide rules cover a com- 
plete range —some basic, some with all 
the scales useful to the engineer or tech- 
nical man. Each is furnished with an 
attractive pocket sheath, and is uncon- 
ditionally guaranteed. Also available: 
K&E pocket scales, in leather sheaths, 
for architects and engineers. Extremely 
useful tools at extremely reasonable 
prices, 








| KEUFFEL & ESSER CO., Dept. PM-9, Hoboken, N. J. 


Please send free brochures and prices on complete line of K&E Steel Tape Rules, 


Pocket Slide Rules and Scales. 
Name & Title: 





Company: 





Address. 





City. 


Zone State. 3074 
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...A POCKET SLIDE RULE OR SCALE 
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_ WEATHERHEAD FLUID POWER PRODUCTS. .. SYSTEM ENGINEERED 

















‘Sitimenseatimesiahianas ieeeeeaniiiiataimnes 
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WEATHERHEAD 


HYDRAULIC POWER 


VARIABLE a | 
W) DISPLACEMENT cal 


' 
a 
‘ 
4s 


x 


‘ 


Meet J.1.C., 
S.A.E., and M.S. 
standards. 
Pressures 

to 3000 psi 





¥) PUMP CONTROLS 
Pressure Control, Commer — 
Automatic e 
(Constant) Flow 

Control, Manual 

Displacement 

Control 


(W) DIRECTIONAL CONTROLS 


Rotary 4-Way Valves 


Solenoid Valves 
Rotary Ball Valves 








GW) HYDRAULIC DRIVES 


Fixed Displacement Hydraulic Motors; 
Reversible Variable Displacement Hydraulic 
Motors (Integrated 

Torque and 

Speed Control) 





HIGH PRESSURE HOSE 
AND FITTINGS 


Swaged, Crimped, and Field-Attachable 
Flexible Hose Ends. 

Flared and Flareless 

Tube (Pipe) Fittings. 

Integral Check Valves 


Ca 


GW) SELF-SEALING COUPLINGS 


Ball Check Valve Type 
= 


& 





Full-Flow Rotary Ball Type 





THE WEATHERHEAD CO. 
300 EAST 131 ST. * CLEVELAND 8, OHIO 
Distributors in all major markets 
For More Facts Write No. 244 
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Conference Plans Outlined 
By Wisconsin University 


Plans for a Purchasing Man- 
agement Program sponsored by 
the University of Wisconsin have 
been announced by William P. 
Stilwell, assistant director, of the 
Management Institute. 

The Institute’s series of pro- 
grams will consist of one-day 
meetings covering the following 
topics: 

October 6, 1961 - “Negotiations, 
The Art of Skilful Purchasing.” 

November 2, 1961 
Functions of Purchasing.” 

December 1, 1961 - “Purchas- 
ing Communications.” 

April 5, 1962 - 
Policies and Ethics.” 

May 4, 1962 - “Training and 
Development of Buyers.” 

Dr. Stilwell also announced 
that a Purchasing “Techniques 
Workshop will be presented for 
one full week: February 19-23, 
1962. 


“Fringe 


“Purchasing 


Southwest Conference 


On October 4-7 


Plans are almost complete for 
the 15th Annual Southwest Pur- 
chasing Conference in Dallas on 
October 4-7. John Morris, Lone 


Dr. Dean Ammer, executive editor of 
Purchasing Magazine, will be one of 
the featured speakers at the South- 
west Conference in October. 


Star Steel Co., conference chair- 
man, has announced that Russ 
Stark, Burroughs Corp., president 
of the National Association of 
(Please turn to page 158) 





Talk Two-Way 


e on your job 
e in your car 


e in your office 


PERSONAL-COM 300 
Hand-Held 2-Way Radio 


Rugged, dependable, fully transistorized 
27-megacycle portable 2-way radio, de- 
signed specifically for business and indus- 
trial uses. Small and light, weighs less 
than one pound. Has 11-volt mercury 
battery for 50 hours’ operation. Factory- 
installed plug-in module available to 
increase transmit power. 


MARK VII" Top-of-the-Line”’ 
Citizens’ Band 2-Way Radio 


Short-range communications facilities for 
business service and personal needs. Ideally 
suited for use on materials handling 
vehicles, or for 2-way conversation be- 
tween fixed points. Also serves as excellent 
base station for hand-held radio. 6 or 


12 V DC or 115 V AC operation. 


LOW-COST INTERCOM 


A complete line of quality Intercoms— 
wired, or wireless—designed for office, 
factory or home use, at lowest prices. 
Suitable for many applications, from sim- 
ple wireless 2-way talk-listen systems to 
flexible, multi-unit systems with a variety 
of talk-listen-monitor options. 

Send coupon for compiete information. 


The Most Trusted Name 
in Electronics 


RADIO CORPORATION OF AMERICA 


RADIO CORPORATION OF AMERICA 
Special Products Department 
vept. ZB-434, Meadow Land« 
Please send me complete information on the following: 
RCA PERSONAL-COM 300 ° 
} RCA Mark Vil RCA Intercom 
2 
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Overhead view of 2500-ton press. It forms heavy steel 
plate for drum shells—up to 7 inches thick, up to 30 feet 
long. Gulf Harmony 61 is used in the hydraulic system. 


Cincinnati Bickford radial drill presses — working on 
headers. Gulf Harmony 61 is used in column mechanism, 
drill-head mechanism and main drive gear boxes. Gulf 
Precision Grease is applied to fittings. 


” horizontal boring machine—boring 
hole in header. Gulf Harmony lubricates the column 
slides and screws on this new machine. 


Simplified lube program helps Babcock 


Harmony 61 is used in the circulating system for main 
drive gears; in the reservoir for feed change gears. 


16 lubricants to just 7... 


The Paris, Texas, plant of Babcock & Wilcox special- 
izes in the manufacture of steam generating equip- 
ment. Typical examples: 65-ton boiler drums and 
4-ton tube sections. 

Recently, Gulf Sales Engineers conducted a lubri- 
cant survey in this plant. As a result, lubes were 
reduced from 16 to 7. This reduced the possibility of 
application errors and simplified ordering, bookkeep- 
ing and handling. 


“It’s important to keep lube recommendations up 
to date,” says C. C. Eagon, Master Mechanic. “We 
call in lubrication engineers as new machines arrive. 
And they help us translate the manufacturer’s lube 
recommendations in terms of their oils and greases.” 

The seven recommended grades are really four 
basic types of Gulf oils and greases. First, Gulf Har- 
mony® oils—highly stable lubricating oils with excel- 
lent water separating properties; inhibited against 





at 
; fg ‘: % os *~ 
Automatic submerged arc welder is used to weld drum Tubes joined together in butt-welder. The hydraulic sys- 
halves together, Gulf Precision Grease and Gulf E.P. Lu- tem reservoir is filled with Gulf Harmony 44. Gulf Har- 


bricant 95 protect bearings and gears of this machine mony 61 is used in milling machine gear box. Gulf Pre- 
against excessive wear. cision Grease lubricates guide shaft bearings. 


: 


2 





Sizing press. Tubing is sized in this press after it goes Works Manager R. L. Reed (left) talks with Frank P. 
through swedging, upsetting and bending operations. Mauro, Gulf Sales Engineer. The drums behind them are 
Ways and shaft bearings are lubricated with Gulf Precision being shipped to a new power plant in Santos, Brazil. 
Grease, from central greasing system. 


& Wilcox reduce 
GULF MAKES THINGS RUN BETTER! 


rust and corrosion. Next, Gulf E.P. Lubricants—used Simplify your lube inventory with versatile Gulf 
where shock loads and high pressures are factors. multipurpose lubricants. And see for yourself how 
These superb lubricants are non-foaming, noncorro- Gulf makes things run better! 

sive and extremely stable. Thirdly, Gulf Lubcote®— Just call a Gulf Sales Engineer 

tough and tenacious. It protects against wear. And it at your nearest Gulf office. Or 

cushions the sliding and rolling of gear teeth. Lastly, write for information. 

Gulf Precision Grease—a general purpose ball and GULF OIL CORPORATION 

roller bearing grease to satisfy the plant’s grease- Dept. DM, Gulf Building 

lubrication demands. Houston 2, Texas 
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LESS LINER, MORE COATING, BETTER PROTECTION, 
LONGER WEAR... NORTH PVC GLOVES 


These features, combined with better fit, more comfort, greater 
dexterity, and maximum resistance to chemicals, oils, greases, etc., 
mean lower coated glove costs, higher worker output. 


For outstanding hand-to-shoulder protection with an 
uncoated material, insist on Jomac terry cloth gloves, 
hand guards, pads, mitts and safety sleeves. The 
loop-pile fabric is long-lasting, cut, abrasion and 
heat-resistant—and washable 


Weather Clothing...tough, flexible, nonaging, waterproof, resistant to 
abrasion and most oils, greases and chemicals. Available in high-visibility 


To keep dry, comfortable and safe in foul weather, insist on North PVC Wet- 5 
Safety yellow. 


WRITE TODAY FOR FOLDER DESCRIBING THESE 
OUTSTANDING PROTECTIVE PRODUCTS BY JOMAC 


JOMAC 


Jomac Inc., Dept. F 
Philadelphia 38, Pa. 


in Canada: James North Canada Company Ltd., Simcoe, Ont. 


“JOMAC Sells Quality ... and Quality Sells JOMAC!” 
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Purchasing Agents will be one of 
the featured speakers. 

Others on the program include 
the board chairman of Texas In- 
strumen‘s and Dr. Dean Ammer, 
executive editor of Purchasing 
Magazine. There will also be after- 
noon workshops on everyday pur- 
chasing problems and methods. 

The Statler Hilton will be head- 
quarters for the three-day con- 
ference with the Purchasing 
Agents Association of Dallas serv- 
ing as host. 

Registration chairmantis Harold 
Stockton, Dallas Power & Light 
Co.; Frank Wodrich, Texas In- 
struments, is in charge of the 
program; Fred Bradley, Southern 
Union Gas Co., will handle pub- 
licity; and reception and banquet 
chairman is A. M. Roper, Bear- 
ing Chain & Supply Co. 


Prichard Elected 
President of D. C. Assn. 


Walter M. Prichard, Emerson 
Research Laboratories, is the new 
president of the Purchasing 
Agents Association of Washing- 


Walter M. Prichard, Emerson Research 
Laboratories, was recently elected to 
the presidency of the Washington, 
D. C. Association. 


ton, D. C. William F. Curtin, 
World Bank, was elected to the 
office of first vice president. 
Leonard Larson, Evening Star 
Newspaper Co., takes over as sec- 
ond vice president. 

(Please turn to page 162) 
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Union Tuffy, 
Harness for 
Horsepower 


Putting an ill-fitting set of harness on a team was all it 
took to cause an old time horseman to commit mayhem. 


Maiming of persons can also result from haphazard 
harnessing of hoisting equipment horsepower to load. 


The patented 9-part machine-braided wire fabric con- 
struction of Union Tuffy Slings gives you strength you 
can trust on any load for which the various sizes and 
types are rated. It also gives you hard-to-kink and easy 
to unkink flexibility to enable your men to sling loads 
faster, easier and with greater safety. 


Put Union Tuffy, Hoist Line On Your Team 


Hook Union Tuffy Slings onto Union Tuffy Hoist Lines 
and your hoisting equipment is harnessed to handle 
more loads faster and for longer service. 


Union Tuffy Hoist Line is a special wire rope construc- 
tion with the right combination of strength, flexibility 
and toughness for greater safety and service life in its 
specific range of uses on overhead cranes, derricks, stiff 
leg and mobile cranes. 


Union Wire Rope Tuffy,Tips on safe use of Slings and Hoists 


Safety in Hoisting Saves 
Costly Injuries 


During a recent 12-month period, lost- 
time back injuries reported in one state 
(California) totaled 32,643. Lost-time 
injuries caused by strain or over-exer- 
tion: 24,639. 

A high price to pay—in misery and 
money—for lifting, pushing or carrying 
loads. Medical aid and compensation 
costs of materials handling accidents 
run far into the millions every year. 
Proper hoisting equipment, properly 
used and maintained, is one important 
answer to this problem. 


Free! Two Valuable 
Tuffy Handbooks 


1. “Tuffy Tips.” Gives many other 
safety hints. Also tells how proper fit- 
tings and correct use of slings and wire 
rope can lengthen service life. Chock- 
full of do’s and don’t’s to save money, 
time and work. 


2. “Tuffy Sling Handbook.” Tells all 

about slings from A to Z. Contains help- 

ful data on the selection and use of 
slings—types, dimensions, weights, fit- 

tings, rated loads, safety - approved 5.6) 
signals. 
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Write Union Wire Rope, Armco Steel Corporation, 2282 Manchester Avenue, Kansas City 26, Missouri 


J 


ARMCO Union Wire Rope 
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- WALWORTH 


TAKES THE WRAPS 
OFF ANOTHER 
FIRST IN VALVE © 


ANCiiN tetanic 


NEW BUBBLE- 
_ TIGHT BRONZE 


GLOBE VALVE 


with 


DUAL SEALING 





| 











ABSOLUTELY BUBBLE-TIGHT! 


Here’s the newest concept in valve 
design. Resilient unplasticized resin 
insert gives absolute shut-off incritical 
piping—at low torque. Now available 
for your particular requirements, the 
new Walworth Bubble-Tight Bronze 
Globe Valveis already in service aboard 
nuclear submarines, and in cryogenic 
gas piping systems—and Is particularly 
Suitable for the most critical water, oil 
and gas piping systems. 


DUAL SEALING This unique unplasticized 
resin insert provides full 360° seal against 
matching monel seat. Secondary metal-to- 
metal seating further assures tightness... 
consistently. Write for descriptive bulletin. 


WALWw ORT EX. 


750 THIRD AVENUE, NEW YORK 17, NEW YORKALS 


























The Walworth Companies: Alloy Steel Products Company ® Conoflow Corporation # Grove Valve 
and Regulator Company #® M&H Valve and Fittings Company ® Southwest Fabricating & Welding Co., Inc 





Snap-ring grooves in this 12” O. D. y= Association News 
thin-section Reduction Drive Gear are Ga ~ 
machined before carborizing and harden- ‘A 
ing. Both spline and gear teeth are : Other officers who were in- 
ground and held to .001” excentricity § pear” “ stalled at the June meeting are: 
after hardening the entire gear. "asc treasurer—Leroy S. Zepp, Ginn’s 
) Stockett - Fiske Co.; assistant 
treasurer—Anthony A. Agnew, 
J. B. Kendall Co.; secretary— 
Ruth A. Palmer, Logetronics, Inc.; 
financial secretary—Mary Wibel, 
National Education Association; 
and national director—Alvin M. 
Sebastian, Washington Brick Co. 
Directors for the coming year 
will be John J. Rooney, Melpar 
Inc.; Catherine L. Hesse, Govern- 
ment Services, Inc.; James H. 
Keyes, National Dairy Products 
Corp.; Oliver E. Davis, Washing- 
ton, Virginia and Maryland Coach 
Co.; Dalton A. Cook, Mayflower 
Hotel; and John W. Bobbitt, Dar- 
by Printing Co. 





(Continued from page 158) 





Carolina Govt. P.A.’s 
To Meet on Sept. 22 


The Carolinas Association of 
Governmental Purchasing will 
hold its fall meeting in Fayette- 
ville on Friday, September 22. 

President Herbert Winston, Jr., 
director of general services for 
Greensboro, will preside at the 
session to be held at the Holiday 
Inn, beginning with a luncheon 
at 12:30 p.m. The program will 


MACHINE AND GEAR CO, | n<lude @ guest speaker, a dis- 


Dept. 4G, West Springfield, M cussion of the collection and pro- 
a a i cedure for securing refunds of 


the state sales tax, and purchas- 
Men who now will tell you that custom ing legislation adopted by the 

precision gears made by Perkins can 1961 General Assembly. 
This Handy Gear Cal- eliminate many design, production and 
culator, easy tO use, maintenance headaches — literally help you 


saves time. Folder il- : - cs i 
lustrating Perkins cus- drive for better profits. When you want precision 
tom on €a. : ° e 2.2 

soil Micliidies ctiose gears in experimental or production quantities, 
information. —_ Both chances are you'll save time and money by checking 


ours on request. ° e y . 
a : with Perkins first. What is your gear problem today? 





Most machining operations on this =. . 1p ‘Gentlemen: We are currently in the 
Drive Gear Shaft are performed after i, market for a top quality industrial 

localized hardening with the cored “s / finish. However, it must be easily ap- 
areas at Rockwell C42. External spline Pe plied to steel, aluminum, wood, fiber, 


and gear teeth are ground with splines 


held to precision tolerances. and glass. It must be non peeling, 


non fading, high gloss, acid resistant, 
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ideal for jigs, fixtures, patterns, stripper plates, pads, die plates, die- 
blocking shims, machine parts, small tools and 1001 other items. 


SIMONDS FLAT GROUND STEEL 
Means BIG Savings on Parts Like These 


Imaginative metalworkers in many branches of industry are finding new econ- 
omies in buying bar steel already finished to close tolerances. The fact is: for 
thousands of applications it costs far less to begin with Simonds high quality, 
precision-ground tool and die steel than to do the milling and grinding yourself. 
What’s more, you get a better piece of steel to start with. Dimensionally ; 
accurate, parallel and square. Spheroidize-annealed to make it more uniformly i Send for free “Data Book”’ 
machinable, drillable, filable, sawable. And an extra smooth surface finish for listing all sizes, prices, chem- 
easy layout. wen ical analysis, heat treatment 
Available in ‘‘t001”’ stock sizes — flats and squares — and 3 analyses. Think e- nd general information. 
of the jobs you can use them on. Then check our prices and figure your savings 
in machining and grinding time and expense. 
Oll Hardening (01 Analysis) for general use and average production runs. 
Spheroidize-annealed, easy*to heat tréat, standard 18” and 36” lengths. 


Alr Hardening (A2 Analysis) contains 5% chrome for extra wear 
resistance and long production runs. Spheroidize-annealed, stand- 
ard 36” lengths. 18” lengths also available. Ly | M '@) Nj DS 
Low Carbon (Silicon Killed) a fine-grained, forging quality steel SAW AND STEEL CO 
for items that don’t require hardening. Standard 24” lengths. + 


All types and sizes are individually packaged, labeled, ready to ' 
use and available ‘‘off the shelf’’. FITCHBURG, MASSACHUSETTS 


Buy through your local Simonds Distributors “T. F for Local Stocks —Local Speed — Local Skill 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portland, Ore. » Canadian Factory ir Granby, Que. « Simonds 
Divisions; Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 
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Your Inco Distributor has 
the Nickel you need... 
when you need it 


With a complete stock of commercial 
forms of Inco Nickel, your nearby 
Inco Distributor can provide on-time 
delivery to meet your schedule! 


Here are just a few of the forms your Inco Distributor 
stocks for immediate delivery... 


NICKEL FOR GENERAL ALLOYING 


High-purity Electrolytic Nickel—one of the purest and 
most economical commercial forms, Available in sizes 
to fit your needs: standard Nickel squares from 
9x9x% inch to 1x1x% inch...“QM” Quick-Melting 
Nickel squares for non-ferrous alloying. 

High-purity “‘XX""* Nickel Shot—for alloying with steel 
or iron at the ladle or spout. Improves toughness and 


heat treatability...improves resistance to impact, 
fatigue, corrosion. 


NICKEL ALLOYS FOR IRON MELTS 


“F”’® Nickel Shot and Ingots—melts at 2300°F for quick 
solution in molten gray irons. Promotes fine, uniform 
graphite distribution...improves machinability and 
resistance to wear and shock... promotes uniform 
properties from thick to thin sections. Shot is sized for 
easy addition at the ladle or spout. 


Nickel-Magnesium Additives NMA#1* and NMSA#2* 


—for desired properties in both regular and austenitic 
ductile irons. NMA#1 provides high strength...most 
efficient magnesium recovery. NMSA#2 improves 
toughness and ductility...high magnesium recovery. 
Both additives promote ease of heat treatment and 
may be used with all types of melting units. 


These are just a few of the commercial forms of Inco Nickel 
available for immediate delivery from Inco Distribu- 
tors. For more information —and helpful assistance — 
call the Inco Distributor nearest you. 


*Registered trademarks 


THE INTERNATIONAL NICKEL COMPANY, INC. 


67 Wall Street 4» New York 5, N. Y. 
INCO, 
ineceaa> 


INCO NICKEL 
NICKEL MAKES ALLOYS PERFORM BETTER LONGER 


ee 


CKEL ARE DISTRIBUTED BY 





COMMERCIAL FORMS OF INCO NI 


EAGLE METALS CO.—Spokane, Seattle, Port- METAL GOODS CORPORATION -— Dallas, Den- WHITEHEAD METALS, INC.—New York City, 
land 


ver, Houston, New Orleans, Tulsa, Memphis, Buffalo, Syracuse, Philadelphia, Baltimore, 

fh - - : : idee. 

PACIFIC METALS CO., LTD.—San Francisco, St. Louis, Wichita, North Kansas City ‘meng N. J., Windsor, Conn., Cambridge 
Los Angeles, Salt Lake City 


STEEL SALES CORPORATION—Chicago, WILLIAMS & COMPANY, INC.—Pittsburgh, 
J. M. TULL METAL & SUPPLY CO., INC.— 


Detroit, Milwaukee, Indianapolis, St. Louis, Cleveland, Cincinnati, 


Columbus, Toledo, 
Atlanta, Jacksonville, Birmingham, Greenville Minneapolis Louisville 
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Which of Powdiron’s many talents fit your job? 


High strength . . . closest tolerances . . . 
high oil content . . . excellent machina- a 
oye e High compressive strength 

‘ll find all these, plus long- | 
bility You'll ee ee ... good hardness e Powdiron 61-PH 
wearing durability, economy and more, pice ee 
e High magnetic permeability e Powdiron S 
in the various grades of Powdiron— 

; e Exceptional wear & hardness e Powdiron T 
Bound Brook’s bearing material of many canoe eirotealt 2 
, e Powdiron PCU 

talents. Don’t choose between quality and bani ee at: - 
economy —get both in Bound Brook Pow- NOEs sccm macdincatclll 
diron . . . your best buy in iron bearings. ¢ Powdiron FM 


If your job calls for: Specify: 


BOUND BROCK BEARING 


CORPORATION OF AMERICA 
A BIRFIELD COMPANY 


Pioneer in Powder Metallurgy Bearings and Parts 


* Plants at Bound Brook, N.J. and Sturgis, Mich 
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NEW TRADEMARK 


for an expanding source of aluminum sheet, extrusions 


Mu ¢ PRODUCTS 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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Keep this new trademark in 
mind when you need aluminum 
mill products. It’s a mark of 
quality and dependability 
backed by Dow’s full resources 
in manufacturing, research and 
development. 


This new trademark also stands 
for growth. Example: Dow’s 
Madison (Illinois) Plant is now 
producing aluminum sheet, 
complementing aluminum sheet 
production at our Jackson 
(Michigan) Plant. 


Aluminum coil and flat sheet, 
reroll stock, and plate are now 
available in a broad range of 
sizes and alloys. And Dow 
produces aluminum extrusions, 
too, on presses ranging in 
capacity from 1,700 to 13,200 
tons. 


Send for our new Aluminum 
Mill Products book containing 
information on alloys, sizes and 
facilities. Write today to THE 
DOW METAL PRODUCTS COMPANY, 
Midland, Michigan, Merchan- 
dising Department 1107EE9-11. 


DOW 
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Denver Assn. Elects Officers 


OFFICERS FOR DENVER are (I. to r.): E. R. Pettis, Midwest Steel & Iron Works, 
treasurer; C. R. Arner, Climax div., director; Louis G. Harder, Martin Co., 
secretary; L. R. Bryant, J. A. McGrew Supply Co., vice president; Paul M. 
Cheney, Susquehanna Western, president; Ernest Waters, Colorado School of 
Mines, business manager; C. W. Manning, Climax Div., national director; and 
R. H. Grabert, Eastman Oil Well Survey, director. 


Florida Chapter Meetings 
Evoke Great Interest 


Meetings held by the various 
chapters of the Purchasing 
Agents Association of Florida 
proved of great interest to in- 
dividual members. The turnout 
for each meeting was high. 

Featured speaker at the Crown 
chapter in Jacksonville was John 
R. Dvoroznak, Buffalo Tank divi- 
sion of Bethlehem Steel Co. 
He discussed “The Purchasing 
Agent’s Relationship With Engin- 
eering.” 

Dvoroznak pointed out thai 
much misunderstanding came a- 
bout because engineers lack 
knowledge of social sciences and 
are usually set apart with little 
opportunity to mix. 

The West Coast Chapter in St. 
Petersburg was host to local 
small business for a Small Busi- 
ness Seminar. James F. Hollings- 
worth, regional director of the 
Small Business Administration, 
was the principal speaker of the 
evening. His presentation cov- 
ered all aspects and _ services 


which are available to small busi- 
ness. 

The Government Purchasing 
Agents from Palm Beach, Dade, 
and Broward Counties held a 
meeting at which they discussed 
“Office Furniture Specifications,” 
“Electrical Collusion Cases,” 
“Notice to Unsuccessful Bidders,” 


and “F. O. B. Point.” 


Oth District Conference 
Theme Is “People” 


More than 500 purchasing a- 
gents from a six state area are 
expected to attend the regional 
conference planned by District 9 
of the National Association of 
Purchasing Agents for October 24 
and 25 at the Hotel Bradford in 
Boston. 

The theme of the Conference 
will be “People Purchasing.” It 
will explore the human elements 
that affect day-to-day operations. 

Herbert A. Hamilton, Sperry 
Rand Corp., is general chairman. 
Harold Bloom, Avco Everett Re- 
search Laboratory, is vice chair- 
man in charge of the program. 
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EXTENDED PITCH CHAIN 


ATTACHMENT CHAIN 


OFFSET SIDEBAR CHAIN 





WHATEVER YOUR 
TRANSMISSION NEEDS 


ATLAS HAS 


THE RIGHT ANSWER 


A. S. A. ROLLER CHAIN 
MULTIPLE STRAND CHAIN 
EXTENDED PITCH CHAIN 
CABLE OR SLING CHAINS 
ATTACHMENT CHAIN 
OFFSET SIDEBAR CHAIN 
FLAT-VEYOR CHAIN 
SPROCKETS 

FLEXIBLE COUPLINGS 


Atlas has the right chain for your power 
transmission or conveying needs. All are 
unsurpassed in quality ... pre-tested to 
give better service. Atlas Chains are 
made in all sizes . . . in steel, stainless 
steel, bronze and Electrolized finish. 


For complete details and technical assist- 
ance on your chain design or mainte- 
nance problems there’s an Atlas Engineer 
to help you. Get in touch with your local 
Atlas Distributor or write direct for de- 
tails and catalog to Atlas Chain & Manu- 
facturing Company, West Pittston, Pa. 


NEW POWER DRIVE 
CALCULATOR 


Technical date for selection of 
roller chain and sprockets in 
slide rule form. Available to 
engineers upon request. 
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July Business Failures, 
Dollar Losses Decline 


Business failures declined to 
1275 in July, marking a ten-month 
low, reports Dun & Bradstreet. 
Dollar losses also dropped to $69.2 
million—the smallest volume in 
12 months. 

In contrast to the general dip, 
however, manufacturing failures 
rebounded. Mild increases among 
manufacturers of metals, machin- 
ery, and transportation equip- 
ment, a steep climb in the leather 
industry, and a rebound in print- 
ing and publishing pushed the toll 
above the previous month. 

Wholesaling casualties took the 
sharpest downturn, with the de- 
cline largely in the building ma- 
terials and automotive trades. 
Retailing and service tolls slipped 
to six-month lows. In fact, appli- 
ance dealers enjoyed the most 
noticeable improvement—report- 
ing the least casualties since Sep- 
tember 1960. 


Personal Income Hits 


Record High in 1960 


Personal income scored new 
record heights in every state in 
1960, according to an announce- 
ment by the Department of Com- 
merce. 

For the country as a whole, 
consumer incomes totaled $400 
billion—which was $19 billion, or 
5%, more than the previous year. 
After allowing for a 142% in- 
crease in consumer prices and the 
growth in population, real per 
capita income was little changed 
from 1959. 

A high proportion of states 
showed fairly uniform gains, as 
28 states came within one percent- 
age point of the national increase. 
Among the larger states, Califor- 
nia, with a 6% gain, was the only 
one to show an increase greater 
than the national average. 

In the United States, per capita 
personal income—total income 
divided by total population— 
amounted to $2223, up $63 from 
1959. Average incomes were 
highest in Delaware at $3,013. 
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n a & 
imagineering that’s the bold new look at Screw & Bolt. 


@ Screw & Bolt imagineering solves Purchasing Agents’ problems. Imagi- 
neering is that combination of planning, manufacturing know-how and the 
most modern facilities which puts the widest range of threaded fasteners 
right at your doorstep —in just one source MJ And imagineering means un- 
excelled quality and dependability of product—plus “on-time” delivery of 
what you want—when you want it—and where you want it! Hl When you 
think of threaded fasteners, think of imagineering! Call Screw & Bolt! 


VMA 6391 


SCREW AND BOLT CORPORATION 


OF AMERICA « P.o. Box 1708, PITTSBURGH 30, PA. 
mmc 8 Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa. « Warehouses: Portland, Ore. Denver, Colo. Atianta,Ga 














Imagineering... for greater fastener progress 
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For 
Quality 
and 
Economy 
Use 


MALLEABLE. 


For Service Contact... 


CONNECTICUT 
Connecticut Mall. Castings Co., New Haven 6 
Alloy Foundries Division, The Eastern Co., Naugatuck 
ILLINOIS 
Central Fdry. Div., Gen. Motors, Danville 
Chicago Malleable Castings Co., Chicago 43 
Moline Iron Works, Moline 
Moline Malleable Iron Co., St. Charles 
National Castings Co., Cicero 50 
Peoria Malleable Castings Co., Peoria 1 
Wagner Castings Company, Decatur 
INDIANA 
Albion Malleable Iron Company, 

Muncie Division, Muncie 
Link-Belt Company, Indianapolis 6 
National Castings Co., Indianapolis 22 
jOWA 
lowa Malleable Iron Co., Fairfield 
MASSACHUSETTS 
Beicher Malleable tron Co., Easton 
MICHIGAN 
Albion Malleable tron Co., Albion 
Auto Specialties Mfg. Co., Saint Joseph 
Cadillac Malleable tron Co., Cadillac 
Central Fdry. Div., Gen. Motors, Saginaw 
MINNESOTA 
Northern Malleabie tron Co., St. Paul 6 


MISSISSIPPI 
Mississippi Malleable Iron Co., Meridian 


NEW HAMPSHIRE 
Laconia Maileable Iron Co., Laconia 
NEW YORK 
Acme Steel & Mall. tron Works, Buffalo 7 
Frazer & Jones Company Division 

The Eastern Co., Solvay 
Oriskany Malleable tron Co., Inc., Oriskany 
Westmoreland Mall. Iron Co., Westmoreland 
OHIO 
American Malleable Castings Co., Marion 
Central Fdry. Div., Gen. Motors, Defiance 
Dayton Mall. Iron Co., Ironton Div., Ironton 
Dayton Mall. tron Co., Ohio Mall. Div., Columbus 16 
National Castings Co., Cleveland 6 
PENNSYLVANIA 
Buck Iron Company, Inc., Philadelphia 22 
Erie Malleable Iron Co., Erie 
Lancaster Malleable Castings Co., Lancaster 
Lehigh Foundries Company, Easton 
Meadville Malleable Iron Co., Meadville 
Pennsylvania Malleable Iron Corp., Lancaster 
TEXAS 
Texas Foundries, Inc., Lufkin 
WEST VIRGINIA 
West Virginia Mall. Iron Co., Point Pleasant 
WISCONSIN 


Belle City Malleable Iron Co., Racine 

Chain Belt Company, Milwaukee 1 

Federal Malleable Company, Inc., West Allis 14 

Kirsh Foundry Inc., Beaver Dam 

Lakeside Malleable Castings Co., Racine 

Milwaukee Malleable & Gry Iron Works, Milwaukee 46 


These companies are members 


of the Malieable Castings Council 
For More Facts Write No. 256 
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MPB Standardizes on 
2 Lines of Ball Bearings 


A consolidation of product lines 
and a new price policy on minia- 
ture ball bearings have been an- 
nounced by Miniature Precision 
Bearings, Inc. The company is 
also further standardizing its 
bearing specifications. 

The new policies are designed 
to eliminate confusion among 
purchasing agents, says Horace D. 
Gilbert, president of MPB. They 
are also intended to provide users 
with the required degree of pre- 
cision at the lowest cost. 

MPB is standardizing on two 
lines of miniature ball bearings: 
The Basic 7, its top quality stand- 
ard miniature and instrument 
bearing, and its new low-priced 
MINA line, designed for applica- 
tions where a lesser degree of 
precision is required. 

“Grades of precision which 
overlap are of no real value to- 
day,” says Gilbert. “They gener- 
ate costly inventory and manu- 
facturing problems for both the 
customer and the manufacturer.” 
He notes that MPB’s new stand- 
ards will mean “every user will 
receive bearings of the highest 
basic quality, performance, and 
reliability — but each customer 
need only pay for those special 
requirements that he specifies.” 


Petroleum Demand Gains 
7% in July; Imports Up 


Demand for liquid petroleum in 
July gained almost 7% over last 
year, according to the latest pe- 
troleum review published by the 
Chase Manhattan Bank. This was 
an abrupt turnaround from June, 
when demand was 4% under the 
year-earlier pace. 

The bank notes that the results 
in July don’t necessarily mean 
there has been a sudden upsurge 
in the consumption of oil products. 
Its tabulation of demand measures 
the movement from primary sour- 
ces into consumption channels, 
rather than the actual use of pe- 
troleum. 

A sharp rise in the volume of 
petroleum imports was noted in 


July. The moderate drop in do- 
mestic output was not nearly 
enough to offset the import gain. 
Thus the total volume of new 
supply—both in July and for the 
year to date—continues to exceed 
demand by a substantial margin. 

With an addition of 13 million 
barrels, the overall volume of oil 
in storage continued its seasonal 
rise, says Chase Manhattan. Gas- 
oline inventories fell below the 
year-ago level, but for the first 
time this year there is now sub- 
stantially more crude oil in stor- 
age than last year. 

Petroleum prices in primary 
markets were steady during the 
month, reports the bank. There 
was some weakening in gasoline 
prices, but this was offset by 
moderate increases for fuel oils. 


New Corporate Security 


Sales Top $5 Billion 


A record volume of new cor- 
porate securities—$5.1_billion— 
was sold during the second 
quarter of 1961. This was two- 
and-a-half times the amount sold 
in the first quarter and 40% 
larger than the previous record 
of $3.6 billion set in the first three 
months of 1957. 

Approximately $3.2 billion, or 
63% of the proceeds, will be used 
for investment in new plant and 
equipment. In the first quarter of 
1961, only $950 million was raised 
for this purpose. About $900 mil- 
lion was obtained in the April- 
June period for working capital 
and $560 million for refunding 
outstanding debt. 

The record volume was due to 
a large number of major offerings. 
Forty-three issues of $25 million 
or more were sold in the second 
quarter, accounting for $3.2 bil- 
lion. In the first quarter, 13 issues 
of this size were sold. Included 
in the second quarter total was 
the $960 million issue of common 
stock of American Telephone & 
Telegraph Company—the largest 
private financing in history. 

Manufacturing companies ac- 
counted for about one-third, or 
$1.6 billion—of offerings during 
the second quarter, marking a 
record total for this sector. Issues 
of both debt and stock rose during 
the period. 
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Post-Forming: New Way to Bigger Savings 
with Malleabie Castings 


The ductility of Malleable iron castings permits use of only with ferritic and pearlitic Malleable castings. 
high-speed forming techniques to finish Malleable parts For a fuller understanding of how Malleable can help 
at lower cost. Take advantage of the versatility you get you, call any producer that displays this symbol 


MEMBER 
Free Folder describing these techniques is available 
for your use. Just ask any member of the Malleable 
Castings Council for Data Unit No. 116, or write to 
Malleable Castings Council, Union Commerce Building, 
Cleveland 14, Ohio 


rd oe Oe le 9) 


Hot Form it — Hot coining this Malleable trans- Roi! It — Oil grooves in lawnmower crankshafts 
mission part reduces finished cost . . . eliminates and splines in compressor crankshafts are just two 
three cutting operations required by the previ- of many places where rolling proves more eco- 
ously used steel part. nomical than machining. 


Punch It — Holes with diameters greater than the Spin it — Malleabie’s ductility permits 
thickness of the metal can be punched in Malle- and end disc in this ball joint to be held in place 
able. Two round holes and a square hole are by spinning the Malleable housing into 

punched simultaneously in this idler arm. permanent flange. 





““'..we cant 


Have it sent United Air Freight!’ 


When you can’t afford delay, tell vendors And there’s practically no limit on the 

to ship via United Air Freight. United products that can be shipped via United 

links 117 cities...coast to coast and Air Freight—from smaller, delicate parts 

border to border with one carrier Air to large, heavy equipment. 

Freight Service. Your shipment receives Extra Care from 
United serves vou with the world’s oor to door. Reserved Air Freight makes 

largest jet ia cial every jet carries Sure there’s room for your shipment on 

freight. A fleet of Mainliners and Cargo- _ the specific flight you need. 

liners provides still more freight lift, with Next time you need a shipment in a 

convenient flights around the clock. hurry, have it sent via United Air Freight. 


WORLD'S LARGEST JET FLEET UNI TED KNOWN FOR EXTRA CARE 


® 
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A-L's F&C Division 


Always OT TCAgaAaRIEET Specialties 


> ——-—— 
* For tool steel in the exact form you need, 


in the most np ctinantver shape for your job—rely on the 
championship performance of Allegheny Ludlum’s Forging 
and Casting Division. It will help you select the right ma- 
terial for bull’s-eye performance every time. 

Because A-L’s F&C Division is the only plant in the U. S. 
to supply tool steel in cast-to-shape form and in forgings 
and in composite die sections, it can give you completely 
unbiased recommendations. Your A-L representative is never 
under any pressure to promote parts made by one process 
against parts made by another. His only concern is to help 
you select the best possible and most economical methods. 

You get more than one-stop tool steel service from A-L. 
You get stand-out quality in each part: 


V A-L’s Cast-To-Shape tool steels are melted in electric 
furnaces to precise laboratory standards. Exacting foundry 
practice enables F&C Division to make even very intricate 


shapes so that little stock need be removed for finish. 


V A-L’s Composite Die Sections are made of fine A-L tool 
steel cutting edges electrically butt welded by a special 
process to nonhardenable steel bases. A wide range of 
straight and shaped sections is available in a huge array 
of sizes for any trimming, blanking, and beading die 
application. 


V A-L’s Smooth Hammered Forgings come in an exten- 
sive range of shapes and in sizes up to 3,000 pounds. You 
can be sure of quick delivery because all A-L tool steel 
forgings are made from stocks of over 2% million pounds 
of genuine A-L billets stored right on the premises. 


For complete information on A-L’s tool steel specialties, 
ask your A-L representative for a copy of the 28-page booklet 
FC4, or write: Forging and Casting Division, Allegheny 
Ludlum Steel Corporation, Ferndale, Detroit 20, 
Michigan. Address Dept. P-9. 


ALLEGHENY LUDLUM 


FORGING AND CASTING DIVISION 200 
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SLIDE SWITCHES 


CAN DO FOR YOUR PRODUCTS 


ADD cCOLOR—Trigger knobs in 10 attractive 
colors add decorative and functional touches 
to switching operations. 


CUT cosTs—Low in initial cost, Stackpole Slide 
Switches often reduce costs up to 50% over 
other type switches. 


SAVE SPACE—Stackpole Slide Switches take less 


panel area, often less depth than conven- 
tional switches. 


SIMPLIFY PRODUCTION—Choice of solder lug or 
printed wiring terminals, clearance or 
tapped-extrusion mounting holes. 


HANDLE HIGHER LOADS—0.5- to 1-amp types for 
electronic equipment. 1-, 3-, and 6-amp 
types for appliances and power tools. 


SWITCH COMPLEX CIRCUITS—1- to 3-poles, 2- to 
4-positions for real switching versatility. 


FACILITATE OPERATION — Trend-setting slide 
action available with or without detents and 
spring returns. Plunger-operated and match- 
ing pushbutton styles also available. 


Write for Slide Switch Bulletin 


_ STACKPOLE 


all a oe Onn a OR hh On On OS OWE aie DIVISION 
STACKPOLE CARBON COMPANY, St. Marys, Pennsylvania 
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Industrial Purchasing 


By J. H. Westing and |. V. Fine 
John Wiley & Sons 
2nd Edition $9.50 


This book is unique in the pur- 
chasing field in that it was written 
with the active cooperation of 
members of the Milwaukee As- 
sociation of Purchasing Agents. 
As a result, the authors, who are 
members of the faculty of the 
University of Wisconsin, managed 
to get much of the flavor of prac- 
tical purchasing problems into the 
text. The authors continued this 
practice in preparing the second 
edition. 

The new edition includes prac- 
tical case studies at the end of 
each chapter which are designed 
to show how the principles dis- 
cussed in the chapter can be 
applied. Also discussed in the 
new edition are some of the new- 
er concepts of purchasing that 
have come to the forefront in re- 
cent years. These include the ma- 
terials management concept of 
organization, value analysis, ad- 
ministered pricing and others. 

The second edition of the West- 
ing and Fine text, like the first, 
is a worthwhile addition to the 
growing body of literature in the 
growing field of purchasing. 


The Multimillionaires 


By Goronwy Rees 
MacMillan $3.50 


This is the story of six of the 
richest men in the world: J. Paul 
Getty, the American oil billion- 
aire; Sir Simon Marks, head of a 
giant British retailing chain; Aris- 
totle Onassis, the Greek shipping 
tycoon; Alfred Krupp von Bohlen 
und Halbach of Germany’s Krupp 
works; Charles Clore, the British 
financial wizard; and Marcel 
Boussac, founder of the House of 
Dior and owner of much of 
France’s textile industry. 

The author, a British journalist 
and broadcaster, tells the story of 
each of the multimillionaires in- 
terestingly. He points out that 
none of the six could be called 

(Please turn to page 176) 
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Whatever your 
V-Belt needs, 


DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“TIso-Dynamic’”’ Vertical Matching Machine 
eliminates the “‘sag error’ that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the D On Your V- Belts 


event 
arwooe 


Need High Capacity 
In Compact Space? 
DA 358 V-BELTS. This major design improve 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 
DA POSITIVE ORIVE BELTS. Revolutionary 


tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V- Belts? 


RED SHIELD MULTIPLE V-BELTS. Increased 
capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


Top Performance in 
Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


OURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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Here’s Caster Wheel Performance 


that saves money... 


Faultless 


DURO T 


A ee 


@ Resist wear, tear, abuse 4 to 
10 times longer than ordinary 
wheel treads. 


@ Ride loads easily, smoothly 
over the roughest floors. 


@ Carry heavy payloads—up to 
3,500 ibs. per wheel. 


With Duro/Tred Wheels, your caster 
maintenance costs can be chopped 
considerably. Special properties of 
polyurethane—strength, resilience, 
wearing quality—mean Faultless 
Duro/Tred Wheels cut costly down- 
time of castered equipment in your 
plant. New Faultless Duro/Tred 
Wheels are manufactured in 5”, 6”, 
8”, 10” and 12” diameter wheel sizes 


Faultless Caster Corporation 


Evansville 7, Indiana 


e Protect floors, loads, and 
equipment. 


* DURO /TRED 


Wheels are composed of the 
new miracle polyurethane elast- 
omer bonded to a lightweight, 
rugged core. 


to fit most larger Faultless swivel and 
rigid industrial casters. Free, fact- 
filled literature sheet detailing speci- 
fications and sizes of Duro/Tred 
Wheels is available from Faultless or 
your local Faultless Industrial Dis- 
tributor, who maintains a wide range 

MAN of casters in stock at his 

/ warehouse for immediate 

5 shipment. 


Faultless 


Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under “Casters”. Canada: Stratford, Ontario. 
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an “organization man” in any 
sense of the word (even thougk 
each heads an enormous organ:- 
zation). In personality, each is 
very much an individualist. Ac- 
cording to the author “for that 
kind of very rich man [who hasn’t 
developed a taste of his own] the 
problem of what to do with your 
money when you have made it is 
as difficult as it would be for 
others to make the money in the 
first place.” 


Europe at Sixes and Sevens 


By Emile Benoit 
Columbia University Press $5.00 

Europe is in the midst of an 
economic revolution. For the first 
time in its history, nations that 
have been rivals for centuries are 
voluntarily uniting economically 
and, ultimately, will work more 
closely than ever together po- 
litically. The six nations of the 
European Common Market, taken 
as an economic unit, are second 
only to the United States in pro- 
duction and ahead of the Soviet 
Union. 

Even though the Common Mar- 
ket is little more than two years 
old, it has stimulated develop- 
ment of another group, the “outer 
seven” led by Great Britain. The 
“outer seven” includes countries 
who because of enforced or his- 
toric neutrality or other reasons 
felt they could not join the Com- 
mon Market and banded together 
in economic self-defense in the 
hope that together they might be 
able to negotiate some workable 
arrangement with the six nations 
in the common market. 

Professor Benoit describes the 
organization and hopes behind the 
Treaty of Rome which created the 
Common Market, and then ana- 
lyzes its ultimate effect on the 
American economy. He points out 
that while the United States is still 
inherently one of the lowest cost 
producers in the world, our costs 
have been rising and we have 
been gradually becoming less 


(Please turn to page 178) 
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Millions of motors in corrugated 


Where there’s work to be done, there’s usually a motor- 











driven device to do it. Powered products mow the lawn, 
type a letter, cool a room—even open a can. Why are 
millions of these work savers shipped in corrugated boxes Pulp and Paper 
by Hinde & Dauch Division? Manufacturers know that 


H&D delivers boxes designed for economy —in volume. 
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16 Plants ¢ 42 Sales Offices * Sandusky, Ohio 
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competitive than the rest of the 
world. The main reason for this, 
says Professor Benoit, is that we 
excessively restrained output 
through tight monetary and fiscal 
policies since 1953. As a result, 
productivity did not rise as fast 
as it should have while wages, 
partly because of habit and partly 
because employees were accus- 
tomed to periodic improvement, 
continued to rise. 

Even though our productivity 
is still lagging relative to the in- 
dustrial countries of Europe, Be- 
noit feels that the Common Mar- 
ket, which will raise tariffs 
against many American goods, 
wil be to our net benefit. The 
economic expansion it stimulates 
should more than offset problems 
posed by higher external trade 
barriers that may result com- 
pared with the trade barriers that 
will disappear within the Com- 
mon Market countries. 


Economics: Measurements, 
Theories, Case Studies 


By George Soule 

Holt, Rinehart and Winston $5.75 
The author has written many 
widely accepted books on eco- 
nomics and related subjects. This 
is his latest and certainly one of 
his best. It is written for a reader 
who has little familiarity with 
economics or related disciplines. 
In the first part of the book, Pro- 
fessor Soule explains such basic 
techniques of economic measure- 
ment as business financial state- 
ments, government income ac- 
counts, personal accounts, etc. 
and also shows how to use charts, 
graphs and various statistical 
measures. The second part of the 
book is devoted primarily to dis- 
cussion of economic theory as it 
relates to our institutions—banks, 
business, labor, agriculture, gov- 
ernment, etc. The third part of 
the book is devoted to case studies 
of applied economics. The author 
discusses problems with labor, 
farm programs, steel prices, gold 
reserves, the cost-price push, in- 
flation, and others. 





9/32” thru 2” 


Taylors Tougher 


It's news! Taylor electrically flash 
welds ALL SIZES of TM Alloy Steel 
Chain! Every weld is positive, free of 
oxides and foreign materials. In addi- 
tion, all TM Alloy Slings have patented 
Tayco Hooks—undergo rigid quality 
control, link-by-link inspection and 
scientific testing. These factors plus 
a signed Test Certificate assure max- 
imum, trouble-free service and lower 
costs! Call your distributor or write 
direct for Bulletin 14-A today. 


Chain is our specialty — not our sideline! 


aylor 
ade 


SINCE 
1873 
S.G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Indiana 
Plants: Hammond, Ind., and Pittsburgh, Pa. 
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LEAK-PROOF CONNECTIONS 


POSITIVE SEATING 


4-WAY JOB 
INSURANCE 


Capitol forged steel unions have built-in 
insurance to give 4-way trouble-free service! 


CLEAN/OVER-ALL PROTECTION 


(1) Leak-proof connections assured be- 
cause Capitol unions have more threads, ac- 
curately cut and double-checked according to 
Army-Navy gauging practice. Both hand-tight 
and pressure-tight threads are checked, two 
operations instead of the one required for EASY WRENCHING/FAST MAKE-UP 
American Standard gauging. The extra threads 
mean on-the-job assurance of tight installa- 
tions. (2) Positive seating because éach union 
is individually pressure-tested. (3) Clean/over- 
all protection, each male and female part com- 
pletely phosphate coated; each nut electro-zinc 
plated. (4) Easy wrenching/faster make-up be- 
cause all three parts have a definite octagon 
shape. 


You get all 4 important advantages at no 
extra cost when you specify CAPITOL forged 
steel unions . . . one of the full-line of Army- 
Navy gauged forged steel fittings. 


Now more than one million in service and 
not a single failure. 


CAPITOL MANUFACTURING CO., SOLD ONLY THROUGH 
Division of Harsco Corporation, Columbus, Ohio. RECOGNIZED DISTRIBUTORS 
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THE GREAT BRAND NAME 
IN WASHERS FOR 74 YEARS 


MILWAUKEE 
WROT 


We do not ask Purchasing departments to order Milwaukee Wrot Washers 
just because we’ve been in business for almost 75 years and are the world’s 
largest producer of washers. 

We do not suggest that Design engineers specify Milwaukee Wrot Washers 
just because we have over 129,000 sets of washer dies in stock, and it 
stands to reason specials are standards with us. 

But we do urge both groups (and Management, wherever concerned) to 
reflect on the thought that with today’s urgent need for economy, avoid- 
ance of rejects and better finished products — even the lowly washer is 
an important component! 

So, why not specify the brand and buy from the source that is biggest 
because it is best? 

Milwaukee Wrot Washers are pre-washed, clean, rust-resistant and ex- 
tremely durable ...still the simple, economical answer throughout industry. 


P.S. If you don’t have our unfancy Washers and Stampings Catalog 40-B 
in your files, write for a copy today. 


PURCHASING PERSONNEL .. . Free samples available. Request on your 
| letterhead, mentioning types of washers your company uses most frequently. 


WW/5/6061/NP 
MICWAURES 


wnt fy WROUGHT 


2101 S. BAY ST, MILWAUKEE 7, WIS. * SHeridan 4-0771 © twx Mi 277 


WORLD’S LARGEST PRODUCER OF WASHERS 
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Union Carbide Chemicals Co.’s 
plant at Brownsville, Tex. is now 
in production. The first major 
chemical being produced is acetic 
acid; others scheduled for the 
near future are acetic anhydride 
and methyl ethyl ketone. These 
three chemicals are used primari- 
ly by the surface coatings, phar- 
maceutical and textile industries. 


Now in operation at the Carmet 
Division plant of Allegheny Lud- 
lum Steel Corp. is the largest 
vertical hydrostatic press being 
used in the carbide and powdered 
metals industry. With the new 
press, which exerts 50,000 pounds 
of water pressure per square inch, 
it is possible to shape powdered 
metal forms up to five feet long 
and 12 inches in diameter. Typical 
of the items that can be turned 
out: long boring bars, steel mill 
rolls, billets for Consutrode melt- 
ing and nuclear fuel elements. 
The press can also be used to 
produce smaller shapes usually 
formed in hydraulic and pill 
presses. 


National Starch and Chemical 
Corporation has announced plans 
to build a $4,000,000 vinyl acetate 
monomer plant. The annual ca- 
pacity of the plant will be 45.,- 
000,000 Ibs. 

One of two sites currently 
under study in Texas will be se- 
lected for the location of the 
plant. Construction is scheduled 
to commence late this year, and 
the new facility is expected to 


be in operation during the fall of 
1962. 
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REGAL 
BRUSHES 


Keystone Wire 
solves dairy brush forming 
and corrosion problems 


Uniform wire softness is needed to perform brush twisting operations 
on high-speed twisting machines. To solve this problem, Keystone 
Steel & Wire Company developed for Regal Manufacturing Company, 
Fond du Lac, Wisc., a dead soft galvanized twisted Brush Handle 
Quality Wire. A special tight zinc coating is designed to adhere firmly 
during the severe twisting. 

Regal Manufacturing Company specializes in making unusual 
brushes for the dairy and creamery industry—for example, the milk- 
ing machine brush illustrated at left. 

For filled brushes, galvanized stapling wire anchors crimped white 
nylon bristles into brush blocks of Super Hi-Impact plastic, hard rub- 
ber and hard wood. Regal uses Keystone’s galvanized Stapling Quality 
Wire to resist corrosion from water and lactic acid. 

These quality wires are products of Keystone’s Metallurgical 
Laboratories. If you make brushes or other wire formed products and 
want to improve them, tell us about your wire needs. We shall analyze 
your requirements and make the necessary recommendations. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYSTONE 


WIRE FOR INDUSTRY 


MADE AT PEORIA, ILLINOIS, U.S.A 











General Electric announces the 
brightest 40-watt cool white 
fluorescent ever made... 


Here’s money-saving news for you 40-watt fluorescent users. 
General Electric’s NEW F40 gives you a 7% bonus in light at 
no extra cost. With it you can get your desired lighting level 
with fewer lamps and fixtures. Or you can increase your 
existing lighting level without spending a single extra 
penny for lamps, fixtures or electricity. 

Only General Electric offers you this bonus in standard 
40-watt “white” fluorescent lamps. The G-E NEW F40 
is rated at 3100 lumens in popular cool white, 3250 
in white or warm white —extra light worth 15¢ to 
30¢ a lamp to most users. Yet the list price for 
this lamp is the same as ordinary fluorescents. 





The bonus of light you get 
with General Electric’s 
NEW F'40 is made possible 
because of these G-E premium 
3 construction features: 
1. G-E wattage-miser elec- 
trode helps convert power 
ordinarily lost in the cathode 
into useful light—free. 
2. New, more efficient gas 
mixture. 
3. New electronically screened 
bonus-phosphor. 
And all these light producing fea- 
tures are available for the first time in 
a lamp that sells for the same price as 
ordinary fluorescents—only $1.30 for 
the popular cool white, $1.35 for other 
“white” colors. 

Designed for both Rapid Start and 
starter-type circuits, the NEW F40 has a 
life rating of 7500 hours for most circuits 
(6000 hours for systems installed before 

1954). To get 7500-hour life in pre-'54 circuits, 
F40/54 lamps are available. They give the 


: same light as ordinary 40-watt fluorescents 
(2900 lumens) and list for the same price ($1.30 
in cool white). General Electric Co., Large 
Lamp Dept. C-121, Nela Park, Cleveland 12, Ohio. 
* Progress Is Our Most Important Product 
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Fastener Corporation is build- 
ing a new manufacturing plant at 
Franklin Park, Ill. which will 
almost triple the company’s facil- 
ities for producing staplers, tack- 
ers, nailers and staples. Occupan- 


cy of the new plant is scheduled 
for the fall. 


PEM Machine Tool Co., Inc., 
Hillside, N. J., has broken ground 
for a new building in Cranford, 
N. J. The plant expansion in- 
cludes installation of new equip- 
ment which will increase PEM’s 
workload capacity 50%. The com- 
pany specializes in precision ma- 
chimed waveguide fittings includ- 
ing cover flanges, choke flanges, 
contact flanges and custom com- 
ponents. 


Xerox Corp. has announced 
plans for a 160,000 square foot 
Distribution Center to be located 
at the firm’s 400 acre site in Web- 
ster, N. Y. The distribution cen- 
ter will be used for the storage 
and handling of raw materials and 
manufactured products. 


Work has begun on hydrogen 
peroxide bulk storage facilities 
near Charlotte, N.C., which will 
enable Shell Chemical Company 
to provide faster tank truck serv- 
ice to the textile, paper and fur- 
niture industries in the south- 
eastern states, particularly the 
Carolinas, Georgia and Virginia. 
Deliveries from the new installa- 
tion are expected to begin short- 
ly. 


Arwood Corp. plans to open an 
investment casting plant in Cleve- 
land, Ohio. The new plant is de- 
signed to provide closer contact 
and improved service for Ar- 
wood’s midwestern customers. 
Like the company’s five other 
plants, the Cleveland installation 
will be a fully integrated foundry, 
casting ferrous, cobalt, and nickel 
base alloys by the solid mold and 
ceramic shell processes. It will 
have its own tool and die-making, 
finishing, inspection and heat 
treating facilities. 
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SE | Gift of Branly 
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* CLEVELAND 


| CONTAINER 


TWO COMPARTMENTS 
FOR 2 PRODUCTS IN A 
SMART PRACTICAL PAC 


It doesn’t make any difference what the packaging 


problem may be, we usually can find a practical 
solution — economically! 


This Vivex Products container, reproduced full size, 


packages a nail conditioning powder, chamois, bar of 
soap and promotional leaflet in one compact unit. 


Basically of spirally wound construction it has a 


metal insert which divides the two compartments. Our 
plastic Dial-O-Matic closure dispenses the nail powder 
from the top. The paper slipcover bottom permits easy 
access to the other items. A gold colored label com- 
pletes the package. 


This is another example how we solve packaging 


problems — at low unit cost! 


THE 


CLEVELAND CONTAINER 


Plants and 
Sales Offices: 
Cleveland 
Chicago 
Memphis 

Dallas 

Los Angeles 
Plymouth, Wis. 
Jamesburg, WN. J. 
Greensboro, N.C. 


COMPANY 
6201 BARBERTON AVE. « CLEVELAND 2, OHIO 


Sales Offices: 
Detroit 
New York City 


West Hartford 
ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS pochester. N.Y. 


SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES W#shinaton, 0.¢. 
Abrasive 
Division 

at Cleveland 


CLEVELAND CONTAINER CANADA, LIMITED 
Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal 


For More Facts Write No. 269 on Information Card—Lost Page 


183 





Now! Any old electric hammer 
is worth *60 or more trade-in 





... the hammer that revolutionized masonry drilling 


Your Skil distributor is ready to give you a 
whopping big trade-in allowance on a new 
Skil Roto-Hammer—the fastest, easiest, low- 
est cost way to drill masonry holes! You'll 
actually receive $60 or more worth of Skil 
Hammer accessories as your trade-in for 
any old electric hammer, regardless of make, 
model or condition. 

Two Roto-Hammer models are available 








y 


on a New Skil 


ROTO-HAMMER 


—new, improved Model 726 (drills masonry 
holes from "" to 114” diameter); Model 736 
(drills masonry holes from 4” to 314” dia.). 

See your Skil distributor NOW for com- 
plete information. But hurry! This sensational 
trade-in offer is for a limited time only! Look 
under “*Tools—Electric” in the Yellow Pages. 
Or write: Skil Corporation, Dept. 1251, 5033 
Elston Avenue, Chicago 30, Illinois. 


Only Skil Roto-Hammers have 3-way action 


Hammers with 
automatic power 
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Hammers without 
rotation rotation. 

For fastest west For chiseling, 
channeling, slotting ; a regular electric 
demolition work, ole ele gtats 
scores of hammering 
jobs 


Drills without 
hammering. 
For use same as 





SKIL 


POWER 9 TOOLS 


...and only Skil Roto- 
Hammers use 4 types 
of percussion-rotary 
bits...over 150 acces- 
sories in all for un- 
equalled versatility! 


— 
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Figs. 704-T and 704-B—TYPE 316 STAINLESS STEEL—SIZES 14" to 2” 
TEFLON OR BUNA-N SEATS AND SEALS 
e TOP ENTRY FOR EASY IN-LINE MAINTENANCE 
¢ QUARTER-TURN OPERATION 
e SELF-ALIGNING BALL 
¢ STRAIGHT-THROUGH FLOW 
¢ COMPACT DESIGN 
« LOW OPERATING TORQUE 


SEPTEMBER 11, 1961 
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PRECISION 
PERFORMANCE 
IN 


CORROSIVE 
SERVICE 


Now you can have the corrosion- 
resistance of Type 316 Stainless Steel 
in the same Lunkenheimer Ball 

Valve design that is proving so efficient 
in bronze. Every part, including the 
Teflon or Buna-N seats, is precision 
machined to provide leakproof 
performance in corrosive liquids, gases, 
and slurries. Corrosive atmospheres 
are no threat to solid Stainless 

Steel bodies and bonnets. Recom- 
mended for both pressure and 

vacuum applications. 


Get Circular 61: 


n your 


unkenheimer Co., 
ncinnati 14, Ohio. 


L-561 24 





COSTS with 





viame 
PIPE-MATE... 





Industry’s most versatile line of lightweight 
stainless steel pipe fittings and flanges 


With the ever increasing use of low cost, 
lightweight stainless steel pipe in modern 
corrosion resistant process piping systems, 
has come the most logical preference for 
PIPE-MATE fittings and flanges. First, 
PIPE-MATE fittings provide a new ver- 
satility in piping fabrication that lets you 
choose the pipe-to-pipe and pipe-to-fitting 
joining method best suited to your job. 
Second, PIPE-MATE lightweight stainless 
steel fittings are available in every needed 
form and size from %”" to 4”, in Schedules 
5S and 10S. 


PIPE-MATE fittings can be butt welded 
with either metallic arc or shielded inert 
gas welding techniques. Or, employing 
the PIPE-MATE aligning connector they can 
be fillet welded, brazed or silver soldered 
for permanent, leak-proof joints. PIPE- 
MATE aligning connectors eliminate costly 
misalignment errors, too. The entire pip- 
ing system can be “pre-fitted’’ and ad- 


justed for misalignment 

before a single joint is made up. 
PIPE-MATE rolled-in flanged connec- 
tions provide the perfect means for in- 
stalling process piping systems when 
welding equipment is unavailable, when 
hazardous conditions dictate flameless fab- 
rication, or when rapid system assembly 
and dis-assembly are required. PIPE- 
MATE rolled-in flanged joints are remark- 
ably easy to make... no special skills or 
costly tools are needed. Extra long tan- 
gents on all PIPE-MATE fittings assure 
adequate flange clearance, and the 
rotatable flange makes bolt hole alignment 
easy. 

Get all the facts today, and see how 
lightweight stainless steel piping and 
PIPE-MATE fittings can cut your process 
piping system costs. Write for Bulletin 
TT944-J251. TUBE TURNS, Louisville 


1, Kentucky. ““PIPE-MATE” and “‘tt” 
T.M. Reg. U.S. Pat. Off, 


TUBE TURNS 


Divioion of 


More Facts 


Write 


I Corporation. 


No. 272 on Information Card—Last Page 
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Lightweight stainless steel process piping systems fabricated with PIPE-MATE rolled-in flanged 
connections cost less to install and save up to 50% in pipe costs, too. 





~~ a 


for butt welding ... for fillet welding . . . for rolled-in flanges 





| 
i 


_ | PIPE-MATE fittings are stocked by and sold exclusively through authorized Tube Turns Distributors 


\ | 





EXCELLENT BASE 
FOR PROFITS 


This ninety-six pound casting was made for the National Cash Register Co. 
of Nodulite®, Hamilton Foundry’s ductile iron. The casting forms the base 
for the new Post-Tronic Accounting Machine. It measures 372” by 232” 
with sections varying from 14” to 1/2”. Ductile iron was chosen for this part 
because of its ductility, dimensional stability, rigidity, and machinability. 

Sharp pencil buyers know that the ultimate cost of a casting rather than 
the purchase price is most important to the cost of the end product. Dimen- 
sional accuracy, uniform machinability, fine surface finish, low rejects and 
delivery of orders on schedule result in castings at lowest ultimate cost and 
insure your reputation for product quality. 


When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 


foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON * ALLOYED IRON * MEEHANITE @ * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


1551 LINCOLN AVENUE * HAMILTON, OHIO * TWinbrook 5-7491 
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Industry 





Anemostat Corp., a subsidiary 
of Dynamics Corp. of America has 
moved all production and research 
facilities to a new single-level, 
165,000 sq. ft. plant in Scranton, 
Pa. The plant will produce air 
diffusers, high-velocity air dis- 
tribution equipment, and air me- 
ters. 


Allied Chemical’s General 
Chemical Division has acquired a 
site near Pottsville, Pa., for its 
first commerical plant to produce 
plastic films. 

Production is scheduled prior 
to the year-end and initial prod- 
ucts to be manufactured will be 
new “Aclar” fluorohalocarbon 
and “Capran” polyamide films. 
Both are specialty films current- 
ly in pilot plant production. 


A new Factory Service Branch 
for Towmotor Corp. has recently 
been opened in the Baltimore 
area. The new building also 
houses the Towmotor sales repre- 
sentative, Fork Lift Trucks, Inc. 
Complete sales and service fa- 
cilities are thus available under 
one roof for all Towmotor- 
Gerlinger handling 
equipment. 


materials 


International Paper Co. has 
started construction of a new 118,- 
000-square-foot plant in Yukon, 
Pa. The plant will be a supply 
source of corrugated shipping con- 
tainers for industry in the tri- 
state area of Western Pennsyl- 
vania, Eastern Ohio and West 
Virginia. 


A new urethane foam produc- 
ing and fabricating plant has 
been opened at Chattanooga, 
Tenn., by the Plastics Division of 
Nopco Chemical Company. With 
an initial capacity to produce 
more than four million pounds 
of foam annually, the plant will 
be devoted primarily to manu- 
facturing and fabricating flexible 
polyether urethane foams for the 
furniture, textile, quilting and 
bedding, boating, aircraft and 
automotive industries. 


PURCHASING 








FRASSE 


tor tubing 


Welded Mechanical Tubing — 
Round, Square & Rectangular 


Pressure Pipe & Tubing 
Seamless Hydraulic Tubing 
Welded Hydraulic Tubing 
Centrifugally Spun Tubing 


Hollow Structural Tubing — 
Square & Rectangular 


Stainless Seamless Tubing 
Stainless Welded Tubing 
Stainless Seamless Pipe 
Stainless Welded Pipe 
Aluminum Tubing & Pipe 








NEW YORK 13, N. Y. 


SEPTEMBER 11, 1961 


New Grades — New Shapes — New Sizes .. . all are included in 
the new extensive expansion made in the size and scope of Frasse 
tubing stocks. You can be more selective than ever — with the unu- 
sually complete tubing inventories now available. For, while only 
the major additions are highlighted above... practically all Frasse 
tubing grades have been recently supplemented. 


Whether it’s for a new application — or a standard requirement ... . 
you'll find it more convenient to order your tubing from Frasse. 
With Frasse as your tubing source — you have quick access to a 
variety of grades, shapes and sizes that will meet every normal 
tubing requirement . . . and you avoid needless “‘shopping”’. Then 
too, quality need never concern you... for every tubular item carried 
meets rigid standards set by Frasse tubing specialists. 


Broad selection — top quality — quick delivery — dependable serv- 
ice ... these are the plus-values you get by ordering your tubing from 


Frasse. For a quotation on your requirements — or a fast delivery 
.. call us. 














Peter A. 








Frasse' 





& Co., Inc. 























STEEL 
SERVICE CENTER 





17 Grand St. 
Walker 5-2200 


PHILADELPHIA 29, PA. 
3911 Wissahickon Ave. 
BAldwin 9-9900 


INSTITUTE 


BUFFALO 5, N. Y. SYRACUSE 1, N.Y. 
P.O. Box 102 P.O. Box 1267 
TR 6-4700 HOward 3-8655 


HARTFORD 1, CONN. 
P.O. Box 1949 
JAckson 9-6861 
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ARE THE SAFETY CANS 


you're Auying 
Ai \ 


They are if you're buying Protectoseal 
Safety Cans—and here’s why! 
. Leakproof Construction 
. Shock-Rim Bottom 
. Double Wall Flame Arresters 
. Mechanically Joined Fill Spout 
. Leakproof Spout Seal 
. Quick-Acting Dispensing Valve 
. Shock Guard Carrying Handle 


Check these features, compare them point 
by point with any other safety can, and 
see for yourself why Protectoseal Safety 
Cans are the quality standard of the in- 
dustry and your very best buy. + 


Write for complete 76 page 
Catalog of Flammable Engi- 
neering Fundamentals and 

Safety Equipment. 


E PROTECTOSEAL COMPANY 


Western Avenue ¢ Chicago 8, Illinois 
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The General Electric Com- 
pany’s Computer Department, 
Phoenix, Ariz., recently an- 
nounced establishment of a dis- 
trict sales office in the city. The 
new office will be responsible for 
sales of department products in 
Oklahoma, Kansas, Nebraska, 
Western Missouri and Western 
Iowa. 


New headquarters of Interstate 
Steel Company were opened re- 
cently at 401 Touhy Avenue, Des 
Plaines, Ill. In addition to dou- 
bling the capacity of the com- 
pany’s former plant in nearby 
Evanston, the new facilities en- 
able the firm to give same-day 
delivery on most steel orders. 


Chemical Products Corporation 
has started construction of a new 
plant at Cartersville, Ga. for 
manufacture of a line of sodium 
silicates. Initial production will 
include most of the commonly 
used solution grades, one an- 


hydrous glass and sodium meta- 
silicate pentahydrate. 

Completion of the plant is ex- 
pected by October and will pro- 
vide the first basic sodium sili- 
cate operation in the southeast. 
Its location will offer many ad- 
vantages to users in the area. 


DITTO, Inc., recently opened a 
new 22,500 square foot branch 
office, printing plant and ware- 
house in Los Angeles, Calif. 

The new branch office is a con- 
solidation of two former locations 
in Los Angeles, the sales and 
service office and printing plant, 
and the warehouse. 


Construction has started in 
Cincinnati for a new 20,000 sq. 
ft. structure to house manufac- 
turing facilities and general of- 
fices of The Ohmart Corp., man- 
ufacturer of nuclear gauging 
systems. 

Located at the end of Allen- 
dorf Road near Cincinnati’s Oak- 
ley industrial complex, the new 
building is expected to be com- 
pleted by October. 





ATTENTION 
PURCHASING AGENTS 


Somewhere there is a new use for our gear motor. This 
design is a natural for low speed, high torque applications. 
Perhaps you have a new use for a motor which was ini- 
tially designed for milk agitation. Totally enclosed. 
Smooth finish. No contaminant collecting flats or crevices. 
Drip-proof, wear-proof, 
utilizing a no-drip, wipe on 
gear lubricant. 
type-300 stainless steel 
shaft extension. Silent 
power through helical steel 
and phenolic gear train 
supported on ball bearings. 
Available in single and two 
speed motors. It’s ready 
now for big volume appli- 
cation at a big, big, savings. 
The expensive, 
suming work is over. If you 
have a possible application, 
let us know about it today. 


“3 
i 4 
‘ “? 


FRANKLIN ELECTRIC COMPANY, INC 
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Rugged 


ing; Teflon 
valves. 


time-con- 


Dept. P-9 
* Bluffton, indiana 


for every 
service 


Now—with the addition of a 316 
stainless steel series—you have a 
Marsh Needle Valve for almost 
any purpose or service. Full 
range of sizes and patterns. 
Wide range of pressures and 
temperatures. All are machined 
from solid bar stock. All have 
precision ground stems for close 
regulation—tight shut-off. All 
have “Marpak” moulded pack- 
in stainless steel 


ALLOY STEEL 


Ask for bulletins covering full line. 


MARSH INSTRUMENT COMPANY 
Dept.G, Skokie, Ili. 

Division of Colorado Oil and Gas Corporation 
Marsh instrument & Valve Co. (Canada) Ltd., 8307 103rd 
St., Edmonton, Alberta, Canada. Houston Branch Plant 

1121 Rockwell St., Sect. 15, Houston, Texas. Eastern 
Seaboard Warehouse: Marsh Instrument Company, 
1209 Anderson Ave., Fort Lee, N.J. 


416 STAINLESS STEEL 
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quality 


Nuclear submarines like the SKIPJACK are 
designed to carry out underwater missions in 
utmost silence. That is why the hushed quiet 
ness of Hoover Quality ball bearings makes 
them ideal for critical applications on this and 
many other types of equipment. 


oorer 


bearings — 


.-- HARDLY A WHISPER 










NS 


Hushed quietness in a bearing is a promise of excellent quality, 
superior performance and long life. 

And it’s no coincidence that Hoover bearings are exceptionally 
quiet. Hoover Honed bearing raceways are super smooth, superbly 
finished. Micro-Velvet balls are spherically accurate within mil- 
lionths of an inch and surface finished to microscopic perfection. 
These precision components work together in perfect harmony. 
We, at Hoover, know because every Hoover Quality bearing is 
checked electronically before it is shipped. 


Hoover Honed and Micro-Velvet are Hoover Trademarks 


OOUer 


BALL AND BEARING COMPANY 
5400 South State Road, Ann Arbor, Michigan 


Zone Sales 8581 South Chicago Ave., Chicago 17, Illinois 
Offices and | 290 Lodi Street, Hackensack, New Jersey 
Warehouses 2020 South Figueroa, Los Angeles 7, California 


hoover Controls hoover quality FROM START TO FINISH 


High quality wire from which 
balls are made is produced 
by Hoover’s Cuyahoga Steel 
and Wire Division. 


Hoover Micro-Velvet Balls are It’s easier to strike a match 
made of the finest of chrome on plate glass than on the 
alloy steel. Sphericity is meas- smocth finish of a Hoover 
ured in millionths of an inch. Honed bearing raceway. 





Hoover quality control meth- 
ods include non-destructive 
electronic inspection of 
bearing components. 


| | ELPAR 
“SPARTAN’ 


“EXTRA” SERVICE FORK TRUCKS 


This hefty new model is built to take it! With the extra 
margin of strength and stamina built into this new 
ELPAR F-52T “‘Spartan’’, you get the reliability and 
maintenance-free service that you always expect from 
top quality ELPAR trucks. 

The “Spartan”’ is available in standard capacity ratings 


of 10,000, 12,000 and 14,000 pounds. Call your ELPAR 


man for complete details. 
| ge 
com sia =Sparian” sary. ofl 
Ask for your copy now. aie 
THE ELWELL-PARKER 


ELECTRIC COMPANY 


4035 ST. CLAIR AVENUE ¢ CLEVELAND 3, OHIO 
In Canada: International Equipment Company, Ltd. 











10 MOST WANTED FEATURES 


Unitized hydraulic control panel 
Demountable electrical control 
panel 

Twin tilt cylinders—High mount- 
ing for stability 


@ Power steering standard 


@ Engine hour meter standard 


@ Battery compartment takes 1280 


AH battery 


Pivots around drive wheel on 
turning 


Can be used for car loading when 
handling up to 48” square pallets 


Travel speed up to 6 MPH loaded 
Lift speed 32 FPM loaded 





SRL ein eee let 
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TEST THE BEST—FREE! Send for the free Shakeproof Live 
Action Sample Kit. Includes a wide selection of lock washers and 
the informative “This Washer Locks Where Others Fail’ booklet. 


™ 


Look for this symbol when you buy or specify to 
be sure you are getting Genuine Shakeproof Live 
Action Lock Washers! 


...-with your 


product’s reputation 


INSIST ON GENUINE SHAKEPROOF 
LIVE ACTION LOCK WASHERS! 


Customer loyalty is not a matter of /uck! It's based on your product's 
reputation for top quality, trouble-free performance! A good reputation 
depends on the quality of each component used in manufacture and 
assembly. Fasteners—lock washers in particular—carry a big part of this 
responsibility. Washers that don't measure up to the rest of your product 


can cause real trouble . . . can actually result in brand switching by your 
customers. 


Don't Gamble! Don't settle for a lock washer that’s “good enough.” 
Look alikes don’t act alike! Genuine Shakeproof Live Action Lock 


Washers bite on both sides . . . the only lock washers that lock right— 
stay tight—where others fail. 


4 T DIVISION ILLINOIS TOOL WORKS INc 
ST. CHARLES ROAD « ELGIN, ILLINOIS 
f IN CANADA: SHAKEPROOF /FASTEX, 
DIVISION OF CANADA ILLINOIS TOOLS LTE 
; Ww 67 Scarsdale Road, Den Mills, Ontario 


Copyright Shakeproof, Division Illinois Tool VW 
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SERVICE IN STAMPINGS 


“ONE PLUS” PRODUCTION “WATCH DOG” F 
} METHOD RUN METHOD SERVICE r 


Applies when you 
need just a few 
pieces for proto- 
types or experi- 
ment. We hold all 
critical dimensions, 
yet avoid tooling 


More than “a few,” 
but less than pro- 
duction quantities 
Temporary tooling, 
simple dies and 
special presses 
keep costs down. 


Applies when quan- 
tity, tolerance, size 
and contour factors 
justify our standard 
production tooling 
and/or nominal die 
charges. 


charges. 


A routine proce- 
dure. We re-evalu- 
ate repeat orders 
as to quantity and 
specs—then use 
the Method best for 
you. 


UNIQUE EXPERIENCE PRODUCES BETTER 


STAMPED METAL PARTS 


We have been producing Stamped Metal Parts 
at the Laminated Shim Company, not as a 
sideline, but as the mainstay of our business 
since 1913. That’s important for you to know. 
t is just this kind of experience and special- 
ization that provides you with an unmatched 
Service in Stampings as near as your phone. 
With this Service you get top quality Stamp- 
ings . . . (1) in any size, any shape, ranging from 
tiny lock washers to electronic chassis to husky 


rocker arms... (2) in any quantity, from a 
single prototype to a million or more... (3) 
all within accepted tolerances and finishes for 
the class of work involved . . . (4) at surprisingly 
low cost. 


So... for better Stamped Metal Parts, faster 
and at low cost, call DAvis 5-2631 or send 
your prints for quotes directly to the... 

LAMINATED SHIM COMPANY, INC., 

2409 Union Street, Glenbrook, Conn. 
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SIMOND'S 








TRULY DIFFERENT... FOR SUPERIOR GRINDING! 


... and here’s why. 


The big new forward step to abrasive machining! Outgrinds, outperforms other wheels. . . especially 
on the hardest toolroom steels including abrasion-resistant types. Incomparable for form grinding. 
Does a multitude of jobs with few specifications. Friable but tough to a degree never before 
attained . . . because of the radically different abrasive and bond combination. 


Pick your toughest tool steel job and try the new Ruby Wheel. You'll find it a veritable “‘work- 
horse”’ for surface grinding, internal, tool and cutter and similar precision work. Ask your Simonds 


Distributor for details. 


ABRASIVE CO. 


SEPTEMBER 11, 1961 


your “buy-law” for better grinding 
S) oh ~. SIMONDS DISTRIBUTOR 
helpi: 


> ng YOUR business is HIS business 


WEST COAST PLANT: EL MONTE, CALIF. — BRANCHES: CHICAGO © DETROIT © LOS ANGELES © PHILADELPHIA © PORTLAND, ORE. © SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO.. LTD., BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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LET MUELLER 
MAKE IT! 


Mueller Brass Co. of Port Huron is 
much more diversified than the name 
“Brass” implies . . . a lot more. In 
fact, because of its many and varied 
facilities . . . its men, methods and 
metals ... Mueller is in the unique 
position of being able to offer true 
single source service. 


MUELEER HAS THE MEN .. . experi- 
enced engineers with the ability to 
work out, creatively, tough design 
problems, and improve a part or 
components for production by the 
most economical method. You get 
sound engineering plus 44 years of 
practical metalworking production 
experience when you “Let Mueller 
Make It.” 


MUELLER HAS THE METHODS .. . 
when you “Let Mueller Make It”, 
you are utilizing one single source 
that is able to produce parts any one 
of these ways: as forgings, impact ex- 
trusions, sintered metal parts, screw 
machine products, formed tube or 
as castings. 


MUELLER HAS THE METALS... and 
the materials . . . to produce pre- 
cision parts in aluminum, brass, 
bronze, copper, iron, and steel in 
hundreds of different alloys to meet 
each exact requirement. 


In addition, Mueller Brass Co. has 
complete and modern facilities for 
performing all types of finishing and 
sub-assembly operations. Another 
plus value is nation-wide sales engi- 
neering service. 


So, in the final analysis, no matter 
where you fit in the American indus- 
trial picture, whether you’re making 
missiles or mowers...and no matter 
where you're located, it will pay you 
to LET MUELLER MAKE IT! 


MUELLER BRASS CO. 
PORT HURON 30, MICHIGAN 
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International Paper Company's 
Container Division has announced 
it will shortly break ground on a 
new plant for the manufacture 
of corrugated shipping containers 
in the Pittsburgh, Pa. area. The 
118,000 sq. ft. structure will be 
built on a 20-acre tract near the 
New Stanton interchange of the 
Pennsylvania Turnpike on new 
Route 71. 

The new center will provide 
maximum service to corrugated 
shipping container customers and 
potential customers in the ex- 
panding three-state industrial 
area of Western Pennsylvania, 
Eastern Ohio and West Virginia. 
Completion is expected by early 


Armco Steel Corp., Middletown, 
Ohio, is now operating its new 
72-inch continuous zinc-coating 
line—the widest galvanizing unit 
of its type ever built. The new 
$8.5 million Middletown Works 
line, which has a process capacity 
of 30 tons per hour is now operat- 
ing on a 24-hour-per-day basis. 


Huck Manufacturing Company, 
manufacturer of precision fasten- 
ers and fastening tools, has opened 
four new regional offices to pro- 
vide increased sales and engin- 
eering service throughout the 
United States. New offices are lo- 
cated in Atlanta, Ga.; Newark, 
N.J.; Chicago, Ill; and St. Louis, 
Mo. An additional regional office 
is located in Hawthorne, Calif. 

The Huck precision fastening 
system is used in aircraft, missile, 
automotive, marine, construction 
and electronics applications. 


Continental Can Company will 
shortly consolidate its head of- 
fice staff and all of its other New 
York City offices in a new build- 
ing at 633 Third Avenue between 
40th and 41st Streets, New York. 
Certain of the company’s division 
offices from outside of New York 
will also relocate in fifteen floors 
of the 41-story building. 


A new company, Champlain- 
Zapata Plastics Machinery, Inc., 
has been formed to market ma- 
chinery to be used with an ad- 
vanced process developed by 
Champlain-Zapata for molding ex- 
pandable polystyrene. According 
to company officials, the new proc- 
ess which is designed for use by 
the plastics and packaging indus- 
tries makes it possible to auto- 
matically mold expandable poly- 
styrene beads. Machinery used 
with the process includes pre- 
expanding equipment that will be 
integrated with the molding proc- 
ess. 

The new company will be lo- 
cated in Caldwell, N. J. 


Delta-Star Electric Division, H. 
Ki. Porter Company Inc. has 
opened a new plant at Lynchburg, 
Va., where it will produce and 
test distribution transformers, 
lightning arrestors and industrial 
crane conductor systems. The 
plant will serve electric utilities 
and a wide range of industrial 
customers. 


F. J. Stokes Corp., Philadelphia, 
Pa., has opened a new West Coast 
facility, at 3761 E. Colorado Boule- 
vard, Pasadena, Calif., to provide 
customers in this area with a 
close-at-hand source of sales en- 
gineering representation, on-the- 
spot technical service, and prompt 
deliveries from stock of many of 
its standard items of equipment 
for vacuum processing, molding 
tabletting and compacting. The 
new facility will service customers 
in California, Arizona, Nevada, 
Utah, Wyoming, Idaho, and Mon- 
tana, and will also provide a back- 
up to Walsh Associates, Seattle, 
Stokes’ representatives in Wash- 
ington, Oregon, and Alaska. 
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MUELLER CAN MAKE MOST ANYTHING IN 
IMPACT EXTRUSIONS... 


We don’t really make locomotives, but the 18 

different Cold-Prest impact extrusions represented 

in the model were cold forged to exacting tolerances from 
a number of aluminum, copper, brass, and steel alloys. 


These parts are employed in products ranging from door 

closers to missiles. Mueller has also made important advances 

in the production of copper impact extrusions that are especially 
adaptable to electronic applications. Cold forgings are precision 
produced to exacting tolerances and offer the additional advantage 
of a better finish and appreciable metal savings. 


Mueller’s flexible facilities for the production of Cold-Prest Impact extrusions 

make practical long or short runs of simple or relatively complex shapes on an 
economical basis. In addition, the entire Mueller engineering staff, excellent machining, 
finishing and assembly facilities are readily available to you when you .. . 


LET MUELLER MAKE IT! 


Write today for Engineering 


M U e L L —E id BRASS Co. Manual No. FM-3019 


PORT HURON 30, MICHIGAN 
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[THeEe Times acrua size} 


we a grade 160 


new} CDF grade 2450P 


wor grade 522 


three outstanding new laminates! 


High legibility letters, numbers or 
symbols can be stamped on this new 
warm punch, paper phenolic grade in 
the same die used for blanking and 
piercing! No separate operation is 
necessary . . . no registration prob- 
lems. Markings are permanent and in 
sharp contrast. Ideal for capacitor 
caps, terminal boards, panels, spacers, 
coil ends, socket bases. Meets NEMA 
X and XP requirements. 


Economical paper phenolic grade 
2450P can be punched warm and has 
improved mechanical strength and 
lower moisture absorption proper- 
ties. It is designed especially for 
mechanical and low voltage electrical 
insulation applications such as con- 
nector blocks, coil and bobbin ends, 
washers, plug and socket bases. Meets 
NEMA X and XP requirements. 


These are the newest materials of CDF research and 
engineering, developed to give you outstanding perform- 


ance at minimum cost. 


*Du Pont trademark 


Your inquiry is 


welcomed. 


® 


Excellent wet electrical and other 
improved properties make this new 
copper-clad glass fabric Teflon* 
laminate ideal for radar insulation, 
missile antennas, critical computer 
applications. Circuits based on this 
grade will show minimum drift under 
varying temperature and humidity. 
Also available without copper for 
such uses as high frequency insula- 
tion in wave guides. 


CONTINENTAL-DIAMOND FIBRE 


CONTINENTAL-DIAMOND FIBRE CORPORATION, NEWARK, DELAWARE © A SUBSIDIARY OF THE Gans COMPANY 
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POSITIVE DUPLICATION—EVERY TIME! 





Just as you see these CINCINNATI Centerless Grinding 
Wheels duplicated with exact fidelity in these mirrors, 
you can be absolutely sure of Positive Duplication 
with all CINCINNATI °° GRINDING WHEELS. 


THREE DOZEN GOOD REASONS 


Cincinnati is able to supply you with wheels of 
uniform excellence, because of its unique ®) manu- 
facturing process. This involves 36 separate and un- 
varying quality controls right from grain mix to final 
inspection. 


For example, the six steps to grain uniformity are 
these: Grain size verified with screens . . . Grain 
cleanliness . . . Freedom of foreign matter . . . Color 
. .. Magnetic content... and Bulk density must all 
meet rigid standards. 


RESULT: DEPENDABLE PERFORMANCE 


You can depend on © WHEELS because each reorder 


°Trade Mark Reg. U.S. Pat. Off. 


SEPTEMBER 11, 1961 


wheel gives you exactly the same good job as the 
original. 


Using ® WHEELs you will find production going up, 
and costs going down... to stay! This is the promise— 
and the performance—of Positive Duplication. 


CALL FOR CINCINNATI WHEELS TODAY 


Solve your grinding problems with the help of 
specialists trained by the Cincinnati Milling Machine 
Company. Their wide experience in job set-ups and 
grinding operations is at your service. Just call your 
CINCINNATI © GRINDING WHEELS Distributor or con- 
tact Cincinnati Milling Products Division, Cincin- 
nati 9, Ohio. 


os. 
(P})) POSITIVE DUPLICATION 
Ce 


GRINDING WHEELS 
A PRODUCTION-PROVED PRODUCT OF THE CINCINNATI MILLING MACHINE CO. 
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COLD 
HEADING 


does it again! 


The appointment of Mr. Ber- 
nard O. Hermanson as purchasing 
agent for Queen Products Division 
of King-Seeley Thermos Co., Al- 
bert Lea, Minn., was announced 
recently. Mr. Hermanson has been 








Redesigned for 
Hubbell Cold Heading, 
this Brass Switch Handle is 


mY STRONGER 
MORE EFFICIENT 
BETTER LOOKING = 


and only 





THE COST! 


Bernard O. Hermanson 


with the Division for 16 years, and 
prior to his new position was pro- 
duction control manager at the 
Front St. plant. 


with WAGNER SPACERS 


Take another look at the components where you 
are now using screw machine parts, welded and 
seamless tubing, or iron pipe. Cost saving 
applications for Wagner spacers is unlimited 
like the large spacer (shown above) which has 
inward projections at six points to hold the 
large shaft bearing in alignment... or the tiny 
spacer at right, similar to thousands we supply 
to electric appliance manufactur to save the 
cost of screw machine parts. Let our engineering 
department analyze your requirements now . . 
they are backed with over 60 years of exper 
ience and modern high speed facilities to 
produce at low cost! 


He will be directly responsible 
for the purchase of all raw ma- 
terials, supplies and component 
parts used in manufacturing at the 
Albert Lea plants. 


Mr. Richard M. Klaus has been 
promoted to director of purchases 
of the OPW Division of Dover 


Corrosion at joint 
caused breakage 


Both ends drilled and shaved 


End piece punched 
and pierced 


Two pcs. joined by hand 


Center post staked 


Corporation, Cincinnati, Ohio. He 


Wagner spacers are available in: Lengths from 
7/32” to 7”; I. D. from .100 to 2-1/16”; O. D 
from .140 to 244”; Wall thickness .020 to .187 
We also make a wide variety of spacers with 
special features (as shown below) in brass, 
stainless steel, aluminum and steel! 


vag N Flanged end ‘ 


i 


wih ene Alle 


NS 


\— sot prea If your operation uses large quantities of small 
j used as handle inserts 


| metal parts formed on automatic screw ma- 
| = seam Paar shapes . chines, equal or greater savings may be possible 


= with Hubbell Cold Heading. 
© aeet 


V joint Bolt spacers Projections 


HARVEY 


Richard M. Klaus he U B 3 t LL, 


came to OPW in 1953. His first iL. fete) -j_fel-7-wa te) 
position was project engineer and PMACHINE SCREW DEPARTMENT 
in 1959 he was named chief engi- BRIDGEPORT 2, CONNECT 

neer, 


spacers for every application 
write -- no obligation 





E.R. WAGNER 


manufacturing, inc. | Wagner | 
4617 N. 32nd Street ou a has oF Feat euacire 
———— 


Milwaukee 9, Wisconsin 
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Widest Range from Any Distributor Source. 


OF.) Ii ayoame) aun zele) am lolor-] mm Vielel- mn ell-)agl oll) ce) amie) ¢ 
re lielaahialeiaamel iil its forms ts like having an 


Alcoa plant next door. Nobody else stocks as 
much sheet and plate; wire, rod and bar; 
tube and pipe; and extruded shapes in as 
many sizes, alloyS and finishes I Ke) orere hy else 
can respond as quickly to your call for metal 


(0) am (Toda lal lor-im-le halos 


ALCOA ALUMINUM 


ALABAMA 

Birmingham 5 

Hinkle Supply Company, Inc 
(Fairfax 2-4541) 

TheJ. M. Tull Metal & Supply Co., Inc 
(Fairfax 3-1612) 

ARIZONA 

Phoenix 

Ducommun Metals & Supply Co 
(Bridge 5-4471) 

Pacific Metals Company, Ltd. 
(Alpine 8-7821) 

CALIFORNIA 

Berkeley 10 

Ducommun Metals & Supply Co 
(Thornwall 1-1820) 

Los Angeles 59 

Benjamin Metals Company 
(Rod & Bar) (Nevada 6-0611) 
Los Angeles 54 

Ducommun Metals & Supply Co 
(Ludlow 8-0161) 

Los Angeles 22 

Pacific Metals Company, Ltd. 
(Raymond 3-5431) 

Los Angeles 22 

Tubesales (Tube & Pipe) 
(Raymond 3-7781) 

San Diego 

Ducommun Metals & Supply Co 
(Gridley 7-3141) 

San Diego 1 

Pacific Metals Company, Ltd 
(Belmont 4-3253) 

San Francisco 7 

Pacific Metals Company, Ltd 
(Underhill 3-5600) 
COLORADO 

Denver 16 

Marsh Steel & Aluminum Co. 
(Keystone 4-1241) 

Denver 16 

Metal Goods Corporation 
(Dudley 8-4141) 


CONNECTICUT 
Milford 


i 
Edgcomb Steel of New England, Inc 
(Trinity 4-1631) 
Windsor 
Whitehead Metals, inc 
(Murdock 8-4921) 
FLORIDA 
Jacksonville 5 
TheJ. M. Tull Metal & Supply Co. 
(Evergreen 7-5561) 
Miami 
TheJ. M. Tull Metal & Supply Co. 
(Oxford 6-0150) 


ampa 10 
TheJ. M. Tull Metal & Supply Co 
(3-6741) 
GEORGIA 
Atlanta 2 
TheJ. M. Tull Metal & Supply Co., 
QUackson 5-3871) 
HAWAII 
Honolulu 14 
Aluminum Products Hawaii, Ltd 
(94-861) 
IDAHO 


Boise 

Pacific Metal Company (3-6468) 

ILLINOIS 

Chicago 80 

Central Steel and Wire Company 
(Republic 7-3000) 

Chicago 80 

The Corey Stee! Company 
(Bishop 2-3000) 

Chicago 23 

Steel Sales Corporation 

(Bishop 7-7700) 

INDIANA 

indianapolis 18 

Stee! Sales Co. of Indiana, Inc 
(Liberty 6-1535) 

KANSAS 

Wichita 

Marsh Steel & Aluminum Co 
(Whitehall 2-3231) 

KENTUCKY 

Louisville 3 

Williams and Company, Incorporated 
CQuniper 3-7781) 


LOUISIANA 

New Orleans 12 

Metal Goods Corporation 
(Jackson 2-7373) 


MARYLAND 
Baltimore 7 
Whitehead Metals, Inc 
(Windsor 4-2000) 


MASSACHUSETTS 

Boston 19 

Eastern Metal Mil! Products Co 
(Highlands 2-5900) 
Cambridge 39 

Whitehead Metals, Inc 
(Trowbridge 6-4680) 


MICHIGAN 

Detroit 12 

Central Steel and Wire Company 
(Twinbrook 2-3200) 

Detroit (Hazel Park) 

Meier Brass & Aluminum Co 
Gordan 6-3902) 

Detroit 10 

Steel Sales Co. of Michigan 
(Tyler 6-3000) 


MINNESOTA 

Minneapolis 13 

Steel Sales Co. of Minnesota 
(Sterling 1-4893) 


MISSOURI 

North Kansas City 16 

Marsh Stee! & Aluminum Co 
(Grand 1-3505) 

North Kansas City 16 

Metal Goods Corporation 
(Grand 1-3516) 

St. Lowis 14 

Metal Goods Corporation 
(Harrison 7-1234) 

St. Louis 10 

Steel Sa'es Co. of Missouri, Iric 
(Prospect 1-5255) 


NEW HAMPSHIRE 

Nashua 

Edgcomb Steel of New England, In 
(Tuxedo 3-7731) 


NEW JERSEY 

Elizabeth 

Adam Metal Supply of New Jersey 
(Flanders 1-2550) 
Englewood 

Tubesales (Tube & Pipe) 
(Lowell 7-4400) 

Harrison 

Whitehead Metals, Inc 
(Humbolt 5-5900) 

Hillside 5 

Miller Steel and Aluminum 


Division of Robert Campbell Co., Inc 


(Waverly 6-6000) 


NEW YORK 

Albany 1 

Eastern Metals Warehouse, Inc 
(IV 9-3281) 

Buffalo 17 
Brace-Mueller-Huntley, Inc 
(TR 7-8700) 

Buffalo 7 

Whitehead Metals, Inc 

(TR 6-3100) 

New York (Long Island City 1) 
Adam Metal Supply 

(Stilwell 6-7737) 

New York (Brooklyn) 

Strahs Aluminum Company, Inc 
(Browning 2-7000) 

New York 14 

Whitehead Metals, Inc 
(Watkins 4-1500) 

Rochester 5 

Adam Metal Supply of Rochester 
(Locust 2-4260) 

Rochester 1 
Brace-Mueller-Huntley, Inc 
(Congress 6-6560) 

Rochester 10 

Whitehead Metals, Inc 

(Butler 8-2141) 

Syracuse 1 
Brace-Mueller-Huntley, Inc 
(Howard 3-3341) 

Syracuse 1 

Whitehead Metals, Inc 
(Howard 3-6241) 


NORT!i CAROLINA 
Charictte 6 

Edgcomb Steel Company 
(Franklin 5-3361) 
Greensboro 

Edgcomb Steel Company 
(Broadway 5-8421) 


OHIO 
Cincinnati 14 
Centra! Steel and Wire Company 
(Avon 1-2230) 
Cincinnati 37 
Williams and Company, Incorporated 
(Valley 1-5555) 
Cleveland 28 
A. M. Castle & Co 
(Axminster 2-7600) 
Cleveland 14 
Williams and Company, Incorporated 
(Utah 1-5000) 
Columbus 12 
Williams and Company, Incorporated 
(Axminster 4-1623) 
Toledo 12 
Williams and Company, Incorporated 
(Greenwood 5-8861) 
OKLAHOMA 
Tulsa 13 
Metal Goods Corporation 
(Temple 6-2561) 
OREGON 
Portland 9 
Pacific Metal Company 
(Capito! 7-0693) 
PENNSYLVANIA 
Philadelphia 34 
Edgcomb Steel Company 
(Garfield 3-6300) 
Philadelphia 33 
Metal Supply Company 
(Center 6-0220) 
Philadeiyhia 40 
Whitehead Metals, Inc 
(Baldwin 9-2323) 
Pittsburgh 33 
Williams and Company, Incorporated 
(Cedar |! -8600) 
York 
Edgcomb Steel Company (47-1931) 
RHODE ISLAND 
Slatersville 
dgcomb Steel of New England, Inc 
(Poplar 7-0900) 
SOUTH CAROLINA 
Greenville 
TheJ. M. Tull Metal & Supply Co., Inc 
(Cedar 3-8366) 
TENNESSEE 
Memphis 6 
Meta! Goods Corporation 
(Whitehall 8-3407) 
TEXAS 
Dallas 
McCormick Steel Company 
(CH 7-3104) 
Dallas 35 
Metal Goods Corporation 
(Fleetwood 1-3271) 
Houston 1 
McCormick Steel Company 
(OR 2-6671) 
Houston 1 
Metal Goods Corporation 
(Riverside 7-1110) 
UTAH 
Salt Lake City 1 
Pacific Metals Company, Ltd 
(Davis 8-2222) 
WASHINGTON 
Seattle 8 
Ducommun Metals & Supply Co 
(Parkway 5-1500) 
Seattle 4 
Pacific Metal Company (Main 2-6925) 
Spokane 4 
Pacific Metal Company 
(Keystone 5-3681) 
WISCONSIN 
Milwaukee 1 
Central Steel and Wire Company 
(Humboldt 1-5000) 
Milwaukee 9 
Stee! Sales Co. of Wisconsin 
(Hilltop 2-2020) 


4 


Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative—The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He’s your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
give himacall...soon. Aluminum 
Company of America, 846-J Alcoa 
Building, Pittsburgh 19, Pa. 


Warcoa ALUMINUM 





A DISTRIBUTED NATIONALLY 


Call The Aluminum Man... 
he’s your Alcoa distributor 
sales representative 
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OPENING 


How fast can you swing your arm? 


That’s how fast you can open a Bemis Multiwall with Bemi-Strip 
closure. Just grab the red tab and pull. The bag opens quickly, easily. 
A tight seal . . . yet a fast, economical opening that 

leaves the bag intact. 

No fumbling for thread ends. No cutting. No stuck closure seams. 
And no paper shreds or thread clippings, so . . . assured cleanliness. 
Ask your Bemis man for complete information. 


where packaging ideas are born 
General Offices—408 Pine St., Dept. P, St. Lovis 2 ¢ Sales Offices in Principal Cities 
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For Quality Controlled 
COLD FINISHED STEELS 


CARBON... ALLOY... LEADED 
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You will save time, metal 
and money on all of your 
operations by making 
WYCKOFF your FIRST 
choice always. 


WYCKOFF STEEL COMPANY 


GENERAL OFFICES: 
GATEWAY CENTER, PITTSBURGH 30, PA. 


WORKS: AMBRIDGE, PA.—CHICAGO, ILL. 
NEWARK, N.J.—PUTNAM, CONN. 
WYCKOFF STEEL PRODUCTS « Carbon, Alloy and Leaded 
Steels « Turned and Polished Shafting « Turned and Ground 
Shafting « Large Squares « Wide Fiats up to 12%" x 2%" 
and 14”x 14"« All types of Furnace Treated Steels including 
Carbon Corrected Steels 





Purchasing People 





The appointment of Patsy F. 
Georgino as purchasing agent has 
been announced by Speer Carbon 
Company, St. Marys, Pa. 

Mr. Georgino was formerly as- 
sistant purchasing agent and has 
been with Speer Carbon Company 
for the past six years. Before that, 
he was with the Charles Tool 
and Supply Company, Clarion, 
Pa., as an industrial sales repre- 
sentative. He succeeds Mr. J. O. 
Bennett, who has retired. 


Mr. Wilmer E. Burget, who has 
been a member of the Purdue 
University staff at Lafayette, Ind. 
for 14 years, was recently named 
purchasing agent. He succeeds 


Wilmer E. Burget 


Mr. D. F. Finn who has been pro- 
moted to business manager and 
assistant treasurer of the Univer- 
sity. 

Mr. Edgar R. Parks will succeed 
Mr. Burget as assistant purchas- 
ing agent and manager of food 
stores. 

Both Mr. Burget and Mr. Parks 
are graduates of Purdue. 


Four members of the purchas- 
ing division of Haloid Xerox Inc., 
Rochester, N. Y. have been ap- 
pointed to new positions. John J. 
Reinhardt and Gaylord Powell 
have been named _ purchasing 
agents for the company. Stewart 
Wackel and William Kramer have 
been named assistant purchasing 
agents. 

Reinhardt, who joined Haloid 

(Please turn to page 208) 
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PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES: ELECTRICAL INSULATING MATERIALS> ADHESIVES 





PERMACEL CLOTH TAPES for 
the full range of canister and 
drum-sealing applications. 
Strong, moisture-proof, easily 
rye) e)i(-10 M-lale Mg-te-J-1-](-10 MS L-1ale IB (0) @ 


free brochure on cloth tapes. 


WAYS | 
GER-PAK® 
POLYETHYLENE 
SHEETING 
PROTECTS 








THE KEY TO YOUR 
SECURITY DESIGN PROBLEM 





























If the equipment or product you are designing 
should have a lock, it should have the unique 
Chicago ACE® Lock. The above key fits the cir- 
cular keyway of an ACE lock and is as symbolic 


of maximum security as it is different from con- 
Get new ideas on low-cost protection with GER-PAK water- ventional keys. 

proof polyethylene sheeting. For shipping, storage, work in oie : : 
process, products and equipment—bulk or small—you're fully Because of the intricate tumbler combinations 


protected against weather, dust, dirt and water. For many possible in a Chicago ACE Lock, you can specify 
daily in-plant needs, heavy duty GER-PAK sheeting is a time , a : 
and money saver. Comes in seamless sheeting up to 40 feet your own registered, unduplicated key cut with 


wide or tubing up to 20 ft. lay-flat width (standard thicknesses duplicate keys available from the factory only. 
are 1-mil (.001 in.) to 10-mil (.010 in.). And for positive seal- 

ing, use new super-adhesive GER-PAK Polyethylene MIRACLE To learn more about the 

TAPE®, specifically designed for use with GER-PAK sheeting. advantages of ACE and the 


WRITE TODAY FOR SAMPLES AND LITERATURE. complete line of Chicago 

GERING ee 

our catalog and bulletins. 

division of Studebaker-Packard Corp., Kenilworth, N. J. 
OTHER USES FOR GER-PAK POLYETHYLENE SHEETING 


bags and liners for drums, cartons, crates, bins « in-plant ) CHICAGO LOCK co. 
20 











water-proofing »* equipment covers + wrapping tools « . . " 
machinery covers * temporary shipping platform covers 52 North Racine Avenue - Chicago 14, Illinois 
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HOT 
OR 
COLD... 
HUSSEY 
COPPER 
DOES 
THE 
JOB 
BEST 


WAREHOUSES Cleveland - Cincinnati 
Chicago + New York (Long Island City) 
Philadelphia + St. Louis 


MADE IN USA 
THE SU 


C. G. HUSSEY & COMPANY = PITTSBURGH 19, PA. Satter counar Qa 
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MAKE US 
PROVE IT 








Choice of metals and finishes. Sizes 
to 2.75 in. OD and 3.75 in. deep. 


We at J&H make the claim we can give you 
consistently fast delivery on your small 
precision metal stampings and deep-drawn 
parts. Years of experience has taught us 
how to do this while providing unsurpassed 
quality and value. Ingenuity is part of the 
secret. In addition, our high-speed 
machines can turn out close tolerance 
parts in volume for low unit costs. And low 
overhead saves you needless expense. 
Make us prove just how much value your 
dollars can buy. Send a drawing for a free 
estimate and ask for Bulletin 81. 


JOHNSON &@ HOFFMAN 
MANUFACTURING CORPORATION 
31 East 2nd Street © Mineola, N.Y. © Pioneer 2-3333 
An affiliate of Superior Tube Co 
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Purchasing People 
(Continued from page 204) 


Xerox in 1953 as a buyer, will be 
responsible for supervising a 
group of commodities relating to 
tooling, sheet metals and mechani- 
cal functions. Powell, who has 
served as assistant to the direc- 
tor of purchases since he joined 
the company in July 1960, will 
be responsible for administrative, 
clerical and expediting functions 
of the division. 





Henry H. Liebrich was recently 
appointed to the new post of 
general purchasing agent, Carton 
Division, by Federal Paper Board 
Company, Bogota, N. J. He will 
be responsible for all major pur- 


Henry H. Liebrich 


chases by the company’s ten car- 
ton plants located throughout the 
eastern half of the United States. 
Previously he had been purchas- 
ing agent of Federal’s New Haven 
Carton Division, where he will 
continue to make his _ head- 
quarters. 





Obituary 





Mr. Lee J. Bussmann, Vice 
President and Director of Pur- 
chases of Bussmann Manufactur- 
ing Division, McGraw-Edison 
Company, died August 6 of a 
heart ailment while attending the 
Municipal Opera. 

Mr. Bussmann, 64 years old, 
was born in St. Louis and was 
associated with his five brothers 
for many years in the manage- 
ment of Bussmann Manufactur- 

(Please turn to page 210) 





TOP BRASS? 


Yes. Because only top brass is good 
enough for the Lee zipper. Premium 
quality for every part of every Lee 
garment is a firm policy with Lee. 


Lee Industrial Workwear and Uniforms 
bring you a full measure of toughness, 
wearability, efficiency and economy. And 
they fit right into your industry’s exact 
needs. 


The Lee line is known as the largest, most 
complete in the industry. It includes 
Shirts, Jackets, Pants, Union-alls, Over- 
alls, Service Coats and many others—and 
custom garments made to your specifi- 
cations as well. And most important. 
Workingmen like to wear the Lee gar- 
ment! It gives them a feeling of good- 
looking importance. Helps spark their 
morale—keeps it burning, too! 


Call in an experienced Lee Consultant. 
Get the proven facts on the garments 
best suited to your needs. You'll find it’s 
worth your while to let Lee work for you! 


WRITE TODAY TO 
INDUSTRIAL DIVISION 
H. D. LEE COMPANY 
117 WEST 20th STREET 


KANSAS CITY 41 MO. 
UNION MADE 
For More Facts Write No. 296 
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IT’S BOUND TO BE BETTER wire (iss) STEEL STRAPPING 


Why Kroger switched 
- to automatic steel strapping 


For years, the coffee packaging 
department of The Kroger Co. used 
gummed tape and stitches to seal 
corrugated shipping cartons. When 
the cartons of coffee arrived at 
Kroger stores, clerks ripped or slit 
the cartons open. Sometimes, this 
would damage the bags of coffee 
inside. So, Kroger converted to steel 
strapping for their cartons. Now, 
with the new USS Model 12 Auto- 
matic Steel Strapping machine, they 
not only virtually eliminated the 
possibility of package damage, but 
they can also turn out cartons for 
shipment much faster. And they 
strap two different-sized cartons 
with the machine. 

If you would like to have com- 
plete information about U. S. Steel 
Strapping, send the coupon. 


U. S. Steel Supply 
Division of 
United States Steel 
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U. S. Stee! Supply 
208 S. LaSalle Street 
Chicago 4, Illinois 


Please send me complete information about U.S. Steel Strapping. 
© Please send me your new strapping film, “Tie This.” 


Name 





Company 





Address___ 




















If you require ferrous, non-ferrous, clad or embossed 
shapes, with uniform high-quality appearance, ready 
for your production lines, investigate Roll Formed’s 
shapes. By combining forming, punching, notching and 
cutting to exact length in one high-speed operation, 
Roll Formed gives you the engineered shapes you want 
at lower cost. For detailed information of the shapes, 
designs and metals available ASK FOR ROLL 
FORMED CATALOG 760. 


MAIN OFFICE AND PLANT 


te eg Cty hing, 
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Obituary 





(Continued from page 208) 


ing Company, a fuse manufactur- 
ing concern. In 1929, the company 
merged with McGraw-Edison 
Company. 

He was a past Vice President of 


Lee J. Bussmann 


the National Association of Pur- 
chasing Agents, and past Presi- 
dent of the St. Louis Association 
of Purchasing Agents. 


Mr. Philip C. Kenton, president 
of the Purchasing Agents Associ- 
ation of Tulsa, suffered a fatal 
heart attack August 8. He was 
assistant purchasing agent of 
Warren Petroleum Corporation, 
Tulsa. 

Mr. Kenton joined the purchas- 


iA 


Philip C. Kenton 


ing department of Warren in 1950. 
In addition to his many activities 
in Tulsa Association he was an 
active member of the Tulsa Press 
Club. 

He is survived by his wife and 
two daughters. 
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Photo courtesy Jones & Laughlin Steel Corp., Pittsburgh 


FOR EVERY APPLICATION, THERE’S 
ONE CRANE OUTSTANDING... P&H! 


This wide-span P&H overhead crane 
is equipped with a trolley-mounted 
cab so the operator stays right above 
the load at all times. He can clearly 
see to move and load coils of steel or 
stacks of plate with unquestioned 
safety and accuracy. In addition, the 
P&H Hook-a-Weigh electronic crane 
scale, in combination with a motorized 
hook, enables the crane operator to 
both weigh loads and rotate them safe 
ly and precisely. This means faster 
shipping and easier spotting. 


Here, as in every P&H crane instal 
lation, Harnischfeger engineers have 
carefully considered all the factors 


TD 


that affect performance. P&H cranes 
are built from standard components 
—yet are individually engineered for 
the job. Your particular material- 
handling requirements are integrated 
right into the overall design. Result: 
Costs are kept low—but performance 
is unbeatable. 


Whether you need 3-ton or 300-ton 
capacity, it will pay you to find out 
more about P&H job-engineered over- 
head cranes...and what they can 
mean to your plant operation. Get 
a helpful recommendation on your 
next crane inquiry — send it to 
Harnischfeger! 


beip HARNISCHFEGER PxH 


Offices in major citie 
see Yellow Page: 


Milwaukee 46, Wisconsin 


OVERHEAD 
CRANES 


P&H Hook-a-Weigh transforms the 
crane hook into a sensitive, accurate 
electronic scale. It easily combines 
weighing and handling operations — 
eliminates floor-mounted scale equip- 
ment. It also maintains an accurate, 
permanent record on tape or card. 
Can be used on any crane — capaci- 
ties up to 200,000 Ibs. Another useful 
feature, the motorized hook, can be 
combined with Hook-a-Weigh or of- 
fered separately, to enable the crane 
operator to rotate the load at the 
push of a button, eliminating in many 
cases, the need for floor help. 











Fumes, dust, 
and heat 
can’t stop P&H 
Hevi- Lift 
Hoists 


This P&H Balanced Design Hevi-Lift hoist lives 
in a world of smoke, heat, fumes, and dust. Yet it 
continuously provides the precision control and 
unquestioned dependability that is so vital to 
modern foundry operations. 


Buckets of hot metal are spotted over the molds 
with pinpoint accuracy every time. Five-speed, 
push-button control is positive, and smooth .. . 
no hazardous “sloshing” or spilling. 


P&H Hevi-Lifts shrug off such punishment be- 
cause their standard construction is totally en- 
closed — to permit work under all possible 
atmospheric conditions. There are no “special” 
modifications needed as with other hoists. 


Every part of these Balanced Design hoists has 
been balanced or matched with every other part 
for maximum strength, temperature, and _ per- 
formance characteristics. The result? Balanced 
Design Hevi-Lifts stand up far longer under 
heavy-duty cycles on jobs like this with far less 
maintenance than any other hoist made today. 


Regardless of your needs, this kind of hoist per- 
formance can measurably improve your material 
handling — in speed, safety, and lower produc- 
tion costs. Send for bulletin H-55. Dept. 237, 
Harnischfeger Corporation, Milwaukee 46, Wis. 


HARNISCHFEGER 


Milwaukee 46, Wisconsin ini 


| Sia ELECTRIC 
HOISTS 


Offices in major cities... see Yellow Pages 
















The man with the 
“know power” 
wants all 


the facts 


Gf Ga G& 
CHEMICAL 


ENGINEERING 
CATALOG 


The Process 
industries’ 
Catalog 
for 


Equipment 


ngineering 
services 


Materials of 
| eonstruction 


As a purchasing executive, you are in 


' a unique position to save your com- 


pany money . . . and under scrutiny 


& at all times to justify your decisions. 


-vAmunumwDOD Pm 


Minnesota Mining and Manufacturing 
Company, like few other suppliers in 
the field, keeps these facts in mind 
when preparing buying information 
for your use. You'll find your 3M 
Representative or ‘‘SCOTCH’’ BRAND 
Tape Distributor ready with the infor- 
mation you need to judge soundly, to 
weigh value, to guide purchases cor- 
rectly in the light of all important 
product facts. He realizes that what 
you know becomes an important part 
of each ‘‘yes’’ answer when you buy. 

He can help you suggest cost- 
saving ways to use tapes in produc- 
tion, packaging, and maintenance. 
He has the backing of intensive 3M 
research to help you predict shelf life 
of tapes .. . gain the advantage of 
larger quantity discounts. And he 
can help you be sure the correct tape 
is selected for any of the diverse 
applications throughout your plant. 

Call your 3M Representative or 
“*SCOTCH’’ BRAND Tape Distributor to- 
day for the information you need. 
Or, write 3M Co., 900 Bush Avenue, 
St. Paul 6, Minnesota, Dept. |BJ-91. 


he looks to... 


iectronies 


S *86 US Par OFF 


industrial tapes 


Minnesota Miininc ann MAnuracturinGc COMPANY 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
SCOTCH’ IS A REGISTERED TRADEMARK OF 3M CO., ST. PAUL 6, MINN 
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YOU CAN HAVE 


QUALITY 
STAMPINGS 


ENGINEERED 
PRECISION 


Over 45 years of stamping expe- 
rience making quality stampings 
for diversified industries from 
coast to coast assures top quality 
and fast delivery. Savings in 
stamping costs are often brought 
about through slight changes 
recommended by our engineering 
staff ...and performance is often 
improved. With De-Sta-Co you 
better your product—better your 
profit—BETTER DO IT NOW! 


DETROIT STAMPING COMPANY 


$40 MIDLAND AVENUE - DETROIT 3, MICHIGAN 


TOGGLE CLAMPS STAMPINGS 


SHIMS 
AND SPACERS 


BLOWER 
HOUSINGS 
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How to Get Along 
With People 
(Continued from page 97) 


velop the attitude that you and 
your associates must work to- 
gether to solve problems of mu- 
tual concern. 

You may find that “feedback” 
during conversation can minimize 
misunderstanding. Occasionally 
sum up what a person has told 
you and urge him to do the same. 
Try feedback when you detect 
non-verbal clues of bewilderment, 
boredom, impatience, or irrita- 
tion such as scowling, stiffening, 
finger tapping. Because you can 
never assume that you and your 
purposes are being fully under- 
stood, you should restate your 
ideas in summary or in a slightly 
different way. 


Learn to Listen 


No one has ever succeeded in 
human relations without knowing 
how to listen well. Don’t try to 
dominate a business discussion. 
Give the other fellow ample talk- 
ing time so that you can fathom 
his mood, motivation, and re- 
sponse to your proposal. Your 
willingness to listen promotes full 
conversation, relieves his anxie- 
ties, and shows you are treating 
him with sympathy and respect 
for his opinion. 

In reporting to management 
extol the accomplishments of oth- 
er departments which have cut 
costs by working with purchasing. 
Do not brag about purchasing’s 
heroic role in value analysis, for 
instance, but give adequate credit 
to others. Management will recog- 
nize an artful human relations job 
and will see that purchasing’s in- 
fluence for improvement is at 
work in many sectors. 

Today’s purchasing trends de- 
mand that you broaden your op- 
erations and contribution to the 
company. Never believe that top 
management will oppose your 
efforts to do an effective job. But 
management will expect you to 
adapt to the company situation. 

Managements will continue to 
insist that purchasing maintain its 
steady growth. But to accomplish 
this properly, the purchasing man- 
ager must employ sound human 
relations in every phase of his 
job. P END 





Mc GILL 
SEAL 


GUIDEROL 


needle bearing 


Li 


available 

in| 5S 

seal 
combinations ~ 





Integral seals retain lubricant and 
keep contamination out of these 
heavy-duty needle roller bearings. 
Five different seal arrangements 
satisfy most application require- 
ments. Built-in seals eliminate the 
added cost and wasted axial space 
of auxiliary seals. Sealed GUIDE- 
ROL Bearings avoid frequent lu- 
brication in inaccessible areas. 
Center-guided rollers help con- 
trol alignment of full comple- 
ment capacity in relatively small 
radial space. 


Available with separable inner rings in 
shaft sizes from .375”, and without inner 
rings from .625”. 


For data on the complete line of McGILL needle 
roller bearings, write for Handbook No. H-62, 


engineered electrical products 


“ns 
precision needle roller bearings 


McGILL MANUFACTURING CO. INC., Electrical Div. 
550 N. Campbell St. Valparaiso, Indiana 
For More Facts Write No. 301 
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MARBLEHEAD, Mass 
Joseph Leader 

38 Ralph Rd 

Turner 4-3484 


DETROIT 35, Mich. 
W. J. Montgomery Co. 
16577 Meyers Road 
Diamond 1-3454 


EAST ROCHESTER, N. Y. 
Dynotherm, Inc. 

607 West Commercial Street 
Phone: Ludiow 600-80 


MILWAUKEE 13, Wis. 
John Weilend, Jr. 
7105 Grand Parkway 
Greenfield 6-7161 


ARDMORE, Pa. 
Austin L. Wright Co. 
?. ©. Box 561 

1 W. Lancaster Ave. 
Midway 2-5113 
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Molded Thermoplastic Parts by QUINN-BERRY 


Scotts Zephyr® “Haze” Duster illustrated above, offered our die 
designers and engineers a challenge .. . Light weight, smooth, positive 
operation and ease of handling were obviously important factors in the 
operating mechanism of this unique machine. More than that, self 
lubricating gears with qualities of highest dimensional stability were 
required. 

The comfortable molded thermoplastic handle- helps to make the 
Zephyr® a pleasure to use. . . the self lubricating, accurately molded 
gear train assures a smooth, steady dry fog from the nozzle to protect 
roses. And of course, molded thermoplastic results in production cost 
savings .. . helps to make Scotts Zephyr® reasonable in price. 

... Another proof of Quinn-Berry versatility. You, too, may save on 
your component parts costs, enjoy the added sales benefits of better 
product operation by consulting with us. 

You know, at Quinn-Berry the “Unusual is Routine.” 


WE FLY TO SERVE YOU FASTER! 


2609 WEST 12TH STREET, ERIE, PA, 
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Accuracy 
CONOVER-MAST PURCHASING DIRECTORY, with 


its constant check of telephone numbers, is brought con- 
tinually up to date. If a manufacturer moves or goes 
out of business the telephone companies are the first to 
know. (CMPD is the only major industrial directory 
that includes telephone numbers.) 


Completeness 
In CMPD secondary product headings are cross indexed 


to the one complete heading. There are no misleading, 
incomplete minor headings. 


Convenience 
CMPD lists all industrial products, but only industrial 


products. It is complete in one volume to conveniently 
serve the industrial buyer. 


Size ratings 


In CMPD (and only CMPD among major industrial 
directories) size is shown by employment—a current and 
meaningful gauge. 


Conover-Mast 
Purchasing Directory 


205 E. 42nd St. New York 17, N. Y. 
MU 9-3250 
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A 


Revolutionary 

/ Way 
To Evaluate 
Grinding Wheel 
Hardness and 
Uniformity 
By Electronics 
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Grinding Wheels by MACKLIN 


Developed under the direction of the 
Macklin Research Department. 


On May 10, at the Production Engineers’ Conference at the A.S.M.E. at 
Toronto, a paper was presented on a method of scientifically determining 
grinding wheel hardness and uniformity. It involves using the Dynamometer, 
illustrated above, to accurately determine wheel hardness and uniformity 


across the entire cutting face of the wheel under controlled rotating con- 
ditions which simulate actual grinding. 


Here's How it Works. . 


Minute amounts of abrasive are crushed from the wheel's cutting surface 
by a conical, hardened steel wheel which is in running contact with the 
grinding wheel being tested. The force required to crush these minute 
amounts of abrasive and bond is electronically recorded on a permanent 
tape. Any significant variation in wheel uniformity or hardness is recorded 
on the tape. This means Dyna-Graded® wheel characteristics are precisely 
predetermined before the wheel is shipped. This means we can assure you 
more accurate wheel duplication, order after order. This means better cost 
control of your grinding operations. 

For more than a year, Macklin has been Dyna-Grading wheels. Within a few 
months, Dyna-Graded wheels will be available for most of your high pro- 
duction grinding operations. Why settle for less? Put Dyna-Graded Macklin 


wheels to work protecting your production. For further information, contact 
your Macklin distributor or write us direct. 


Dept. 19 
we 2 | Company Jackson, Michigan 
®The term Dyna-Groded is a registered trademark of the 


Macklin Company. Domestic and foreign patents applied for. 
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What Kind of 


Purchasing Education? 


YOu NEED N'T : (Continued from page 83) 


Ms ment programs for personne] in 
wiles 

or about to enter top management 

positions. One is the executive 

development program at Stan- 

ford. Summer programs at Stan- 





ford include courses for whole- 


ee ti salers, bankers, financial manag- 

FOR WAG ers, real estate managers, trans- 

HERG portation managers, and others; 

ar l, JOLIETS but none are held for purchasing 
executives. 


Why is it that purchasing has 
not been included in these sum- 
mer courses? The answer is sim- 
ple. No one up to this point has 
taken the time or interest to de- 
velop such a course. In other 





specially designed high speed presses annually pro- 
duce the industry’s greatest volume of flat washers 





SINCE 1914 a single source for every washer need, standard or special, any 
quantity, any size, any metal: 


SPECIAL WASHERS FLAT WASHERS FOR SPRING LOCK WASHERS words, other professional associa- 
U.S. STANDARD PRE-ASSEMBLY (SEMS) CASTER SHIMS tions have acted sooner than ours. 
i WASHERS ALUMINUM, BRASS AND MACHINERY BUSHINGS In the past year the Professional 
S.A.E. WASHERS COPPER WASHERS BELLEVILLE TYPE Development Committee of NAPA 
MACHINE SCREW HI-TENSILE WASHERS an hents ‘erudite: ieee 

WASHERS STRUCTURAL WASHERS AN 960 FLAT WASHERS ns eertaa range: ere cid 
i RIVETING (BURR) MALLEABLE ROUND SQUARE WASHERS overcome these shortcomings. If 
WASHERS WASHERS MINE ROOF WASHERS the membership of the association 
LIGHT STEEL WASHERS =§ MALLEABLE BEVEL EXPANSION PLUGS approves their plans, education 
FENDER WASHERS WASHERS will be strongly emphasized in the 

future. 


Write for complete catalog Unless purchasing executives 
JOLIET WROUGHT WASHER COMPANY, Joliet, Il. participate in educational pro- 


PHONES: Joliet 725 - 4233 — Chicago Bishop 2-1925 & 2-2693 grams, particularly those that 
E 


teach them to consider problems 
from the viewpoint of the com- 
pany as a whole, the goals of the 
purchasing profession can never 





ere — =e be met. To be successful in any 
. field of management, one must 
g ’ 
iat: > have a top management perspec- 





tive, a breadth of vision beyond 
the scope of the executive’s own 

area of activity. For my money, 
"7 Professor John Hoagland of Mich- 
igan State University is exactly 
é right when he says, “The future 
' , of the purchasing function is de- 
pendent on the future of purchas- 
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m A single source for integrated package requirements 
m 69 years of creative design and production experience 
mA wider Choice of packaging processes and materials 


~ CE=T CREATIVE PACKAGING 


INCORPORATED 


SEPTEMBER 11, 1961 
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oo 
Creative Packaging, Incorporated [==] 


111 Monument Circle «+ Indianapolis +» MElrose 5-3577 
DIVISIONS 


CREATIVE PACKAGING, 
INCORPORATED Offers you a 
single source of supply and 
responsibility for packaging of 
outstanding quality and “buy 
appeal.” Complete manufac- 
turing facilities and broad 
latitude in selection of processes 
and materials offer substantial 
advantages in creative freedom 
and production economy. 


Let CREATIVE PACKAGING, 
INCORPORATED ease your 
procurement problems. Call on 
this one source for designing and 
producing a complete line of 
folding cartons, set-up paper 
boxes and inserts; fabricated 
and formed plastic containers; 
display containers, spiral wound 
tubes; molded, vacuum or 
pressure-formed cavities and 
blisters. Also a complete line of 
injection molded plastic boxes, 
dividers and inserts in stock 
sizes, shapes, and colors, or to 
custom specifications. 


Write for 
new full color, 
illustrated Brochure 


Diamond Plastics Industries, Roanoke + Paper Package Company, Indianapolis 


One Source of Supply for Your Packaging Requirements 
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“We had 18-20 hours downtime every time we changed heats. 
With strip, we just hook on from heat to heat. No downtime.”’ 


“With strip we use smaller blanks to produce the same part.”’ 


“By using strip we save downtime, die repairs.’’ 


“Rejects have dropped from about 8% to less than 1%,”’ 


“‘We found we couldn’t afford the low cost of sheet.’”’ 


Read why Target Stamped Products, Inc., Kinsman, Ohio, switched 
from strip to sheet—and then back to strip. Comments are Harvey 


Haynam’s, Target’s president: 


“We thought we’d give sheet a try back in 1958. 
The low cost looked too good to pass up. Today, 
you’d have a hard time finding a piece of cold rolled 
sheet around the shop. 

“‘We were absorbing 18-20 hours of downtime 
every time we changed heats. With strip, we just 
hook on from heat to heat. The characteristics are 
the same from heat to heat and coil to coil. We 
don’t waste time adjusting our dies. 

“Strip saves us metal. We can use smaller blanks 
to produce the same part. I’d say we save from 14” 
to 34” of metal per part. That’s a lot of steel when 
you're turning out 25-30 million parts a year. 

“We don’t have gauge problems now. The strip 
we buy is always rolled within our working toler- 


ance. We work to a plus or minus .0025 inches. 

“So far, strip hasn’t given us lamination troubles. 
It doesn’t take much lamination to give you big 
trouble in a deep drawing operation. When the metal 
separates, part may stick to the punch while part 
stays in the cavity. As another blank transfers to 
the same station, there’s a double smash and the 
die is ruined. That hasn’t happened with strip. Saves 
a lot of downtime and die repair. 

“Strip takes a deep draw without thinning out on 
you. Its uniform temper pays off when you’re turn- 
ing out Silent Blocks where both the ID and OD 
have to be right or the part’s a reject. 

‘All in all our rejects have dropped from about 
8% to less than 1% since we switched back to strip. 


This mark tells you a product is made of modern, dependable Steel. &) 


PURCHASING 





Outer metal bushing of a Silent Block. Target Stamped Products turns out millions 
of these each year for the auto industry. Silent Blocks are used in the suspension 
systems of all American cars—about eight to a car. To produce the piece, Target must 
work to a plus or minus .0025” tolerance or the Silent Block won’t work. When Target 
switched back to strip, their rejects dropped from about 8% to less than 1%. 


Rr erogrre: I aE gp Te 





**You can have all the automation in 
the world, but if you’re using the wrong 
steel, it just nickels and dimes you to 
death. With strip our machines keep 
working; we need less supervision, less 
tool repair. Our trim is small and our 
percentage of rejects is the smallest 
we've ever known. We found out we 
couldn’t afford the low cost of sheet. 
That’s why we’re back with strip.” 





The switch is back to strip 


Cold rolled sheet steel can be your best buy on a cost per pound basis. Certainly its quality has risen sharply 
since the war. But, pound cost is only part of the story. If you really need steel tailored to your specific 
production requirements, cold rolled strip is the answer. 


Strip is not sold on an as-rolled basis. What you buy is a specific chemistry, temper, dimension, edge and 
finish to precisely meet your fabricating and end-use requirements. 


American Steel and Wire has over 12,000 mill practices in available strip specifications. Many of your 
processing steps may actually be eliminated by using cold rolled strip. 

Take a hard look at your production line and let our salesmen look with you. Check your rejects, your 
downtime, your scrap rate. Perhaps you can improve the quality of your product and cut production costs 
at the same time, with tailored-to-the-job cold rolled strip from American Steel and Wire. American Steel 
and Wire Division, Rockefeller Building, Cleveland 13, Ohio. USS and American are registered trademarks 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal and Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, New York, Distributors Abroad 
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Extra 
High Purity 
Gold Plate! 


Ordinary Gold Plate 


TEMPEREX HD 


TEMPEREX HD electroplate meets or surpasses the most 
exacting specifications of the electronics industry. Its de- 
posits of 99.99+ purity provide a uniformity of metallurgical 
characteristics never before attainable in gold electroplate. 


Other advantages: 75 Knoop hardness; easy to solder or 
weld; and an exceptional ductility that permits cork-screw 
twisting of electroformed strips without fracturing! 


Write for details. 


*Patent applied for 


SEL-REX CORPORATION 


NUTLEY 10, NEW JERSEY 
World's largest selling precious metal plating processes 
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OF SUPPLY 


Suppliers and sub-contractors in the 
Northern Plains can be pinpointed 
quickly by the Facilities Register, a 
unique electronic index of production 
facilities. Whether yours is a problem 
of finding new suppliers, contracting 
for idle machine time, shortening lines 
of supply, or obtaining better quality 
and service: 


ASK THE MAN 
FROM THE 4 
NORTHERN 


PLAINS 
NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS ) GENERAL OFFICES: OMAHA, NEBRASKA 
Write No 307 on Information Card-Last Page 
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Custom molded 
by CMPC 


APPLICATION: Outside case, battery case 
and send-receive knob molded for Globe 
Electronics ‘Pocketphone’ 2-way radio, 
ADVANTAGES: The CMPC-developed 
method of molding ABS contributed 
greatly to the successful engineering and 
sales of the ‘Pocketphone’. A special 
plastic was needed, combining thinness 
with impact strength, a desirable luster, 
and low cost. ABS suited the require- 
ments as expertly handled by Chicago 
Molded engineers. Specify CMPC— 
custom plastic molders for over 40 years, 


CMPC trooucrs conronanon 


1020-5 N. KOLMAR AVE, CHICAGO 51, ILLINOIS 





Purchasing’s Part in 


Capital Goods Buying 
(Continued from page 87) 


the result is confusion. To evalu- 
ate vendor proposals and consider 
alternative products, close com- 
munication between manufactur- 
ing and purchasing is necessary. 
As a capital goods buy develops, 
we find that it pays to enlist the 
aid of our traffic department to 
evaluate the method of delivery.” 

Said another purchasing man: 
“The development of management 
confidence as purchasing demon- 
strates its ability to buy quality 
at the prover price will make it 
a prime factor in capital goods 
buying.” 


Use the Dollar Sign 


A study of capital goods buying 
policies and procedures leads to 
some very clear conclusions as to 
what purchasing can and should 
be doing in this important area. 

Purchasing should use the logic 
of the dollar sign to convince some 
shop men that special equipment 
is not necessarily superior to 
standard. The shop man is often 
unaware of the availability of 
standard models. Questionable 
frills and engineering whims creep 
into specs and lead to the unwar- 
ranted purchase of special equip- 
ment. Suppliers told PurRcHASING 
Magazine they have no choice but 
to offer special models at higher 
prices and longer delivery when 
specifications rule against their 
standard products. 

It is not uncommon for certain 
vendors to make a couple of thou- 
sand special or modified versions 
of the same basic products in an 
attempt to cope with erratic cus- 
tomer demand. If standard ma- 
chines have perfectly acceptable 
motors, controls, and what-have- 
you, someone will unfailingly de- 
mand other makes 


Are "Specials" Necessary? 


When non-standard features are 
obviously needed for higher per- 
formance, purchasing should 
maintain a respectful silence. But 
a great many special specs are of 
dubious or marginal value. Be- 
cause of them, production lots of 
many capital goods items have 
been so fragmented that mass pro- 

(Please turn to page 224) 
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WE HAVE DESIGNS 
ON YOUR BUSINESS! 


Since 1930, National Lock has been a dependable 
supplier of high-quality plastic components to both 
small and major appliance manufacturers. The 
Company's complete facilities can produce 
thermoplastic and thermosetting plastic parts to your 
exact specifications ... in desired quantities ... with 
on-time delivery. National Lock offers design-engineering 
experience to solve your plastic component problems. 
Whether you manufacture major appliances, small 
appliances, automobiles, furniture, toys or some 
altogether new product—call on National Lock. 
Metal-to-plastic assemblies and multi-process color 
detailing are among our specialties. 


NATIONAL LOCK 


INDUSTRIAL HARDWARE DIVISION ° NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 


INTERNATIONAL DIVISION «¢ 13 E. 40TH ST., NEW YORK, N. Y. CABLE: ARLAB 
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time saving, personal 
ONE-SOURCE SERVICE 


Your Miller sales representative—like all Miller men— 
offers you one-source service on brass, bronze and nickel- 
silver strip, and copper and copper-alloy tube in special 
shapes and sizes. Your Miller man is more than just a 
shopping center though, he’s an expert on special metals 
and their application. He’s backed up by people at the 
Miller mills who never regard their job as completed 
until your metal is in your plant, on your machines and 
satisfactory in every way. For meticulously produced 
high-grade metal, expert technical help and dependable 
delivery call on the specialists at Miller... where you’re 
a name, not just a number on the job ticket. 


ROLLING MILL Tube Subsidiary 
DIVISION A. H. WELLS, INC. 
Meriden, Connecticut Waterbury, Connecticut 
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Purchasing’s Part in 
Capital Goods Buying 


(Continued from page 222) 
duction economies and speed have 
been sacrificed. 

If non-standard or overly re-’ 
strictive specs are not genuinely 
needed the P.A. shoud seek to 
convince management a standard 
machine should be bought. 

The price tags of most capital 
goods include the expense of en- 
gineering time involved in mak- 
ing recommendations. Here, the 
P.A. can save time and expense 
by scheduling visits of various 
supplier engineers, making sure 
they are informed of the com- 
pany’s needs, establishing objec- 
tives for meetings, serving as a 
moderator, and directing vendors 
to the proper plant people. The 
lament of the sales engineer that 
he must visit several unqualified 
men before meeting someone with 
authority can be stilled by pur- 
chasing’s coordination of visits. 
And, naturally, the time of plant 
engineers will similarly be con- 
served and buying decisions will 
be made more quickly. 


Keep the Numbers Down 


The P.A. should also discourage 
plant people who want to invite 
a dozen sales engineers to help 
them define a capital goods need. 
Instead of a fishing expedition, he 
should argue for a well-planned 
choice of fewer vendors of good 
reputation. 

It’s the P.A.’s job to buy quality 
at a reasonable price. The factors 
that purchasing definitely consid- 
ers are performance, quality, op- 
erating costs, delivery lead time, 
bonus features, reputation of sup- 
plier, service, warranties, tech- 
nical assistance, spere parts avail- 
ability—and price. 

The importance of price in cap- 
ital goods buying depends on the 
type of product. Its validity di- 
minishes when a supplier recom- 
mends a machine or method so 
productive or efficient that extra 
cost it meaningless. 

Surveyed purchasing agents and 
suppliers made it plain that the 
fulerum of competitive buying is 
a definitive statement of per- 
formance requirements or specifi- 
cations by manufacturing. When 

(Please turn to page 228) 
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INDUSTRIAL tee RING 


Series 1000, Series 3000 and Series 3100 Industrial INDUSTRIAL RETAINING RING COMPANY 
Retaining Ring prices—in quantities up to 100,000—have 
been greatly reduced. Please send me, free, a copy of the new 1961 IRR Price List — 61P 

Thanks to modern, efficient production methods you | would also like to have your representative call. 
can now get these Industrial Retaining Rings—either pre- 
stacked or bulk packed—at new, low prices... and pay Name Title 
less for pre-stacked rings than you have been paying for 
bulk packed. Reductions apply to standard materials Company 
and finishes. 

Use this coupon to send for your new, revised IRR 
Price List. City State 


é Q 9 Originators of modern retaining ring dispensing 


INDUSTRIAL RETAINING RING COMPANY 
57 Cordier Street, Irvington 11, New Jersey 
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Free booklet tells you 
what to look for in a 
pressure-sensitive tape 


Here’s a handy, new booklet that gives clear, concise 
answers to nearly any pressure-sensitive tape problem. 
It’s based on Johns-Manville’s long years of experience 
in the manufacture of tapes for electrical and industrial 
applications. It’s called “How To Select A Pressure- 
Sensitive Tape,” and tells you how to effect important 


economies; help speed production; eliminate knotty 
mechanical difficulties. It tells: 


e Why the adhesive qualities of a tape are as important as the backing 
material. 


¢ What causes tape failure; and how to prevent it. 
© A glossary of terms associated with pressure-sensitive tapes. 


© A complete list of authoritative technical data files available. 


ee ee ee ee ee ee ee ee ee ee ee ee 


JOHNS-MANVILLE UM 


DUTCH BRAND® TAPES 
BOX 359, NEW YORK 16, N. Y. 


Please send me a free copy of “How To Select A 


' 
I 
I 
| 
I 
: Pressure-Sensitive Tape.” 
I 
| 
I 
i 
I 
I 


NAME 





ADDRESS 





CITY ZONE 





STATE 


' COUNTY 
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NEW YORK 
TWIST DRILLS 





e Do you actually 
@ manufacture twist drills? 


@ YOU BET WE DO! New York 
e Twist Drills are made in our 
own modern plant in Westbury, New York 







Q: Well, how about quality? 
We have to know for sure what 
we're buying. 

QUALITY IS TOPS! 

New York is a specialist in 


A: 






twist drills. We've got the 5 3 %aQ 
latest equipment, the finest oe 1 al ——_ 
facilities, top engineering talent =—~* ll 


‘ . i 
and the right “know-how.” Every drill 
that leaves the factory has to pass strict inspection. 


But how do we know they’re good? 


New York Twist Dritts are used by leading companies 
from coast to coast. We guarantee them to be the equal— 
at least — of the finest drills made anywhere. 


: Can | buy your drills from my local distributor? 


NO. NEW YORK DRILLS ARE SOLD DIRECT TO YOU, THE 
CONSUMER, AND WE SAVE YOU 25% ON YOUR TWIST 
DRILL BILL. 


: How about delivery? 


No problem at all. We carry large stocks of standard cata- 
log items and many semi-specials in our New York, Chi- 
cago and Los Angeles warehouses. Specials are delivered 
in three to four weeks. 


What kind of service can we expect? 


2° > 


2 @ 


THE BEST! Our reps are qualified men and our engineer- 
ing department at Westbury continually develops new 
types of drills for use with the new high tensile metals. 


LOOK . . . NEW YORK TWIST DRILLS CUT BET- 
TER, LAST LONGER, COST LESS! If you want to 
know more, let me have one of our sales engi- 
neers call on you. 





NEW YORK TWIST DRILLIW 
COMPANY, ING. K®> 


MANUFACTURERS OF A COMPLETE RANGE OF STANDARD AND 
SPECIAL DRILLS IN ALL POPULAR SIZES, LENGTHS AND TYPES 


Factory: Westsury, L.I., New YorkK 


| EASTERN HEADQUARTERS: 278 LAFAYETTE STREET, NEW YORK 12, N.Y. 


MIDWEST HEADQUARTERS: 30 NORTH CLINTON STREET, CHICAGO 6, ILL. 
WESTERN HEADQUARTERS: 3537 EAST OLYMPIC BLVD., LOS ANGELES 23 
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It takes sheets of steel to 


The fellow who came up with the steel lath idea really had 
something. Other types of lath either cost too much to 
install, or lack the necessary strength and impact resistance. 
Steel lath is both economical and foolproof for use in homes 
and other buildings. 

But the process of making metal lath is true torture. You 


feed a 9-inch strip of sheet steel into a machine which cuts 


slits in it about '/1¢ in. apart, then expands the strip into a 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


make durable metal lath 


lattice-like sheet 3 times its original width. Can you imagine 
any metal other than sheet steel being able to take such treat- 
ment, and still retain the ‘‘stuff” to stand up to the job? 

Bethlehem supplies thousands of tons of sheets to manu- 
facturers of metal lath. Whatever your product, Bethlehem 
can furnish the sheet steel you need, according to your 
specifications. And we'll be glad to help you with metallur- 


gical assistance. Just get in touch with our nearest office. 


paride 


M 
STEEL 
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ROTATING 


Air or Hydraulic 


CYLINDERS 


YOU MORE 


FASTER SPEEDS 








HEAVIER FEEDS 





GUARANTEED 
ACCURACY 





For 
S-P’s INSIDE STORY 
Get Catalog #112 


Call or Write 


The 4-P Manufacturing Corp. 


SSETT COMPANY 


TAB HE 
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Purchasing’s Part in 
Capital Goods Buying 
(Continued from page 224) 


asking for quotations on most cap- 
ital goods, where the need for one 
type of product is obvious, the 
P.A. can release specs or an out- 
line of function. 

Where more than one model of 
a basic class of equipment can do 
the same job with varying effi- 
ciency, a definition of performance 
required may be a more reliable 
tool than detailed specifications. 
They may freeze out suppliers 
who might not be able to meet 
specs but whose equipment might 
actually give superior perform- 
ance. 

If preliminary consultation with 
with vendor engineers is needed 
before a highly engineered piece 
of equipment is bought purchas- 
ing should aid in the selection of 
a sensible number of vendors, ar- 
range for visits, and help tabulate 
bids. 

Go Easy On the Detail 


The problem of writing specs 
for extensively engineered capital 
goods was pointed up by a manu- 
facturer of painting equipment 
who explained: “Purchasing 
agents and engineers writing de- 
tailed specs for a complex paint- 
ing process is equivalent to you 
and I guessing at prescriptions for 
our own bifocal glasses.” 

Equipment makers surveyed by 
PurcHASING Magazine generally 
agreed that requests for quota- 
tions should permit everyone to 
bid on a comparable basis. Some 
charged that narrow specifications 
nudged suppliers out of the run- 
ning or forced them to offer spe- 
cial models. Others claimed they 
preferred a statement of perform- 
ance to confining “nuts and bolts” 
specs. 

A manufacturer of heavy mate- 
rial handling equipment preferred 
a description of the job that had 
to be done and conditions that 
had to be met. He advised against 
breaking down a quotation re- 
quest into component parts for 
minute comparisons “which were 
often meaningless and unneces- 
sarily restrictive.” 

Asking buyers not to submit 

(Please turn to page 230) 








specify MOO RE 
SET SCREWS 


and be sure 





*PDQ means price, delivery, quality. 
And you get all three with Moore Set 
Screws. The PRICE is right. Ample pro- 
duction capacity and inventories assure 
fast DELIVERY. And rigid control 
standards guarantee there's no skimping 
on QUALITY. 


Moore offers you a complete line of set 
Screws to meet your requirements... 
one or a million; standards, miniatures 
or specials; in a wide selection of mate- 
tials, finishes, lengths and points. The 
next time you need set screws, specify 
Moore and be sure. Dependable quality 
for over 80 years. 


MOORE 


SET SCREWS 
George W. Moore, Inc. 
since 1880 
96 Beaver Street, Waltham 54, Mass. 
For More Facts Write No. 314 
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CASE HISTORIES FROM 
MT. VERNON FILES 





nl 


For their newest 
F)—-- REEL of CHAMPIONS 
PENN chooses die castings— 
\ MT. VERNON die castings 


Like other Penn “Reels of Champions,” 
this new Penn Saltwater Spinfisher 700 
will enjoy ready acceptance among both 
i dealers and fishermen. It has 
18 features—some exclusively 
Penn—which make it durable, corro- 
sion resistant and simple to service 
3:8 to 1 gear ratio for fast retrieve— 
Stainless steel gears and ball bearings 
high-nickel stainless steel parts—automatic 
bail lock—250 yd. capac ity spools epoxy 
finished aluminum housings for strength 
weight only 201%, ozs.—are some of its out- 


standing features. 

Seven lightweight, aluminum castings 
{you get 2 one-piece spools complete with 
drag disk assembly) go into its construc- 
tion. Quite a few castings—all precision, 
and several complex at that. 

Aluminum die casting was the only feas- 
ible method for manufacturing such a 
champion—to hold down weight and cost 
and. yet satisfy Penn’s traditionally high 
standards of craftsmanship. 

To Mt. Vernon went the honor of mak- 
ing the castings, because Mt. Vernon—like 
Penn—also enjoys a reputation for high 
standards of workmanship. At Mt. Vernon 
you gain through a fourfold service em- 
bracing: Designing - Die Making + Casting 

© « Machining—all under one roof in 200,- 
000 sq. ft. of space. 

You, too, can set your standards as high 
as you wish—then confidently give your 
specifications to Mt. Vernon and relax. 
You'll get champion castings. A call to 
your nearest Mt. Vernon field salesman or 
our home office will get you prompt action. 


MT. VERNON DIE CASTING CORPORATION @ <= 


Stamford, Connecticut a mh 
FIELD SALESMEN—BALTIMORE, MD.: Mr. C. M. Gordan, 919 St. Paul St. © BROOKLYN, N. Y.: Mr. Robert V. Moore, . pea 
2317 Plumb 2nd St. e MARIETTA, N. Y.: Mr. Burt J. Meldrum, Olanco Road e PITTSBURGH, PA.: Mr. Andrew W. ie fi 
Anderson, 300 Pasadena Drive So. ¢ STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 


bi 
Li 


- NS “A u 1 
© VALLEY FORGE, PA.: Mr. G. T. McMaster, P. 0. Box 115 an dad S ao (OW, 
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THE 
MILFORD 


the combination 
makes all 
the difference! 





Milford specializes in both rivets 
and rivet setting machines. This 
benefits you in three ways: 


1. Milford engineers help you 
determine not just a fastener, 
but the correct rivet for your 
assembly requirements. It may 
be semi-tubular, full tubular, 
split or compression; it may be 
a particular steel, brass, alumi- 
num or alloy; it may be plain, 
plated, japanned or anodized. 


2. The rivet setting machine and 
tooling recommended by Milford 
will be ideally matched to the 
parts to be assembled and spe- 
cifically geared to the volume 
you run. 


3. Get the combination that 
gives you lowest “‘in-place cost”’ 
— Milford rivets and Milford 
machines — for uninterrupted, 
quality production. 


We'll be glad to quote on your 
needs immediately. 


_ 
gi 
2: 


THE 
MILFORD RIVET 
& MACHINE Co. 


MILFORD, CONNECTICUT « HATBORO, PENNA. 
ELYRIA, OHIO ¢ AURORA, ILL. ¢ NORWALK, CALIF. 
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Purchasing’s Part in 
Capital Goods Buying 
(Continued from page 228) 


specifications that excluded stand- 
ard equipment and not try to de- 
sign the machine, a machine tool 
maker stated that he could make 
a recommendation if he were 
given parts drawings, machining 
facts, permissible tolerances, pro- 
duction volumes, and problem in- 
formation. When in doubt on how 
to specify, he said, telephone or 
consult a vendor or two. 


There's a Lot to Consider 


A fork lift truck producer sug- 
gested that P.A.’s evaluate trucks 
on the basis of work capability, 
maneuverability, quality and op- 
erating costs, safety, special fea- 
tures, delivery lead time, supplier 
integrity, service, and value. He 
continued that suppliers should be 
permitted to study the job and be 
appraised of weights of average 
and maximum loads, length of av- 
erage and maximum hauls, fre- 
quency of trips, size of pallet or 
load and its center of gravity, 
width and condition of aisles, 
height of lift, environmental fac- 
tors, height of the lowest truck 
or car door, presence of any sills, 
ramps or obstructions, hazardous 
conditions requiring special safety 
equipment, and temperatures in 
which the trucks would work. 

Unanimously, makers of heavily 
engineered capital goods exhorted 
buyers to consult vendors before 
developing specifications. 

A furnace manufacturer noted 
that a request for quotation can 
range from an outline of process 
requirements to a complete item- 
by-item specification of the ma- 
chine. If the buyer knows exactly 
what he wants, the latter method 
can be used, but if he wants to 
learn of new developments and 
does not wish to exclude builders 
whose normal standards do not 
exactly conform to his specs, he 
should rely on a statement of 
process requirements. 

Said the builder, “Comprehen- 
sive specifications seem to apply 
more to standard, relatively sim- 
ple equipment than to engineered 
goods where vendor ingenuity 
can create the best at the lowest 
cost.” » END 





yomers 


Ee 
+ CT 


SOMERS BRASS CO., INC., WATERBURY, CONN. 
Phone (Area Code = 203) Plaza 6-8321 TWX-WBYTT 
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"and Phillie Gear 
backs up 
every job 
with service 


you can 
depend on!" 





WHATEVER YOUR 
REDUCER PROBLEM ... 


..- Phillie Gear has exactly the power 
transmission product you need. And 
the quality is there—every time, backed 
by service you can depend upon. This 
doesn’t just happen . . . quality con- 
trol and efficient production planning 
are built into Phillie Gear’s completely 
new plant—one of the world’s largest, 
fully integrated gear production facili- 
ties. Below are just a few of the reducers 
in the complete Philadelphia Gear line. 


SPIRAL BEVEL REDUCER . . . ratios of 1:1 to 
238:1; single, double or triple gear reduc- 
tions; vertical or horizontal types; catalog 
SB-60. 


PARALLEL SHAFT REDUCER .. . ratios of 
1.25:1 up to 291:1; single, double and triple 
reductions; catalog H-58. 


WORM GEAR REDUCERS .... ratios from 
5 1/6:1 to 6300:1; center distances from 3” 
to 21”, catalog WG-60. 


IN-LINE REDUCERS .. . ratios of 1.75:1 to 
292:1; single, double, triple, and quadruple 
reductions; catalog R-60. 


philadelphia 


GEAR CORPORATION 


King of Prussia, Pennsylvania 
(Suburban Philadelphia) 
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a 
KOPPERS 
Vv 


PRODUCTS AND IDEAS 


This may be the most advanced car on the market 


It’s an exact scale model of the 1914 Stutz Bearcat.* Everything 
except the tires is made of DyLENE® polystyrene plastic because 
plastics reproduce the most minute detail accurately, are lighter, 
easier to process, easier to color, and cost less than competitive 
materials for scale models. 

For those same reasons, Detroit designers are using more and 
more plastics every year to replace other materials in actual 
automobile production. Today, some new models have as many 
as 200 plastic parts, and in coming years you'll see a lot more 
because stronger, more versatile plastics are now on the market 
—tough, durable materials like SuPER DyLaNn® high-density 


polyethylene, a Koppers plastic that is now used for kick panels, 
heater ducts and other parts in many automobiles— and 
DyLite® expandable polystyrene, a Koppers rigid foam plastic 
that is lightweight, strong, absorbs impact, and is an excellent 
thermal insulator. 

Koppers produces a complete line of plastics, and some of 
them, used by themselves or combined with other materials, 
will probably be in the next new car you buy. Check the coupon 
for more information about Koppers plastics. 


*Scale model manufactured by AURORA PLASTICS CORPORATION, West Hemp- 
stead, N.Y. 





THAT CAN PAY OFF FOR YOU 


“ te 


Caterpillar chooses Koppers products 
for largest crawler tractor made 


CATERPILLAR’s D9 Tractor is the largest single-engine crawler manu- 
factured ... a 64,800-pound giant with a 385 horsepower, six-cylinder, 
turbocharged diesel engine. To protect the CATERPILLAR reputation 
for dependability and low maintenance, every component for the D9s 
must meet unusually high standards of performance. That’s why 
CATERPILLAR chose Koppers piston and sealing rings for this crawler 
tractor. 

Says CATERPILLAR: “The D9 Tractor is ruggedly built for a long 
life under the most severe operating conditions. In addition, special 
attention has been given to insure the production of a power plant that 
is easy and economical to operate and maintain. On all these counts, 
the Koppers products we have selected meet our requirements of 
quality and dependability.” 

Koppers manufactures a complete line of piston and sealing rings 
that can be furnished in quantity for industrial engines of all sizes. 
Check the coupon for more information. 


Resorcinol-based waterproof adhesive 
eliminates odor from corrugated containers 


Each year vegetable and fruit growers save thousands of dollars when 
they ship in corrugated containers instead of the more costly and heavy 
wooden crates. Waterproof corrugating adhesives opened this market 
for container manufacturers, but they also created several problems. 
Many of these adhesives have a powerful odor. They take so long to set 
that they will not permit economical production on high-speed cor- 
rugating machinery, and they are hard to clean from machinery. 

THE PIONEER Division of FLINTKOTE CoMPaANy in San Leandro, 
Calif., solved these problems by making their fruit and vegetable con- 
tainers with a special waterproof adhesive based on resorcinol, a Kop- 
pers chemical. The A. E. STALEY MANUFACTURING COMPANY and 
PENICK & Forp, LTD. combined resorcinol with other ingredients, and 
developed a waterproof glue that is virtually odorless, quick-setting and 
ideally suited for food containers. Because this adhesive will efficiently 
cover more surface area than other waterproof adhesives, it lowers 
gluing costs per square foot. Check the coupon for complete informa- 
tion about resorcinol-based waterproof adhesives. 


Magee improves tufted carpet 
with DYLEX® latices 


For years, carpets were woven on a loom almost ex- 
clusively. But today many of the carpets beautifying 
our homes are made on a tufting machine. THI 
MaGEE CARPET COMPANY improves their tufted car- 
pets by using DyLex latices applied to the backside of 
the tufted carpet to permanently lock in the tufts to 
the backing, giving the carpet a feeling of quality, as 
well as stability. 

Most latex, which is essentially rubber in dispersed 
form, requires a vulcanizing agent to cure it. But vul- 
canizing can cause problems in carpet manufacturing 
—for instance, high vulcanizing temperatures can dis- 
color many of the new synthetic fibers. THE MAGEE 
CaRPET COMPANY successfully uses DyYLex latex, 
which requires no vulcanizing, yet gives superior ad- 
hesion . . . more tuft-holding strength. Because DYLEx 
latices can be simply mixed with fillers and other in- 
gredients, inventory and special equipment require- 
ments are reduced. Check the coupon for complete 
information about Koppers latices for the textile, 
paint and paper industries. 


Divisions: Chemicals & Dyestuffs 


~ Engineering & Construction * Gas & Coke 


KOPPERS 
— Metal Products » Plastics * Tar Products 


Wood Preserving * International 
PUT THESE IDEAS TO USE NOW! 


To: Fred C. Foy, Chairman 


Koppers Company, Inc., Room 1429 
Koppers Building 
Pittsburgh 19, Pennsylvania 


| 

I 

| Please send additional information about: 
| 0 Koppers Plastics 

| [DYLEX® Latices 

| C- Piston and Sealing Rings 
| (] Resorcinol-based adhesives 
ee 

| Company 

| Job Title 

| 

| 


Address 
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TOP PERFORMANCE WITH 
LONG-RANGE ECONOMY 


DARNELL 


ALWAYS 
SWIVEL. 
and ROE 


Featuring Darnelloprene 
treads - a soft, resilient 
Neoprene rubber com- 
pound that has superior 
qualities in resistance to 
oils, waxes, most chemi- 
cals and oxidation - these 
casters offer ease of 
movement, quietness and 
protection for floors. 


emand 


Darnell 


Dependability 


new! 
Send for yours 


Fully illustrated ... 
includes drawings 
and specifications, 
complete information 


..» FREE! 
———S 


DARNELL CORPORATION, Lp. 


DOWNEY (Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, LI., N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, GA. 
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Why Operate Your 
Own Truck Fleet? 
(Continued from page 81) 


and taxes are seldom included 
and often only a portion of the 
variable expenses are reflected in 
the cost figures. There is some 
truth to the claim, since a private 
carrier seldom uses an accounting 
system geared to trucking opera- 
tions. 

The decision to go into private 
trucking is a big one. Common 
carriers contend companies often 
wind up paying more for it than 
they dare admit but that once top 
management has committed itself, 
it would rather go on paying 
through the nose than admit a big 
mistake. It can easily charge off 
any higher cost to that intangible 


called “service’’. 


What a P.A. Should Know 
The P. A. charged with investi- 


gating the feasibility of his com- 
pany’s operating its own trucks 
would do well to adopt the follow- 
ing approach: 

(1) Analyze your present traffic 
flow to determine what movements 
will be assigned to the private 
fleet. These movements will be 
the bread and butter of your 
operations. The analysis can be 
made by theoretically reshipping 
past orders and purchases for a 
given period that covers your 
transportation cycle. You'll get a 
rough idea of when your trucks 
would have been loaded, when 
they would have had to move 
empty, and how far they would 
have had to be dispatched to ob- 
tain loads. 

(2) Use the same information 
to get a rough idea of the size of 
the fleet needed. Don’t try to 
handle all your tonnage by private 
carriage. Take enough to keep 
your equipment loaded in both 
directions. This will permit maxi- 
mum use of your equipment with- 
out having to scratch for return 
loads, accumulate excess inven- 
tory to accommodate the truck 
fleet, etc. Too many private car- 
riers try to do too much, and that’s 
when expenses soar. 

(3) Figure out what size and 
type of equipment you will need. 
See what type of equipment other 
companies with transportation 

(Please turn to page 236) 





send 
for the 


NEWCO 
STOCK 
LIST... 








CHROME SILICON WIRE 
CHROME VANADIUM WIRE 
@ CLUTCH SPRING WIRE 


DIE SPRING WIRE 
MB SPRING WIRE 
VALVE SPRING WIRE 
MUSIC SPRING WIRE 


PHOSPHOR BRONZE 
SPRING WIRE 


STAINLESS SPRING WIRE 
SPRAG WIRE 


PISTON RING WIRE 


Special shapes 
in any grades 


NEW ENGLAND 
HIGH CARBON WIRE CORP. 


MILLBURY, MASSACHUSETTS 


Offices and 
warehouses: 


Cleveland 
Detroit 

Los Angeles 
Melrose Park 
and Milibury 
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... now Byers wears 3 hats 


re 





BYERS-—single source for three important 
piping materials—can save you time, money 


Byers tubular product line now includes steel as well as 
4-D Wrought Iron and PVC, and we can now offer 
these specific advantages to pipe buyers. 

LOWER COST—combining steel and Wrought Iron pipe 
in one carload; one purchase order; one invoice; one 
shipment; lower shipping charges. 

ON-TIME DELIVERY —large inventory enables us to 
meet delivery dates of any steel pipe producer. 

BYERS TECHNICAL ASSISTANCE — is also available to 
help you arrive at the most efficient and economical 
solution to piping problems. Here are the general areas 
covered by the Byers line: 

4-D WROUGHT IRON PIPE—is the proven material in 
such corrosive services as brine lines, condensate and 


drainage systems, to mention just a few important areas. 
PVC (Polyvinyl Chloride) PIPE—for use in areas where 
acids and alkalies are deadly to metal pipe, also where 
electrolysis causes early metal pipe failure. 

STEEL PIPE—is the workhorse of the piping field, used 
where initial economy is a major consideration. 
Additional details on one or all three piping products 
can be obtained by writing A. M. Byers Company, 


Clark Building, Pittsburgh 22, Pa. 


PIPING PRODUCTS: Wrought Iron « PVC « Steel 
ROLLED PRODUCTS: Plates, Billets and Bars in 
Wrought Iron. 


...and the plus factor is BYERS 97 years of piping experience 


SEPTEMBER 11, 1961 
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There’s a BIG| difference in floor absorbents 


TEST IT Yourself! 


IN YOUR OWN OFFICE, make this simple 15-minute test. Com- 
pare Eagle-Picher Industrial Floor-Dry to any other floor 


absorbent. 


HERE’S WHAT YOU'LL PROVE TO YOURSELF about safe, skid- 
proof Eagle-Picher Floor-Dry: It’s extremely insoluble, absorbs 
more oil and water. It goes further, provides much greater 
coverage. It reflects more light, brightens the work area. It’s 
non-combustible, has no chemical reaction. It lasts longer, 


saves you money! 


Since 1843 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Company, 
Dept. P-911, Cincinnati 1, Ohio. 
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Why Operate Your 
Own Truck Fleet? 


(Continued from page 234) 


problems like yours are using. 
Then call in every dealer in the 
area to talk price and expected 
performance. Check with other 
fleet operators to get a cost per 
mile estimate, but make sure 
their figures are accurate. Check 
with some common carriers, both 
large and small, and ask them for 
some cost per mile figures. 

(4) Analyze your past freight 
bills and determine just how much 
it has cost you to have the job 
done by common carriers. 

(5) Begin in a small way. Don’t 
try to be a trucking giant over- 
night. Start with one or two units 
to “get the feel” of your new 
problems, and learn how to over- 
come them. Learn about state fuel 
taxes, licenses, where to hire 
drivers, etc. 

(6) Before you sign the order 
for your first truck, call in your 
present carriers and tell them of 
your plans. Tell them why you 
want to buy your own equipment. 
Ask them if they can offer any 
service improvements that will 
make it unnecessary for you to 
start your own fleet. Perhaps they 
can suggest methods that will 
help you reduce your freight bill, 
such as pooling shipments, the use 
of transit privileges, etc. 

Putting on your own fleet of 
trucks is a big step, and the gam- 
ble is great. It can be a sound 
move, or it can be one you will 
regret. The odds against you can 
be reduced if you understand and 
face up to the many problems 
involved. END 
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Ordinary hydraulic fluid made from mineral oil is ignited 
by open flame. Torch is 18 inches from nozzle orifice. 


Shell Irus 902 Hydraulic Fluid, in the same test, refused 
to be ignited by 3000-degree flame. 


BULLETIN: 





3000-degree flame does not ignite 
Shell Irus 902—the fire-snuffing hydraulic fluid 
that helps make factories safe from fire 


Shell forced Irus® 902 Hydraulic Fluid through a .145-inch ori- 
fice at 1000 psi pressure. The Irus Fluid was sprayed from the 
orifice and a 3000-degree flame thrust into the streaming 


fluid. Irus was not ignited. 


Read the advantages of economical Shell Irus 902 and how it 


can protect your plant. 


RUS 902 is the fire-snufhing hydrau 
lic fluid that protects lives and 
equipment. 


How Irus works 
Irus 902 is an ingenious combination 
of oil and water. The water is encased 
in a film of oil. In technical terms, it 
is a 100% water-in-oil emulsion. 

But unlike other emulsions, Irus 902 
has optimum stability. This is vitally 
important. It means that Irus Fluid 
will retain its lubricating qualities far 
longer than unstable oils—and will not 
allow the water to separate out. Result 
the water stays in the oil, ready to snuff 
a fire if needed. 


Other advantages 
1. Cools off systems. Because of its 
high rate of heat transfer and high 


heat capacity, Irus 902 can allow hy- 


draulic systems to run cooler. 


2. Resists thickening and thin- 
ning. The viscosity of Irus 902 is tai- 
lored to protect pump parts during the 
entire working cycle—from cold start- 
up to hot, continuous operation. 


3. Saves gaskets, packing, hose. 
Irus 902 is gentle to nonmetallic parts 
as well as metal. It can be used almost 


anywhere that you'd use mineral oil. 


4. Resists foaming. lrus 902 does not 
hold captive air. If air is introduced, 
Irus 902 quickly releases it. 
5. Easier to spot leaks. Irus 902 is 
bright yellow, helps you spot leaks 
quickly. 

For complete details about changing 
over to Shell Irus 902, contact your 
nearest Shell Industrial Products Rep- 


resentative. Or write: Shell Oil Com- 
pany, 50 West 50th Street, New York 
20, N. Y. 





A message 

to manufacturers of 

hydraulic equipment 
Shel] Irus 902 makes an excellent 
initial fill. 
1. It is available anywhere in the 
U.S.A. 
2. Quality of Irus Fluid is consis- 


tently high. It must meet strict Shell 
specifications. 











SHELL 





A BULLETIN FROM SHELL 
— where 1,997 scientists are working to 
provide better products for industry. 
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“Next to paper and ink, tying wire is our most important purchose,” scys Chicego TRIBUNE 
management ... clear proof that the TRIBUNE’s use of Republic Wire for automatic bundling of 
newspapers is based on preference and specification. Wire used is soft galvanized, tough, yet 
easy forming—perfectly suited to fast handling in this publisher's automatic wire tying machines. 


Strong 
>» Modern 


| 
Dependable 





WIRE? WRITE, OR PHONE REPUBLIC 


Republic has a reputation for solving wire worries. Rely on it. Talk 
to a Republic Wire Metallurgist—a man who knows and understands 
industry’s varying needs for tensile, elongation, flow and formability. 
His experience, much of it gained by working on the scene with 
manufacturers like yourself, is backed by skill at the manufacturing 
level, plus undivided quality responsibility. Adherence to your 
specifications is under full Republic control, from ore selection to 
your plant... assuring that the wire you get will consistently meet 
your specific requirements. 

Republic Wire Metallurgists can be called in at any time, on any 
problem of wire selection, application, or processing . . . without 
obligation. Wire? Write or call Republic, now. 














6-W MANUFACTURERS, INC., former choice of wire for these popular trouser 
creasers lost its galvanized coating when flattened and bent to form the four 
right angles. Republic Wire Metallurgists recommended Republic Electro- 
Galvonized Wire. Result—profitable, perfect production ever since. Electro- MEADOW STEEL PRODUCTS, INC., keeps prices competitive on masonry 
Galvanizing electrically deposits pure zinc particles on the wire in deep construction accessories with adaptable Republic Manufacturers’ Wire. 
uniform layers—permanently bonded and tough—yet pliable enough to More than 20 different parts are made from only a few types of wire, 
permit tying the wire in knots without cracking the zinc coating! lowering inventory and material costs, and greatly simplifying production. 


fotos REPUBLIC STEEL CORPORATION 


DEPT. PH-2545 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


Please send information on the following kinds of Republic Wire: 
R c Pp U Be L Cc q T _ ~ L Oo Manufacturers’ Coarse Wire 0 Rivet Wire 
D Spring Wire D Heading Wire 


REPUBLIC HAS THE FEEL FOR MODERN STEEL wore cela same “hee 
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Employment Service 








PURCHASING MANAGER 
Excellent opportunity for 
young, aggressive executive 
to head up procurement ac- 
tivities for medium size com- 
pany, midwest location. Ex- 
perience in electronics indus- 
try preferred. Submit com- 
plete resume, including salary, 
in full confidence to: Box 507. 








VALUE ANALYSIS 
ENGINEER 


College graduate, BBA/IE. 
Broad experience in indus- 
trial engineering, cost ac- 
counting, estimating or pro- 
duction engineering in large 
company staff functions deal- 
ing with engineered and 
foundry products. Successful 
candidate will be responsible 
for developing, maintaining 
and coordinating division — 
wide purchasing value-anal- 
ysis program. Previous ex- 
perience in value analysis ex- 
tremely desirable. Write Box 
505. 





PURCHASING MANAGER 


Multi-plant manufacturer of 
flexible packaging has an 
opening for a _ purchasing 
manager in headquarters of- 
fice in the South West. Re- 
quires a college graduate with 
successful management ex- 
perience, knowledge of pro- 
gressive purchasing proced- 
ures and techniques, and a 
stable employment record. 
Salary to $15,000. Please sub- 
mit complete resume includ- 
ing present salary. Harper 
Associates Agency, 180 
3roadway, New York 38, 
N.Y. 














Experience: 10 years heavy automotive 
purchasing as buyer and expediter, 2 
years as purchasing agent of dual plant 
multi-million dollar educational ma- 
terial supply firm. Totally familiar with 
cost reduction, value analysis, and pro- 
curement of all production items. 
Seek interesting challenge with mul- 
ti-plant company and salary in excess 
of $10,000 per year. Presently em- 
ployed. Age 32. 
Education: 2 years college, leading to 
Bus. Admin. and night school courses 
taken. 
Will relocate, prefer midwest. 
Write: Box 77 


Experience: Ten years purchasing ex- 
perience in various companies manu- 
facturing coin operated games, rides, 
and vending machines, industrial 
cleaning equipment, men’s garments, 
and cameras, which included purchase 
of steel, castings, screw machine and 
punch press parts. Also have consider- 
able experience in expediting and in- 
ventory control. 

Education: Graduate of Northwestern 
University, Chicago, Ill, (business law 
& accounting) Walton School of Com- 
merce, Chicago, Ill. Evening course— 
blue print reading. 

Will relocate. 


Write: Box 63 
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ASSISTANT 
PROCUREMENT 
MANAGER 


Far Western manufacturer 
has exceptional opportunity in 
procurement management. 
Applicant must be thoroughly 
familiar with military pro- 
curement of raw materials, 
tooling, leases, and be capable 
of promotion to procurement 
manager within a year. Start- 
ing salary approximately 
$12,000. Fee and relocation 
expenses paid. Please submit 
complete resume including 
present salary. Harper Asso- 
ciates Agency, 180 Broadway, 
New York 38, N.Y. 











HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all cor- 
respondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Serv- 
ice Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 











PURCHASING POSITION 


Well known and aggressive 
company has opening in pur- 
chasing department for man 
25-30 years old. Should have 
about 5 years purchasing ex- 
perience. Prefer married man. 
Write: Box 508. 








PURCHASING AGENT 
Desirable opening for a pur- 
chasing agent with an estab- 
lished minimum-size_ engi- 
neering - construction firm 
serving the chemical industry 
throughout the U.S. Appli- 
cant should possess 5 to 7 
years experience in respon- 
sible industrial buying posi- 
tion. Experience and procure- 
ment of equipment and mate- 
rials for construction of 
chemical plants desirable; 
salary commensurate with 
experience and ability. Send 
detailed resume outlining 
education, experience, and 
salary requirements in confi- 
dence to: Manager of Person- 
nel, Vulcan-Cincinnati, Inc., 
120 Sycamore Street, Cincin- 
nati 2, Ohio. 











Experience: Three years buyer for 
large papermill with buying being 
highly diversified. Past three years P.A. 
for medium size industrial distributor 
firm specializing in power transmissions 
equipment for large industrial appli- 
cations. Sound background in admin- 
istrative and managerial functions as 
results of present position with com- 
pany. Thoroughly familiar with all 
phases of purchasing function with 
specialty in production-distribution 
liaison. 

Education: B.S. University of Ala- 
bama (1956). 

Will relocate: Prefer South or South- 
east. 

Write: Box 7% 


Experience: 10 yrs. total purchasing 
or related responsibilities includes 
steel, pipe, fittings, valves, MRO sup- 
plies, furniture, printing, machine tools 
and tooling. Presently employed as 
materials manager supervising pur- 
chasing, production planning, sched- 
uling and traffic. Previous experience 
includes 6 yrs. tool & die maker, 5 yrs. 
Shop superintendent, fabricating gauge 
metals & plate. 

Education: 7 years night classes in 
Tool Design and Industrial Engineering. 
Will relocate, but prefer Southwest. 
Write: Box 74 
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MzT produces a vinyl plastisol so tough 
it’s used as a dishwasher lining 


AMONG the tough jobs for which M&T vinyl 
plastisols are suited, one of the toughest is that 
of a dishwasher lining. 

Consider the service conditions: scalding hot 
water, mixed with highly alkaline cleaners 
which are death on ordinary coatings, is hurled 
with high velocity against the tub. As if this 
weren’t enough, the lining has to be resistant to 
food stains, avoid cutting and impact damage 
from accidentally dropped or broken objects. 
Equally important, it should be non-aging, last 
the life of the machine. 

Which explains in part why the product engi- 
neers selected M&T’s plastisol. It possesses the 


quality to do the job... proved by torture testing 
the equivalent of 5 to 15 years’ service. 

The other factor which led to this choice was 
based on value analysis. A plastisol such as this 
could also do a better job than the former lining 
material, and permitted a redesign of the tub 
wall to save metal and cut costs. 

Moreover, M&T has the facilities to maintain 
consistent quality; and the plant capacity to 
deliver the required volume, in the precise col- 
ors, on schedule. 

Avail yourself of this kind of service and 
product performance when you purchase plas- 
tisols. Send for an M&T Man. 


coatings:chemicals:minerals:-detinning 


plating products + welding products 
METAL & THERMIT CORPORATION, General Offices: Rahway, New Jersey 
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Spaulding GFW-60 is designed 

to provide industry with a material 
of extremely high burst strengths 
for such applications as circuit 
breaker arc interruption chambers, 
high-voltage fuse tubes, switch 
gear and similar type components. 
It can be furnished with fibre 
liners, metal inserts, or with 
conductive layers. 


SPAULDING GFW-60" 


*Glass filament wound epoxy tubing 
gives industry a new 
high burst strength material 


its ratio of burst strength to axial 
tensile strength can be varied 
to fit specific applications. 


It is available in a variety of 
circular sizes and lengths, and 
with special shapes. 





SPAULDING GFW-60 (1” x 114,” size) 





Water Absorption 


PROFILE OF CHARACTERISTICS = [ownteuse —[ 


a 


psi 


Tensile Strength psi 


Compression Strength psi 
Axially As Received 
Radially As Received 

As with All of its Products for Industry, Spaulding Offers Complete py) kare 

Value Anal d Fab ting S f Y Anolics f Dielectric Strength Short Time 

ysis and Fabricating Services for Your Application o V/M Perpendicular 
GFW-60. Contact Spaulding for Details. 

















SPAULDING FIBRE COMPANY, INC. 


341 WHEELER STREET, TONAWANDA, NEW YORK 
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Hose? 


This book has all the 
answers on types, 
sizes, uses, how 

to buy, tips for 


longer service life. 


Send for your 


free copy today. 
_ No obligation. 


Send me your 36-page Hose Catalog. 


Gan RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, 
YOUNGSTOWN 3, OHIO 
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Space-age achievements, from mis- 
siles to computers, owe a major part of 
their success to tiny but tremendously 
reliable REED INSTRUMENT BEARINGS. 
Specifically, REED bearings contribute to 
the dependability of miniaturized control, 
communications and navigation systems 
—through their ability to perform 
smoothly under exacting conditions over 
long periods of service. This reliability, 
in bearings of no more than 54” OD, is 
a@ major reason why REED should rank 
high among your approved sources for 
instrument bearings. 6108 


FREGEGIO 


REED INSTRUMENT BEARING COMPANY 
Los Angeles, California 
Div. of HLS industries, tnc. 
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An extra service 


for you! 


Tear out this handy card and use it to mark 


your place as you read this issue. 


Want more information on any equipment. 
materials, services or methods you see 
described or advertised? Just note the num- 
ber at the bottom of the item, and write it 
on the card. Then mail the card no post- 


age is needed—and you will get the facts 


you want direct from the manufacturers. 
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An extra service 


for you! 


Tear out this handy card and use it to mark 


your place as you read this issue. 


Want more information on any equipment, 
materials, services or methods you see 
described or advertised? Just note the num- 
ber at the bottom of the item, and write it 
on the card. Then mail the card—no post- 
age is needed—and you will get the facts 


you want direct from the manufacturers. 


INFORMATION 


For extra data on any items described or adver- 


tised in this issue, write item numbers below. 
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WHATEVER THE TYPE 
the “DIAMOND” Says It’s Tops 


YOU ASK FOR THE BEST when you order JENKINS valves. And, whatever the 
type, you can be sure of getting “tops” in design, construction and 
performance. For almost a century, every Jenkins Valve has been made 
to one standard of quality ... the highest. No stronger assurance of 
dependable, economical service can be had. 
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your place as you read this issue. 


Want more information on any equipment, 
materials, services or methods you see 
described or advertised? Just note the num- 
ber at the bottom of the item, and write it 
on the card. Then mail the card—no post- 
age is needed—and you will get the facts 


you want direct from the manufacturers. 
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_Save All Three 
with Square D 


QMB POWER PANELBOARDS 


If the above installation had been made the old way 
—with trough, and ganging separate switches and 
starters — it would have taken at least six feet of wall 
apace instead of 30 inches, and four times the instal- 
lation time. 


After this panelboard is installed, Square D’s exclu- 
sive PLUG-IN design permits circuit changes without 
costly down time. For extra safety, plug-in units are ee 
mounted directly above starters, permitting inter- : Tut Gee (ebeve! 


: available 15-100 amperes 
locking. No starter or disconnect door can be opened Single Unit available 125-225 amperes 
when switch is “ON.” 


Exclusive Breaker Unit Advantages: 
QMB panelboards accommodate reversing or non- Plug-in construction + Each unit in individual 


reversing starters, sizes O through 4; plug-in circuit pap brace Ine Orem ng mnie 
breakers through 225 amperes; plug-in switches panelboard, if desired 


through 200 amperes (bolted through 600 amperes). 
Write for the complete story—Square D Company, Mercer Road, Lexington, Kentucky 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 


z For More Facts Write No. 152 on Information Card—Last Page 
SEPTEMBER 11, 1961 
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to one standard of quality .. . the highest. No stronger assurance of 
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